MAGAZINE FOR DISTRIBUTORS AND THEIR SALESMEN 


FEBRUARY, 1941 


upplie 














Prompt Delivery from Stock 

















No. 2 BEAVER RATCHET 


“e to %-inch . $12.35 


























No. 7R BEAVER RATCHET 
1 to 2-inch ... 


























No. 17 BEAVER RATCHET 
12 to 2-inch $214 














No. 33 %, '2 & %” 


Perec 
2'2 & 3 inch (No. 38 RS) , . .$27.00 
ace 
~ 
No. 48-R 2'2 to 4 $50.00 





$7.50 
No. 34 '2, % & 1 $8.0) 
No. 34E 42, % & 1 $8.00 


























No. 200 '% to 2” Swivel . .$5.00 
No. 200R ‘2 to 2” Ratchet $6.00 
No. 300R 4 to 3” Ratchet $7.00 
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Siainel Quality * WARREN, OHIO * For 40 Ye ars~ 






No. 41-E 2'2 to 4”. 


. $50.00 

No. 61-E 2'2 to 6 .. $115.00 
- 80-E 4'2 to 8 . $150.00 
. 90 9 to 12” . $250.00 


BEAVE 


PIPE T@LS % 











No. 102 % to 2” 








No. 204 22 to 4”....... 




















THE SUPPLY MONTH 


WASHINGTON NEEDED a_ good 
shirtsleeve mill supply man in the de- 
fense program, and it couldn't have 
picked a better one than “Hes” Kuhn, 
who took over the job on January 14 
with his familiar spirit of self-sacrifice. 
Supply houses being so small and com- 
pactly staffed, we all realize what it 
means for an organization to contribute 
—at a dollar a year—the services of a 
top man so important as is “Hes” to 
Hardware & Supply. We owe him much 
for what he is doing in the behalf of us 
all—and can pay him with no more 
welcome currency than our full coop- 


eration. 


YOU ALL SUSPECTED things — in 
Washington are like “Hes” found them 
to be his first day on the job. Shown 
to a dark corner he was told, “This 
will be your desk.” With that the guide 
abandoned him. “Hes” pulled a pencil 
from his pocket, looked at it and said, 
“Well, all I have to start with isy just 
this pencil.” Whereupon he set down 
the pencil, broke its point, and con- 
cluded, “And now I haven’t even got 
that!” 


INSIDERS IN THE defense organiza- 
tion view current big issues this way: 
(1) U.S. getting into the war: “We’re 
already in it”. (2) Lindbergh’s views 
on staying out: “He ignored Hitler’s 
record on promises, and the bases in 
South America he says will protect us 
must be maintained by a navy, but with 
ours in two oceans it can’t handle the 
job.” (3) Length of the current pro- 
duction program: “It will go on as long 
as England stands... if England 
falls, we'll be an armed camp for at 
least five years and present feverish 


production must be maintained as long 


as there is a threat.” { 
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These Types and Many Others 
Available in the Link-Belt Line 


e There is a standard Link-Belt elevator bucket for 
Minneapolis “V"’ type elevator buckets 


for large-capacity grain elevators every job. The line includes steel, malleable iron and 
provide for increased capacities i - ° ‘ 
placement or new “installations due to Promal buckets of suitable size and type to meet any 
proper design for filling and disch : . 
at high speed #, when spaced a: ae requirement. They are recognized as the standard for 
centers. Made in all size: d 5 . : 
sat.  -° toughness—smooth, uniform construction and correct 
Buffalo elevator buckets are most prac- design . . . features that assure proper filling, free and 
tical for large capacity, high - center . 2 
grein hendling elevators operating at clean discharge and long life. 


medium speeds. The design provides 
for light gauge bodies with heavy rein- 
ee ee ee ee ee Specially made buckets can also be supplied . . . gal- 


a —s ° pe Ba vanized, bronze, aluminum, and baked-enamel finish, 


belts in long center elevators. or in other metals and metal treatments. 
Corrugated seamless steel bucket. 
Made of one-piece pressed steel, with 


round corners and bottom; no laps, no With this complete and outstanding line of elevator 
rivets or seams. This bucket will stand 


more hard usage and is the strongest buckets, you can equip yourself to meet every customer 
of any seamless bucket of the same 


gauge and size. requirement. It’s important, therefore, to you—for the 
ee - : sake of better profits and satisfied customers—to find 
“Continuous” type buckets are avail- 


able in malleable iron and steel in a ’ out about this bucket line now. Catalog No. 800 con- 
number of styles, with different shapes 


depending upon material to be handled tains complete information. If you haven’t a copy, 
and angle at which the elevator stands. * 
write for one today. 


Style “‘A’’. Cast in malleable iron and 

Promal. This is the standard form and 

the most oe — for og LI N K-BE LT COM PA N Y 

cement, coal, osphate, pulp, etc. : 

Other styles pF pen for handling Caldwell-Moore Plant, Chicago, 2410 W. 18th St. 8429 
[ae am, Sah, Indianapolis, Philadelphia, Atlanta, Dallas, San Francisco, Toronto, Detroit, 


Boston, Los Angeles, Seattle, Portland, Ore. Carried in stock by mill supply 
houses throughout the country. 


A TYPE AND SIZE FOR EVERY SERVICE AND CAPACITY 
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What Happens 


: From 30 minutes to an hour a day 

When a Hh , * was spent at the Allied Mills. Inc., in 
V-Belt Bends j digging out screw conveyors which 
choked when the former double re- 

duction flat belt drives slipped. Gates 
Vulco Rope Drives ended the choking 
completely. The original belts are 
still in use after four years. 





a / > If You Care About 
wae “Operating COSTS 


MAKE "!s TEST 


In two minutes you can prove for yourself a simple fact that will reduce your V- 
belt costs and power costs. 





wr 


FIG.2 f 





Pick up any V-belt. Bend it as it bends when it goes around its pulley. As the 
belt bends, grip the sidewalls with your fingers. You will feel the sides of the belt 
change shape. If the belt you are testing were built with straight sides, the bending 
would force those sides to bulge out—as shown in figure 1. (upper left). 


Now make this same test with a belt that is built with the patented concave side. 
You will again feel the sides change shape with this important difference: The con- 
cave side becomes perfectly straight. This belt, when bent, takes a shape that exactly 
fits its sheave groove (see figure 2). 


Here are the savings. First: no outbulge of the sides means uniform sidewall 
wear—longer life for the belt. Second: The full side of the belt uniformly gripping 
the sheave wall will carry heavier loads without belt slippage—a saving in belt wear 
and also in power! 


The Gates Vulco Rope is the only V-belt built with the patented concave side. 


THEE GATES RUBBER COMPANY 


Engineering Offices and Stocks in All Large Industrial Centers 


GATES”’.>: DRIVES 














CHICAGO, ILL. HOBOKEN, N. J. BIRMINGHAM, ALA, LOS ANGELES, CAL. DENVER, COLO. 
1524 South Western Ave. Terminal Building 1631 Ist Ave., South 2240 E. Washington Bivd. 999 South Broadway 
DALLAS, TEX. PORTLAND, ORE. meas FRANCISCO, CAL, 


2213 Griffin Street 333 N. W. 5th Avenue O 16th Street 
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THIS MONTH’S SALES BOOSTER 


_FOR LUNKENHEIMER DISTRIBUTORS. 

















For Service where Dependability 
is really essential - - 


ER 
mia et 


ARE “CORRECTLY ENGINEERED” ioe 
MAKIMUM ECONOMY ON THE J 


which bath low ond 


caution but demonds the vin ae . mor Swing Check Valves ore 
h depends on satisfactory = lod with two renewoble tide plugs © 
y tain 19° or the dise carrier p 

orn causing misalign 

sation of the wolve. * 

















eat moved from oither side. « Ahis ls por’ 
flow in which a ; joontoqeous when wolews ere int! 
equipment ond F os tlove to 2 © 


SEEING 15 BELIEVING 

































cee Tartaiitc PRACTICALLY ALL THE 


SPECIFYING AND BUYING AUTHORITIES 


IN MAJOR INDUSTRIES 





FREMEMBER... ip Rolo 


Me CAN USE IT WITH 
GREAT EFFECTIVENESS 
WHEN YOU'RE SELLING 
“CORRECTLY ENGINEERED” 
LUNKENHEIMER VALVES 


Profit from the experience of our own factory representa- 
tives who, year after year, have found that the surest 
way to convince buyers of Lunkenheimer's “Engineered 
Superiority” is to take a Lunkenheimer valve apart and 
compare it point-for-point with whatever valve the pros- 
pect has been using. Throughout the year, our advertis- 
ing will feature this visible proof of Lunkenheimer qual- 
ity, so take full advantage of a proven sales strategy 

. make point-for-point comparisons on every call. 








CHECK YOUR CUSTOMERS’ 
NEED FOR LUNKENHEIMER 
CHECK VALVES 


Again this month Lunkenheimer is broadcasting the vir- 
tues of Check Valves to the industry. Again you have an 
opportunity to remind your old customers . . . your new 
customers... your prospects ... of the many advantages of 
Lunkenheimer Check Valves. It also affords another oppor- 
tunity to point out the economy derived from the purchase 
of ‘correctly engineered" valves—in safety—in longer life— 
in lower cost service. Finally, it enables you to build up a 
profitable repeat business based on customer satisfaction. 
Strengthen your presentation with a copy of Circular No. 
588 which is both attractive and informative. Do you have 
a supply? 

ESTABLISHED 1862 


THE LUNKENHEIMER & 


—w QUALITY’ = 
CINCINNATI, OHIO. U.S.A. 


NEW YORK CHICAGO 
BOSTON PHILADELPHIA 


EXPORT DEPT. 316-322 HUDSON ST., NEW YORK 


SELL QUALITY-SELL LUNKENHEIMER 


The Li Line cf CGuctly Engineered” Valves 
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7/8” and 
Heavy Duty Drills 


ire veerct 


114"’ Heavy Duty 
Drill 





Mig 


1/2’’ and 5/8” 
Heavy Duty Drills 





You can Sell You: 


5/8" and 3/4” 
Utility Power Drills 








aie. ° 





, Customers —~ 


Coal Drills, 
4 Sizes 


3/4’’ Heavy Duty 
Drill 


, 


EVERYONE KNOWS that VAN DORN jobbers 
are way out in front, when it comes to DRILLS! 
That’s because you have the most complete 
Drill line in the world—28 Models, ranging from 
the tiny 3/16” Hornet for fast production, to 
the giant 114’ Heavy Duty for brute boring. 


But that’s not all! You have a line of Drills 
whose Dependability is backed by one of the 
Oldest Names in the industry. Plus the fact that 
Van Dorn is engineering-conscious of industry's 
requirements, and always has a line of Drills 
to fit them. 


Stress how Van Dorn Drills are being continually 
improved—with new efficiency features added 
as fast as they are developed. Play-up Van 
Dorn’s leadership in tool engineering and qual- 
ity materials—resulting in more powerful mo- 
tors and smaller, lighter, sturdier Drills that 
deliver longer service. 


These outstanding features give you the inside 
track on sales! So get out and demonstrate 
VAN DORN DRILLS and watch the orders roll 
in! Van Dorn Electric Tools, 717 Joppa Road, 
Towson, Maryland. 


(OlV. OF BLACK & DECKER MFG. CO.) 


THE “RED-HEADED” 
PORTABLE ELECTRIC TOOLS 
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{ ff 1/4" Holgun Drill, 
: 6 i 2 models 
orang FFE aie aie 
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3/16"’ Hornet Drill 
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| 


3/16” and 1/4” 
ew Shorty Drills 


if 5/16’ and 3/8” 
by Utility Drills 
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1/4’’ Junior Drill 
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1/4” and 5/16” 
Heavy Duty Drills 



















One More 
AMERICAN 
CHAIN 


a step ahead of the 
Needs of Industry 


‘-ENDWELDUR 

















@ In the few months since its introduction, remarkable new temperatures. Every feature has proved itself in service. 
service records have been set by ““ENDWELDUR” sling chain But there is something more in this than ‘‘ENDWELDUR” 
(its links electrically welded at one end, not the side). endurance and dependability. It’s this. “ENDWELDUR’” is one 

The end welds—perfect hinging—uniform material—nor- more tangible and indisputable proof of American Chain fore- 
malized links free from internal strain—all assure resistance to sight, for when extraordinary governmental and industrial 
moderate impact loads, bending and gouging. This chain pro- demands came along ‘‘ENDWELDUR”’ was ready. 


vides safe, sure performance in extremely high and subzero 


Chain, Fittings, Attachments 
FOUNDATION OF A for Every Purpose 
COMPLETE CHAIN SERVICE It is important to know that the American Chain line is the 


most complete in the world, containing as it does all types of 
welded and weldless chains together with fittings and attach- 
ments. Such a line is the very foundation of a complete and 

’ comprehensive service. American Chain offers also a vast fund 
are. ere eral a of information as to where and how to apply chains to indi- 
£888 CHa COM CHame SUNG CHAIN Cuan vidual services. For example— 


: ZN Le Free Booklet on Sling Chain 
==») 


This booklet explains the use and care of iron, steel and alloy 
twe cou rews0 ontnenis eee.) sling chains, and how to get the utmost in safe service. The 
ee ae a cen booklet tells about ““ENDWELDUR” too. Write our engineers 


te=—) le , about your chain problems. Their suggestions are made with- 
OP a etd Y ‘ wevoeo ) amc out charge or obligation. 
C ei 3 


=f S S$ g S AMERICAN CHAIN DIVISION + YORK, PENN. 


MALLEAGLE Swivel 











aeuses $ HOOKS 

















GRas HOOK MALLEABLE CASTINGS 


AMERICAN CHAIN & CABLE COMPANY, Inc. 









(% ESSENTIAL PRODUCTS .. . AMERICAN CABLE Wire Rope, TRU-STOP Emergency Brakes, TRU-LAY Control Cables, AMERICAN. Chain, 

. WEED Tire Chains, ACCO Malleable tron Castings, CAMPBELL Cutting Machines, FORD Hoists and Trolleys, HAZARD Wire Rope, . 
Yacht Rigging, Aircraft Control Cables, MANLEY Auto Service Equipment, OWEN Springs, PAGE Fence, Shaped Wire, Welding Wire, | 
READING-PRATT & CADY Valves, READING Electric Steel Castings, WRIGHT Hoists, Cranes, Presses... In Business for Your Safety — 
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WANT TO SELL 
MORE BELTING? 


Records like this clinch sales 





QW) Specified 
NSMISSION BELT 
goovEAR TRE ROLL DRIVE 


pment COMPANY, NEW VILLAGE. y, 


G 


oct 
ry poRTEA® 
5° 
eo! 


ERFORMANCE talks loudest in selling 18 years later, this same belt is still on the job 

belting, and when it comes to talking per- —more than four times longer service with 
formance, Goodyear distributors can really go corresponding economy. Countless records 
to town. Just for example, take the giant roll like this give Goodyear distributors a big 
drive shown above. It operates arock crusher edge in landing heavy-duty big-belt orders 
grinding boulders weighing up to ten tons. that run into real volume. If you are not a 
Four years was once. considered exceptional Goodyear distributor, why not see if your 
belt life on this drive. Then, in 1922, it was territory is open? Write Goodyear, Akron, 
equipped with a 9-ply Goodyear belt. Today, | Ohio, or Los Angeles, California. 

BELTS 
THE GREATEST NAME wm IN RUBBER MOLDED Coops 


HOSE 
PACKING 


Made by the makers of 
Goodyear Tues 
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EXTREME 
ACCURACY 


IN DOZENS OF CRITICAL 
OPERATIONS CONTROLS 
THE FINAL RESULT 










PRACTICAL 
PERFECTION 


MUST BE REACHED IN EVERY 
ONE, BEFORE A DRILL MAY 
BEAR OUR NAME 





4 TWIST DRILL AND 
© MACHINE COMPANY 


NEW BEDFORD, MASS., U.S.A. 





ee 
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“Our Customers Tell Us We Picked the 2icht Learings 


.. . SayS Mr. Montgomery 


The Jacksonville Blow Pipe Co., 
Jacksonville, Florida—manufactures 
exhaust fans that can “take it” — 
from chips to wet sawdust that get 
into the pipes . : . these fans ably 
cope with gruelling service. Natural- 
ly the bearings used on these fans 
must be equally rugged and trouble- 
free. And they are — for they are 
Dodge-Timken Double Interlock 
Roller Bearings . . . known for un- 
failing operation. Mr. Montgomery, 
President of Jacksonville Blow Pipe 
Co. — Mr. Stoner, Dodge Repre- 
sentative, and Mr. King, Dodge Dis- 


tributor Salesman — “talk over” 
this installation. 


Mr. Montgomery: I can see now why 
you recommend Dodge Double Interlock 
Bearings for our fans. Our customers 
tell us that our fans are taking punish- 
ment, the like of which they've never seen. 


Mr. King: And they will continue to do 
so — for Dodge Interlock Bearings are 
fully self-aligning . . . and are designed 
to give 30,000 hours of service under 
conditions for which they are adapted. 


Mr. Stoner: Besides, these bearings are 
effectively “sealed”’ against dust and dirt 
and other destructive elements. They are 
prelubricated and easily mounted. 
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Mr. Montgomery: One of our customers 
who used $1000 worth of oil on babbitt 
bearings says he'll cut this to $50 now. 
Dodge Double Interlock Bearings are 
giving us more than double value. 

There is a Dodge Rolling Bearing 
for every industrial service — each 
one designed for a life expectancy 
of 30,000 hours under conditions for 
which they are adapted. Write for 
selection tables which make it easy to 


pick the right bearing for any job. 
DODGE MANUFACTURING CORPORATION 


MISHAWAKA, INDIANA, U.S.A. 































alloy steels 


—S_ 














TueEuse of Nickelalloysteelsforhand Ey 
tools is indicated wherever there is 
need for high strength and toughness 
combined with light weight, improved 
wear and fatigue resistance, high im- 
pact strength or better ductility. They 
are recommended for such tools as 
wrenches, hammers, chisels, screw- 
drivers, wood working tools, pliers, 
nippers, rivet sets, saws, knives, 
punches and lifting jacks. For further 
information regarding these applica- 
tions, write for copy of our booklet 


“Nickel Alloy Steels for Hand Tools”. 

































Hand tools can be made lighter, more 
compact by utilizing steels containing 
Nickel. Nickel helps each ounce, each 
inch of metal withstand heavier loads 
and harder shocks. These heavy duty 
“Bernard” pliers and nippers are pro- 
duced by Wm. Schollhorn Co., New 
Haven, from Nickel-Chromium steel. 


Testing Nickel-molyb- 
denum steel wrenches in 
the laboratories of Bridge- 
port Hardware Mfg. Co.., 
Bridgeport, Conn., proved 
that plain steel bolt heads 
twist off before Nickel alloy 
steel wrench jaws strip or 
shanks deform. These 






Every knock is another boost for dinging and 


ball pean hammers forged from Nickel alloy Nickel - molybdenum 
steels by the Plomb Tool Co., Los Angeles. wrenches withstood torsion 
Nickel improves the physical properties of loads about 35% higher 
steel thereby preventing spalling, breakage or than similar wrenches 
other evidences of brittleness in these hammers. made of other steels. 





THE INTERNATIONAL NICKEL COMPANY, INC. new'vorx. ».¥. 
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Everything you BEARING 
need in Z : BRONZE 


Wenn 


FAMED TORT GE LOE, OEP OEE ET LONER 





Che BEARING 
dL BOOk 
OF THE YEAR 


for 1941 PROFITS 


@ The demand for Bearing Bronze is growing by leaps 
and bounds. Increased production schedules mean 
more machinery in operation . . . increased operating 
schedules on others. Why not take advantage of this 


_Lontents | great profit opportunity? Give your customers the 
BRONZE BEARINGS highest quality available by selling JOHNSON Bronze. 
UNIVERSAL Complete stocks on hand at all times. Write for details 
BRONZE BARS concerning our franchise and a copy of our new 
ELECTRIC MOTOR catalogue. Both are free. 
BEARINGS 
crapum srowze = JOHNSON BRONZE COMPANY 
FLANGED BEARINGS Sleeve Bearing Headquarters 
BABBITT 535 SOUTH MILL STREET - NEW CASTLE, PA. 


APPLICATION DATA 





JOHNSON BRONZE CO., 535 S. Mill St., New Castle, Pa. 


Please forward without obligation a copy of Catalogue 410. 


Clip and Mail et aan oo 
, Name Position 


Street Address 
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1941 begins with the greatest shipbuilding program in 20 years. Over 
4,300,000 tons planned and under construction. Every alert distributor * 
is taking full advantage of this revitalized market to make new friends 
with MILWAUKEE'S complete line of new and better standard brushes. 


MILWAUKEE'S wire cup and end attachment brushes illustrated are de- 
signed for high speed power driven portable tools to do a better and 
quicker job in preparing for welding, removing welding spatter, scale, 
rust and old paint. 


And shipbuilding just skims the sales opportunities. Every type of steel 
fabricating industry has use for MILWAUKEE brushes. Repeat orders tell 
the story . . . satisfied customers . . . quick turn-overs . . . more profits. 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


Milwaukee Wisconsin 


* 
*Backed by a house with ; — 
25 years experience in 
designing special brushes. 





{ WIRE WHEEL BRUSHES - WIRE CUP BRUSHES - WIRE SCRATCH BRUSHES 











FLUE BRUSHES - FLOOR BRUSHES - PUSH BROOMS - BENCH BRUSHES - FOUNORY BRUSHES 
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Yes! Give Your Salesmen a Better 4 Aggressively Adver- 
“Break” in Their Selling Job... |” “Sd! Backing 


: u our salesmen’s 
Give them Allis-Chalmers Texrope p Es is forceful 
V-Belt Drive Equipment to Sell!  Allis-Chalmers adver- 

tising reaching your 
THERE’S MEAT in the Texrope customers in all fields 
line—meat for salesmen who want... . making it easier Pras ie 
to increase their sale of drive equip- for your salesmen to close sales! 8. No Waiting for Delivery! Standard 


ment! For into Texrope Drives are ‘ Texrope equipment is stocked 
built selling points that really sell. First in the Field! Just as Allis- for immediate shipment. Special 


Check these points yourself— . a a - pat- items are shipped in a few days. 
ented the multiple V-belt drive... i ight! ip- 
Matched Into Sets! M easur ed so today it on leads in sales. ° ess pg at a oe 
* down to 1/100 of - inch, When you sell Texrope, you sell the nary drive equipment. It meets 
Texrope belts are “matched” into most popular and fastest-selling line competition easily . . . takes less 
sets that pull wey - +. wear evenly on the market. time and effort to sell . . . gives your 
+++ last longer! salesmen increased commissions. 
2 Cool-Running! Texrope belts are 6 
* made with a newly developed 
rubber compound so cool-running 
as to make them actually last two or 
three times as long as formerly! Full Line! 













Engineering Cooperation! Ic’s the 
* job of Allis-Chalmers transmis- 
sion engineers to help you in solv- 
ing your customers’ drive problems. 


Wherever wheels turn and machines 
operate, there’s a market for Allis- 
Chalmers Texrope V-belt Drives. 





Go after this increasing market 

There’s a Texrope . . . with the Texrope line. For the 
3 Wedge Design! Texrope V-belts * V-belt Drive for every applica- complete story call the nearest dis- 
* are true V-belts—wedge shaped tion . . . plus variable speed drives trict office, or write Allis-Chalmers, 
—with efficiencies up to 98.9%! and speed changers. Milwaukee, Wis. Belts by Goodrich 


MUSCHT Ma om Ts 


oe 


7 rig 


AC 
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“From a 
COLUMN OF FIGURES 
TOA 
MOUNTAIN OF DIRT 


There's all the difference in the world between 
the carriage of a bookkeeping machine, and 
the bucket of a giant drag-line. 


But—since misplacing a figure is just as 
serious as misplacing a ton of dirt—both 
carriage and bucket have to stop at exactly 
the right spot. And where ‘‘stopping”’ is con- 
cerned, they both rely on Thermoid! 


The tiny brakeshoe for the bookkeeping 
machine, scarcely half-an-inch wide, keeps 
the carriage motionless on the track while 
the key is struck. The immense brake lining 
for the drag-line, 12 inches in width, halts 


the motion of tons of steel, stone and soil in 
less time than it takes to read about it. 


True, these are the extremes in the Thermoid 
line of brake lining. But they illustrate the 
care with which al] Thermoid Lining is built 
... the understanding of the responsibilities 
incurred in each application. 


In solving any problem involving Industrial 


Belting, Hose, Packing, or f\ 
Brake Lining, your Thermoid _* 
representative can beofvalu- | ; 
able help. Specify Thermoid @% @) 
for your next job and let the $ 
performance speak for itself. E 





Standard types of belting Standard types of hose 


made by Thermoid made by Thermoid: 
Air Hose 

Water Hose 

Steam Hose 


THERMOID RUBBER, DIVISION OF THERMOID COMPANY, TRENTON, N. J. 
Tank Truck Hose 


hermoid =~ 


Belting Suction Hi: 


HOSE PACKINGS BRAKE LININGS 


Transmission Belting 
Conveyor Belting 
Multiple V Belts 
Grader Belting 
Canners' Belting 
Bucket Elevator 





BELTING 
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WHAT EVERY GAUGE GLASS SALESMAN 
SHOULD KNOW ABOUT 


THERMAL SHOCK 


Any sudden temperature change, such as 





caused during blowdown periods or cold 
draughts on a hot gauge ylass, creates internal 
strains which often result in breakage of 
ordinary gauge glasses. Because “Pyrex” 
brand Glass has a low expansion coefficient, 
“Pyrex” Gauge Glasses resist these tem- 
perature change shocks. In fact, “Pyrex” 
Gauge Glasses are subjected to a routine test 
which consists of heating them to a tempera- 


ture of 425° F. and then plunging them into 





ice water! 
Recommend “Pyrex” Gauge Glasses to 


customers and earn their good will in the 





solution of this troublesome problem. 


Testing “Pyrex” Gauge Glasses by heating them to 425°F. 
and then plunging them into ice water. 


OTHER SALES FEATURES 


1. Machine Drawn Accuracy—‘“Pyrex’’ Gauge Glasses are machine 
drawn to uniform accuracy thus simplifying installation and reducing 
installation strains. 


2. Chemical Stability—““Pyrex” brand Glass resists the corrosive 

action of steam and remains clear and unclouded over long periods. 
A 

3. Hardness— The hard, smooth surface resists abrasion and scratching 
and contributes to permanent visibility. 

4. Working Pressures—“‘Pyrex” Gauge Glasses are available for all 
pressures up to 650 lbs. per square inch. 

5. Odd Lengths—Orders for odd lengths can be easily cut from standard 
stock glasses carried by your supply house. 

6. Complete Line—These gauge glasses include: “Pyrex” Broad Red 
Line, “Pyrex” Red Line, “Pyrex” High Pressure, “Pyrex” Heavy 
Wall and “Corning” Standard Gauge Glasses. 


An all important feature of the “Pyrex” Broad Red Line Gauge Glasses is visibility, vividly 
illustrated by the above reproduction of an actual photograph taken from directly in front of the glass. 





“Pyrex” is a registered trade-mark and indicates manufacture by Corning Glass Works. 


GORNING 


7 (Glass Works 
4h Corning, New York 
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of rolled-in seat rings provides 
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EWED if required — Seats can 
with an ordinary steel rod. Only 2 
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To Meet Today’s Schedules 
Tools Can't Be “BABIED"! 





You Can Depend on 
National Cutting Tools 


@ Our first line of defense 
is the production line. Its 
needs are for dependable 
tools. 


@ National Metal Cutting 
Tools are built to combine 
ruggedness with preci- 
sion. They stand up under 





EEO 


OED 


the severest production 


schedules. 
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eEXAI (6,4 


INTRODUCING “ROLY” 


re week Be. See IN BASSICK ADVERTISING 
mme Witt BE SELLING CASTERS FOR YOU IN 194] 





This is the first advertising 
gun of the 1941 campaign in 
Mill & Factory and Factory 
Management. 23 other Trade 
Papers will share in this 


Bassick Advertising Barrage. 


There is prospective caster busi- 
ness on every call you make. Check 
your customers’ requirements and 
be on the lookout for caster orders 
in the office, warehouse, factory, 
bakery, laundry, hospital, hotel 


or wherever you go! There are 





Bassick casters for every require- 
ment. 


THE BASSICK COMPANY - Bridgeport, Connecticut 


Division of the Stewart-Warner Corp., Chicago, Ill. 
Canadian Factory: Stewart-Warner-Alemite Corporation of Canada, Ltd., Belleville, Ontario 
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UNGREARABLE TWO-EDGED BLADE 
GUTS COSTS 20% OR MORE 


DOUBLE-LIFE Blu-Mol—new Millers Falls machine hack saw blade—is an 



















old dream of metal-working men now come true through advanced engi- 
neering ideas and improved heat-treating technique. Use.of both edges as 
cutting edges is a natural idea, but presented certain problems of prac- 


IT WORKS 


ticability. It has remained for Millers Falls to make it work. Severe 





tests on many classes of jobs have already proved DOUBLE-LIFE’s 
unprecedented practical economy. Two new developments make 
it possible: a set differential between first edge and second, 
preventing drag and wear formerly an obstacle; and soft- 
center heat-treating, eliminating breakage. Doing twice the 
work of the finest single-edge blades, DOUBLE-LIFE 


costs only half again as much—netting savings of 









Blade is placed in machine 
in usual way with first cutting 
edge (A) down. As blade is 
submerged in slot, trailing edgd 
(B)—set narrower than leading 
edge—clears walls freely, undam 
aged, unworn. When first edge (A 

is dulled, blade is removed, inverted 
and returned to machine with second 
(B) edge in cutting position. Second edg 
cuts as fast and as free as first edge. 






at least 25%, on cutting costs from its first day 


on the job... providing 33-1/3% more cuts 





per dollar! 


















EASY TO SELL— 
$1 OR $2 TEST IS PROO 


We've backed up our faith in DOUBLE-LIF& 
with an investment of thousands of dollars in 
new production equipment. Yet your pro 
pects can prove the value of DOUBL§ 
LIF e bare its benefits b 

ding only a dollar or®ag, The firs 
40 days of the campaign intrdducipg 
DOUBLE-LIFE will see over 200,000 
advertising messages carried to ke 
men through leading industri 


publications. Mailing pieces ag ; wWrre M i I | ers Fa i : S T Oo D AY 


ber tie-in material ag 


iors Your Territory May Still Be Ope 


DOUBLE-LIFE 24.04 Soave 


MILLERS FALLS, DEVELOPED © PERFECTED *« MANUFACTURED ONLY BY 


woor?/ MILLERS FALLS COMPANY 


GREENFIELD, MASSACHUSETTS e U.S.A. 


GUARANTEED UNBREAKABLE 
GUARANTEED SHATTERPROOF 


Breakage will not reduce the cutting economy o 
this blade. If a DOUBLE-LIFE Blu-Mol breaks it 


use, Millers Falls will replace it without charge. 































Note: Some good ferritory still open to 
olert distributors! 


wee | NG LIFE LINE 









P< " ‘ 
aE Sy VANS Ie 
ae 4 Oo ee ee Up and over goes the rod man on construc- 
so ee | ' “ # tion duty, depending on the strength of the 


rope line for his safety. In industry they are 
relying more and more upon the Wood's Long 
Life Line of Power Transmission Equipment 
to assist their production and profit curves 
upwards and operating costs 
down. Based upon many dec- 
ades of performance records 
in countless lines of industry, 
this faith is properly placed 
..» for Wood's Products, cov- 
ering almost every transmis- 
sion need, do deliver the 
maximum in economy, effi- 
ciency and long service life. 
It will pay you to investigate 
the many savings the Wood's 
Long Life Line offers. Write 
today for more information, 
or ask for our catalog #82. 


T. B. ’, 


SONS COMPANY 
CHAMBERSBURG, PA. 


EVERYTHING IN TRANSMISSION 


Bearings — Collars 
Clutches — Coup- 
lings — Contactors 
— Hangers — 
Pillow Blocks — 
Pulleys — V-Belt 
Sheaves and 
Complete 
Drives 


i 


aan 
| 
| ‘i 





LONG LIFE 
LINE 





J, Lada 
2 > 
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J. H. WILLIAMS & CO. HEADQUARTERS FOR 225 LAFAYETTE ST., NEW YORK: 


OF ALL 


1 eS 

Y 

J») “ ; 
ent 


| WRENCHES TOOL HOLDERS LATHE DOGS “C” CLAMPS PIPE VISES PIPE TONGS  THUMBNUTS& HOIST HOOKS EYE BOLTS 
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Plowing the Same Furrow! 







JENKINS PUBLICATION 
ADVERTISING 


IN MARCH i's Jenkins Iron Body Gate Valves! 





Month after month, the big barrage of Jenkins 


Advertising goes on...hammering home the story 

of Jenkins Improved Designs...how these valves Valve of the 
save maintenance and give lower cost-per-year 

service. Month 


Valve of the month for MARCH will be Jenkins 
Iron Body Gate Valve Figure 651. Our salesmen 
will be using a cutout—showing outside and sec- 
tion views—wherever they go, to point out the 
improvements and features of this valve. 


And to back them up, you will have over 200,000 
printed salesmen plowing the same Furrow, in 14 
top-rank Industrial, Power Plant, Engineering and 
Purchasing*and Special industry publications. 


Remember, Jenkins Valves may be an old story to 
you. But it’s always front page news in the indus- 
trial and trade press. And you'll find the climax of 
Jenkins Advertising is always the same—"Prompt 
Delivery is offered by Reliable Supply Houses 


Everywhere.” 





JENKINS BROS., 80 WHITE ST., NEW YORK, N.Y. 
Bridgeport, Conn.; Atlanta, Ga.; Boston, Mass.; Philadelphia, 


Pa.; Chicago, Ill.; Houston, Texas. Jenkins Bros., Limited, JENKINS FIG. 651 


Montreal; London, England 














24 MILL SUPPLIES © FEBRUARY, 1941 


UMI 





















« « » » » Mill Supplies ~~ + + « 


“Just As Good” Will Do! 


Beware of substitutes, say the drug ads .. . “just 
as good wont do.” And for the drug trade the ads are 
probably right. But industry is rapping impatiently on 
the counters of supply houses now in an urgency that is 
just as much life-and-death as a midnight call for 
adrenalin, and it is criminal to keep industry waiting 
when something just as good will do. 

As a matter of fact, with deliveries so desperately 
important, necessity is forcing the scuttling of that sacred 


. 


cow of quieter days, the “special” item. Substitution of 
standard items, readily available in distributors’ local 
stocks. is lending considerable impetus to the speedup 
of defense production. The trend carries important 
benefits to supply men and many of them are wisely 
taking steps to advance it even further. 

In the opinion of one distributor whose judgment 
is respected everywhere, at least 25 per cent of all orders 
for special items might well be substituted with standard 
items from stock. “In this emergency,” he declares, “the 
hest service a distributor can render in avoiding pro- 
duction delays is to investigate every order for a ‘special’ 
and see if it might not be filled just as well with some- 
thing right off the shelf.” 


cle cited the case of a machine tool under construc- 
tion, with specifications calling for a sleeveless bearing 
motor. It took some salesmanship to convince the builder 
that a ball bearing motor would perform just as well, 
but with this substitution a three-week delay was averted 
in the delivery of the machine. A defense subcontractor 
who ordered a quantity of special taps was visited by a 
salesman who wanted to know why standard taps 
wouldn't give satisfactory performance on the job. 
“And why,” thundered the hardboiled p. a., “in the 
blue blazes can’t I have special taps if I want ’em?” 
“Because,” countered the salesman, “it means the differ- 
ence between immediate delivery on the standard and six 


weeks delay on the special.” Answer enough for the p. a.. 
whose manner at once became sugary. 

A manufacturer of bearings is now 90 days behind 
on orders for special types, cannot schedule anything for 
immediate production and predicts that purchasers of 
such products will soon have to wait six months or more 
for delivery. “On the other hand.” he observes. “our 
distributors have available right now millions of com- 
pletely finished bearings for all general mechanical 
applications and for servicing electric motors of all 
makes and sizes. The reserve of such ‘in stock’ products 
is enormous. Here are hundreds of different sizes which 
will meet more than 90 per cent of the needs in produc- 
tion or maintenance, items which the mill supply man 
can deliver instantly, at any time, in almost any 
quantity.” 


Some buyers just don’t realize that standard parts will 
be “just as good” and are afraid to make the switch 
from specials, Others still carry fetishes from the days 
when their demands had to be obeyed to the letter. In 
either case, industry needs to be sold out of its habit of 
ordering specials when such items represent no operating 
advantage. The defense program can brook no delays, 
and here is a hidden little rough patch in the road that 
can best be smoothed out by vigilant distributors and 
his salesmen. 

In addition, there are plus values too big to be 
ignored by those in the distributor field. For example, 
here is the distributor's golden chance to prove his 
age-old argument that local stocks are important to the 
buyer. And obviously, progress made in the direction 
of industrial standardization will permit distributor 
service to attain new heights of efficiency. 

Looks like the “special” is walking the plank. If so, 
nobody could blame a supply man for taking a kick to 


speed him on the way. 





Ant 


% 
@ A line of rub- 


ber items sufficiently complete 
to permit effectively supplying 
the requirements of the trade 
solicited, 


@ A quality of 
product uniformly good and 
capable of delivering service 
results that should reasonably 
be expected, 


@ A price basis 
inducing and making possible 
aggressive competition with 
reasonable profit return. 


@ Freedom from 
competition from his source 
of supply, either direct or in- 
direct, among the trade cover- 
ed by his day to day solicita- 
tions. 


@ Selling helps of 
reasonable amounts so that his 
sales force may be given the 
advantage of specialized train- 
ing and a knowledge of the 
product sold. 
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LEADERSHIP IM POLICY 
PRODUCT AND PERFORMANCE 


PACKING 
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J you're not one yourself, any bowler 
will tell you how five strikes together 
count more than they would if they 
were separated. 

The scoring method of this sport 
serves to illustrate a value of Repub- 
lic’s Distributor Policy that is not al- 
ways first-evident. Together, the five 
points form a COMPLETE policy cov- 
ering every phase of a most desirable 
manufacturer-distributor relationship. 
Separate them, and one point loses 
importance through the absence of 
another. This explains Republic’s strict 
adherence to the consistent presenta- 
tion of the entire policy in black and 
white . . . to assure its consideration 
as a whole and avoid neglect of indi- 
vidual factors. REPUBLIC RUBBER 
DIVISION OF LEE RUBBER AND 
TIRE CORP., YOUNGSTOWN, O. 


RUDDER 


MOLDED PRODUCTS 





UMI 









IDENTICALS: Come right on in, Mr. Ripley . .. This morning 
we'll tell you about Ed Welles (Chas. H. Besly & Co.) and his 
identical twin brother ... In prep school they took different subjects 
but wound up with the same gen’l avg. to the tenth-of-a-point . . . In 
a school footrace they divided top honors, running a dead heat . . . 
They married sisters, settled down in houses next to each other . . . 
And in each family the first two offspring were boys . . . Then Ed 
broke the charm by having a daughter while his brother went right 
on having boys... . And if you don’t believe it, Mr. R., then that 
puts a lot of your own stuff under the head of poppycock. 


SUCCESS STORY: Carl Heim (Wright Hoist) got his start by 
selling silk stockings from door-to-door, one of his calls taking him 
into the Wright office where he did such a bang-up job they put him 
on their own payroll. 


MODERN CRUSOE: One of those whose cruise plans went to pot 
in January when the S. S. Manhattan was grounded off Florida was 
A. E. Overton (Pres., Safety Socket Screw). 


BAD NEWS: There was ice in Buffalo last month and E. W. John- 
son (Weed & Co.) slipped on it, landing in the hospital for a tedious 
stay. 


BROTHER’S KEEPER: A ponderous new responsibility is being 
shouldered by A. J. “Jap” Williams since a youngster named 
Jackie Conn joined up in the back room at Chandler-Boyd, Pitts- 
burgh ... Seems the boy has a brother, Billy, who will soon be in 
there alone with Joe Louis, and has served some time in the Garden 
himself . . . Like Superman, some of life’s obvious injustices stir 
Jackie to make use of his peculiar abilities and, being only 18, he 
doesn’t yet know his own strength, as a number of broken Pittsburgh 
noses will testify . . . Ever think of trying the boy on collections, 
“Jap”? 


PILGRIMAGE: Last August C. J. Fuller (Fuller Supply, Grand 
Rapids), visited Gettysburg, where his father had been wounded by 
Confederate fire . . . So vivid was his description of the action that 
the guide, without hesitation, led him to the exact spot where the 
wound was inflicted. 


ODDMENTS: Bruce Boggs (Mac-It Parts), not to be outdone by 
Bruce Boggs, Jr., has taken up flying, too . . . Some relief for the 
current tight situation on drills may have come when Detroit police 
recently recovered an $11,000 stock pilfered fram the warehouse of 


National Twist last July 4... Neil Hurley, Jr. (Independent Pneu- 
matic Tool) is getting to be a lecture platform gadabout . . . Took 


part in the G-E Forum Hour over WGY in Schenectady in December, 


then hustled back to Chicago to address American Marketing Society. 


... Mrs. R. might well look to her laurels. J.J. W. 






TALK OF THE TRADE 
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Known as identical confusion 
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Lecture platform gadabout 








By 


WITH 


'HE DRAFTING on January 14 
of H. H. “Hes” Kuhn, president of 
the Hardware and Supply Co., Akron, 
to serve ona special Mill Supply sec- 
tion in the Office of Production Man- 
the now 
moved officially into the National De- 


fense organization. 


agement, distributor has 


Two weeks after taking over his 
desk in Washington it seemed likely 
that Mr. Kuhn would be joined by 
Harold F. 


Columbian Vise Co.. Cleveland. who 


Seymour, vice-president, 


would divide duties with his distribu- 
tor partner. (At the time of going to 
press, the appointment of Mr. Sey- 
mour has not yet been officially con- 
firmed.) Assuming that the approval 
of Seymour's appointment and his 
acceptance are routine, the two men. 
Kuhn and Seymour, will alternate in 
Washington, each spending three 
days a week there. 

The industrial supply trade needs 
no detailed analysis of the fitness of 


these men for this job. Their accom- 


28 


H. H. Kuhn drafted by Knudsen as distributor 
coordinator, and H. F. Seymour will probably 
join him in Washington job... Survey launched 


to gage capacities of supply manufacturers 


JOHN J. WELCH, Editor 


plishments as chairmen of the in- 


dustry’s relations committees—Kuhn 
with the National Association and 
Seymour with the American—are 


well known to everyone. As a team 
they did as much to advance practices 
and standards of distribution as has 
ever been done by distributors’ and 
manufacturers’ relations committees. 
Both have long been active in associa- 
tion work; both have excellent repu- 
tations for outstanding success in the 
operation of their business; but most 
important in this particularly difficult 
assignment, they have the confidence 
and respect of all in their industry 

for the work 
they are called on to do. Each of them 


an absolute essential 


has the experience, the vision, the per- 
sonality and the national viewpoint 
necessary to coordinate activities of 
the distribution field under the de- 
fense program. 

The creation of a Mill Supply sec- 
tion within the O P M is proof in 
itself that the basic importance of the 
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industrial distributor is recognized 
in the defense program and indica- 
tion that this industry will be given 
every aid toward rendering efficient 
and effective service to the thousands 
of plants now working on orders for 
military and naval equipment. 

In starting the work, Kuhn had no 
particular assignment except the not 
insignificant task of seeing into the 
future of delivery and supply prob- 
the 
handled by distributors, and taking 


lems on thousands of items 
whatever steps are possible to help 
the industry solve those problems. 
Aware in his own experience of a 
rapidly tightening situation in a num- 
ber of products, his first step was to 
prepare a questionnaire to be sent 
manufacturers who sell through dis- 
tributors. In addition, conferences 
were scheduled with various manufac- 
turers’ trade groups. 

As is the case with so many other 
newly established sections in the rap- 
idly expanding O P M (it has been 








Mees itt)imeliMe) al! 


PRODUCT 
Do You Make All Stand Present Average|| Capacity Unfilled Orders 
ard Sizes. If Not in Units and 
Note Exceptions Production 


Increase or Decrease in Un- 
Filled Orders in Last 

In Normal Week! Thirty Days in Units and 

in Units Production in Normal Week's Production 


estimated that the staff of 1,200, inventory undertaken by the National 


formation for the defense of the 
mostly dollar-a-year men, who now Association of Manufacturers. Mr. 


nation.” 
serve the National Defense Advisory Knudsen’s expression regarding that The questionnaire first sent out by 
Commission, will be swelled to 10,000 — survey is typical: “I am counting on “Hes” 


Kuhn is designed to produce 
or more under the O P M) the pri- every manufacturer and machine 


information principally concerning 
mary consideration of Kuhn and Sey- shop proprietor in the nation—no the production capacity of various 
mour is to get the facts about their matter how large or how small—con- 


manufacturing plants producing 
industry. 


sidering it a patriotic duty to supply tools, supplies and equipment. Data 
Fact-gathering is proceeding at an — the information requested ... When — on the present weekly production and 
unprecedented pace in every industry ‘Preparedness Through Production’ the average weekly hours being 
having any possible connection with week ends, American industry will. worked is asked for 


, as well as data 
defense. Perhaps the most extensive I am sure, have forged a new and 


on the capacity weekly production in 
survey was the plant and equipment powerful tool in the form of vital im- units and the hours that could be 


NEW PRIORITIES BOARD—On Jan. 14, the day Hes Kuhn took his place in Washington, the new Priorities Board held its first meeting. 


Seated, left to right: Capt. A. B. Anderson (Navy); Leon Henderson (prices); Wm. S. Knudsen, director-general, Office of Production 


Management; Edward R. Stettinius, Jr. (priorities director); Donald M. Nelson (purchases); General R. C. Moore (Army); John D. Biggers 
(production). Standing, Brig. Gen. Harry K. Rutherford, James F. Towers (administration); Charles E. Adams (organization); Dr. Ernest 
M. Hopkins (minerals & metals); Blackwell Smith (staff activities); R. J. Lynch, A. C. C. Hill (deputy director) and Marion B. Folson. 
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worked. Information on the current 
amount of unfilled orders and a com- 
parison of this with the figures of a 
month ago are also requested. 

Clearly it is the hope of the newly 
formed Mill Supply section, as it is 
of other sections, to step production 
up to the capacity of the present plant 
before considering the necessity of 
taking other action. In pressing in- 
dustry to put “every ounce of effort” 
into production of munitions, the of- 
fice of Production Management seems 
determined to authorize no expansions 
until it has been proved that every 
facility for »roducing a particular re- 
quirement is already at work. Cooper- 
ative pooling within industries has 
already been established as a success- 
ful means of avoiding needless ineffi- 
ciencies in the defense production 
effort. Outstanding is the example set 
by the machine tool industry. And, 
closer to home, the abrasive manufac- 
turers have, since last fall, worked 
out a practical means of utilizing the 
resources of their own industry with- 
out the necessity of expansion. 

Week by week this same brand of 
cooperation among businessmen is 
being proved capable of avoiding the 
more disagreeable features of priori- 
ties. Priorities themselves constitute a 
subject that is gradually beginning to 
be understood by business men. At 
first the general assumption was that 
the war effort was to be 1917-1918 
all over again, with strict priorities, 
skyrocketing prices and all the hys- 
teria and waste motion familiar to 
those who went through that period. 

As for prices, it is amazing to many 
that markets have remained stable de- 
spite months of feverish activity. Al- 
though some distributors continue to 
look for signs of sharp increases, 
only a few manufacturers can see the 
possibility of this in the near future. 
The difference between 1941 and 1917 
is that today the government has a 
big stick and there is before us the 
painful example of the many who 
have been called on to prove that 
their increased price was enforced to 
cover increased costs. A weather vane 
on the administration’s determination 
to hold prices in line is the lumber 
industry, which may soon incur gov- 


30 


ernmental wrath unless its members 
agree to play ball. The possibility of 
the principal lumber 


producers has been discussed, it is 


conscripting 


said, unless the industry agrees to 
scale down its prices soon. 

Priorities, too, have undergone 
sweeping changes in philosophy and 
form since the previous war. Within 
recent months movements have been 
started with the aim of securing pri- 
orities or preference ratings for par- 
letter from 
A. C. C. Hill, Jr., assistant to the ad- 


ministrator of priorities, clearly out- 


ticular industries. A 


lines the viewpoint of that agency on 
priorities for distributors. 


Only Particular Materials 


Said Mr. Hill, “Under the present 
system of preference ratings being 
administered by the Administrator of 
Priorities and the Priorities Commit- 
tee of the 


Board, no provision has been made 


Army-Navy Munitions 
for ratings covering all the supply- 
requirements of a specific industry or 
a company within an industry. The 
policy is rather to look into each 
specific need as it applies to a par- 
ticular material or piece of equipment 
and consider a preference rating on 
that need only if there is no apparent 
way in which the difficulty can be 
handled without a rating.” 

Members of the supply industry 
were told that, “in the event... 
(you) should experience serious de- 
lay from suppliers on items which 
are considered important to the de- 
fense program, we would appreciate 
your sending us, in such cases, for 
each item, the name of the supplier. 
order number, date order was placed, 
promised delivery date, date delivery 
required, and a brief statement of the 
importance of the items or materials 
to the defense program.” 

Priority committees have been 
formed in iron and steel, machine 
tools, and commercial aircraft. As 
soon as the machinery can be set up, 
it is expected that similar groups will 
be established for aluminum, copper, 
magnesium and zine and all other 
industries in which there is serious 
concern over the limited supplies 
likely to be available in the next six 
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months. Formation of these priority 
groups does not necessarily mean that 
mandatory priorities will be clamped 
on the various industries immediately. 
The priorities system has the multi- 
ple purpose of keeping a constant 
check on supply and demand, super- 
vising the voluntary priorities already 
in effect, smoothing out the tight 
spots that develop daily and develop- 
ing a program of compulsory priori- 
ties to have in readiness whenever the 
need arises. 

Reorganization of the defense ad- 
ministrative structure has been ex- 
tensive since December. In reshuffling 
functions and personnel, the O P M 
is reducing previous lost motion. Fast- 
moving executive abilities are sup- 
plied by Biggers on production, Stet- 
tinius on priorities, Nelson on pur- 
chases. No doubt the day will come 
when these and their chief, 
Knudsen, will be hailed as pure 
geniuses for the despatch with which 
they have begun to get results in one 


men, 


of the biggest jobs ever conceived by 
man. By the end of December the to- 
tal of defense orders placed since June 
13, 1940, amounted to eleven bil- 
lions. Inevitably such a staggering 
amount of war goods cannot be pro- 
duced in total by the country’s major 
plants alone. Surveys have already 
shown a lack of enough machinery 
and men in plants of prime defense 
contractors to get immediate action. 
Farming out of portions of the jobs 
to smaller shops was bound to come, 
and is proceeding more rapidly as 
each day passes. The work is spread- 
ing, at least indirectly, to every ham- 
let in every section. In turn, of course, 
this means the involvement of every 
mill supply house to greater or less 
degree in some phase of the defense 
work. 

The data on the two following 
pages, tabulated from a survey made 
by MILL Suppties, is believed to 
represent a fairly general picture of 
the distributor’s situation in the 
month of January. The survey was 
made with the dual intention of pro- 
viding information for those in Wash- 
ington and helping distributors see 
ahead to some extent in determining 
their near-future buying policies. 
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Industrial Supplies Defense 
SURVEY 


Mill Supplies resumes its Defense Survey, started last September. Replies to 600 questionnaires 





mailed last month provide an illuminating picture of the changing conditions in the industry today 





Part 1. MANUFACTURERS SAY— 


Shipments to distributors currently slow, capacity, three-fourths of supplies manu- 
may become slower in next 60 days. Al- — facturers have unused capacity. Prices 
though some plants are working at full stable. Little demand for priorities. 


Current Deliveries In the Next 60 Days 

Considering the stringency Deliveries from manufac- 

of the times, manufactur- turers will be still slower in 
=> ers are filling distributor the next 60 days. Only 
Slower orders with notable dis- 43% of those reporting ex- 
Shipments patch. However, since Sep- pect to maintain their pres- 


tember, the proportion of ent shipping rates (as 
manufacturers making nor- against 53% in Septem- 
mal shipments has slipped ber). Delays will run from 
from 65% to 49%. Ship- 3 to 30 days additional 
ping delays run from 2 to 60 days (average 16.1 days). (average 13.5 days). Fortunately, most distributors 
Critical items: precision tools, light machine tools, special foresaw this situation, and are carrying ample stocks 
types of twist drills, taps, dies, reamers. (see Distributor Survey on next page). 





PRICES RESERVE PRODUCTION 
Prices will be steady for CAPACITY. Three-fourths 
the first quarter of 1941, of the manufacturers 
said 78% of the manufac- (76%) replied that they 
turers. Price increases are could increase output with 
expected -by 8%, while their present plant facili- 
14% “don’t know”. (Ris- ties. Some qualified this 
ing prices of raw materials with “if we can get skilled 
might force their hand.) labor” and “if raw ma- 
Incidentally, the govern- terials are available.” A 





ment has a weather eye out for unwarranted price rises number of manufacturers recently enlarged their plants. 
and any evidence of speculative buying. The average of all reserve production is 32%. 


PRIORITIES. Although there has been some discussion, word for it and rush it through. The following expres- 
both in and out of official circles, of priorities for dis- sion from a manufacturing executive appears to repre- 
tributors, at the moment there is no disposition on the sent general opinion: “We are opposed to formal 
government's part to take such a step. However, 54% priorities and believe the manufacturing industry can 
of the supply manufacturers tell of receiving orders from function better for all concerned (Federal Government, 
distributors with requests for preference ratings. In industrial consumers, and distributors), if a voluntary 
filling these, manufacturers sometimes require the gov- system of cooperation is established. Costs of production 
ernment order number, sometimes take the distributor's _ will be lower and the quantity of production greater.” 
RE EEE Soren CON TINT RD ON NENT PAGE 
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Industrial Supplies Defense Survey 


e/ 


Part Il. DISTRIBUTORS SAY— 


Larger stocks place distributors in strong 
position to serve defense industries. Ship- 


ments from manufacturers are slowing 


up, however, so future demands must be 
anticipated. Sales increases of from 18 to 
60°. predicted this quarter. 


INDUSTRIAL SUPPLIES DEFENSE SURVEY 





" 2 3 4, By improving their inventory posi- 
Increase in pected Demand : ‘el eieaitile ee 
PRODUCTS Delivery Time | Delivery Time | Stock Since | Increase over last tion ubstantially since MILL 
September, 1940| January.1941 | September, % Quarter of 1940,% SUPPLIES’ last Defense Survey 
“A (September, 1940), industrial dis- 
Precision tools 9 Weeks 15 Weeks 27 tributors have prepared themselves 
mae 28 well to serve defense industries dur- 
12 Days 24 Days 24 : 
—=—o= y ing the first quarter of 1941. 
The table at the left summarizes 
(1) deliveries from manufacturers in 
64 Weeks 21 eae 
Twist drills, special 3 2 Weeks : September, 1940, (2) deliveries to- 
day, (3) stocks on hand, and (4) 
. 33 the percentage of sales increase ex- 
Taps and dies, special 5 4 Weeks 72 Weeks 


pected on various lines during the 
Hacksaw blades 12 Days Weeks 28 first quarter of 1941. 




















41 
Twist drills, standard 10 Days 27 Days 94 








31 
Taps and dies, standard 13 Days 30 Days 








Figures given 





iets 25 are all averages, or “concensus opin- 
° s eKs ° . 
Files 14 Days = ion’. 





Coated abrasives 10 Days Days 22 Even back in September, deliveries 
oaren ¢ ot" 





aren 4s on many lines (Col. 1) were slower 
Grinding wheels 14 Days — than normal. That the situation is 
2 Weeks Weeks 3 | much tighter today is evident from 
Vises 











20 Col. 2. (In connection with delivery 
2 Weeks Weeks figures, remember a_ distributor's 
Electric tools, production 10 Days Weeks 60 “delivery time” includes time re- 


Welding equipment 








1¢ quired for transmission of an order 
12 Days Weeks and also for transportation of the 
= merchandise, while a manufacturer 
. 3 Weeks Weeks ; 
Pumps, speciai 33 


Pumps, standard 








would quote only the time required 
to fill an order. A distributor’s dis- 
Winahes 25 tance from his source of supply also 
Hoists, electric 17 Days : 


Hoists, hand 13 Days Days y 








affects his “delivery time.” ) 
Wire rope 12 Days Days 19 





In striking averages for stocks on 

hand (Col. 3) and expected sales in- 
Pipe and fittings oe _—_ Zs creases (Col. 4), it cae impossible 
to make any adjustment for the size 
“a Weeks 2 of reporting houses. There were 
Bolts and nuts — many large houses among those re- 
plying, however, so the averages 
given in the table are believed to be 
reasonably accurate. 





2 19 
Valves 2 Weeks Days 














> Wee 22 
Basic steel products 35 Weeks Weeks 
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By E. J. TANGERMAN, Technical Editor 
EVEN BEFORE it became synonymous It is only to be expected, therefore, 
with Congressional Red-baiting ac- that there will be all kinds of varia- 
tivities the word “dies” had dozens tions within each of the above defini- 
of confusing meanings. Every shop tions. Threading dies, for example. 
man knows that he without food, or are made in at least a dozen types, as 


will die. 


Every machinist also knows that a 


his engine without gas, are the holders for them. Some of 
the commoner types sold by distrib- 
die can be a metal-forming device on —_utors are sketched here. 
a press, a handstamp, the female ele- 
ment of a punch assembly, a thread- 


ing tool, or one of the little ivory 


To begin with, threading dies are 
used to put a thread—of any .desired 
form—on a bolt, screw, bar, pipe, or 
cubes with which he loses spare cash other cylindrical object. The two ma- 


during lunch hour. jor classes are bolts and pipe, because 


The Dies Have It 


Being a summary of common types of threading dies sold by industrial distributors 





these are also the two basic thread 
types. In the first class come such 
varied thread forms as U.S. standard 
(two types—coarse and fine), modi- 
fied V, metric, Whitworth, British As- 
sociation, S.A.E. (automotive) Acme, 
Loewenberz, and square. The second 
includes American standard _ pipe, 
British standard, and non-taper pipe. 

For threading bolts and screws, the 
commonest hand dies are the round 
split adjustable, and the adjustable 


(Continued on page 129) 

















Round shank — 


. Ratchet Die Stock ony hea 


for Pipe 





Also similar types 
for round split 


Self-contained dies for bolts 


Die Stock 














Round Split =" ; Adjustable Dies Screw 
Adjustable pan. SeweRND Solid Square Bolt for Screw Plate Threading 









Burring 
Reamer 
for Pipe 


Round Die Stock 
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The National Youth Administration is training 
machinists, sheet-metal workers, woodworkers, welders 
and maintenance men in its “work centers” throughout 
the country. Above, youngsters are learning machine 
operation in NYA's well-equipped work center at Astoria, 
N. Y. Newest NYA project is the acquisition of an old 
shipyard to train men for shipbuilding. 


Manufacturers are doing their part. On the opposite 
page, a Westinghouse man furloughed for emergency 
training teaches a class at Jersey City's Dickinson High 
School. In eight to ten weeks of intensive training, these 
men will qualify for specific jobs. Three-fourths of the 
course is devoted to machine operation, the remainder 
to blue-print reading, measuring instruments, technology, 
safety, etc. After going to work they can train for 
higher skills nine hours a week at night. Some manu- 
facturers appoint an agent to collect tool orders from 
the trainees and pass them on to a supply house (a 
beginner's kit runs about $18). Others allow tool sales- 
men to show their wares during lunch hour. 
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Photo by Carsini 


Today's apprentice machinist, now being 
graduated in unprecedented quantities 
by defense training schools, is tomor- 
row's mass customer for fools. He's al- 
ready buying some, and learning the 
value of good tools. Are you teaching 


him the path to your tool counter? 


ToMoRROW'S BUYERS of machinists’ 
tools are learning their trades today 
in a vast program of vocational train- 
ing instigated by defense authorities. 
Of the four or five millions of new 
workers industry is adding for de- 
fense production, well over a million 
are going into the metal-working in- 
dustries. With the exception of skilled 
oldsters whose abilities can be 
brought up to par by refresher 
courses, most of these workers must 
be trained from the ground up. 

These embryo machinists are ambi- 
tious, energetic, eager to qualify as 
skilled artisans. Their buying habits 
are just now being formed. From rub- 
bing elbows with their elders in the 
machine shop they are learning that 
top-notch tools are the mark of a top- 
notch man. Hence they're responsive 
to the industrial distributor‘s sales 
story on high-quality tools. 

Selling the students is a matter of 
working hand-in-glove with their 
supervisors. Whether an instructor in 
a training school or the superintend- 
ent in a plant, the student’s superior 
is anxious to see him acquire the tools 
he needs, and is likely to be coopera- 
tive and appreciative of a dependable 
tool source. 

One supply house has worked out 
arrangement with various schools, 
for example, to furnish prescribed sets 


of beginner's tools to each student 
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Prospective Customers 


the school sends down to buy. Thus, 
when a student from the ABC school 
appears at the counter, the counter 
men know exactly what the school 
wants him to have. 

Here’s a typical order: 


A Student's Tools 


Ratchet wrench with seven extra 
sockets, combination wrenches (set of 
seven), feeler gages, rawhide mallet, 
dividers, taper punches, three sizes 
of screwdrivers, 8-in. mill file and 
handle, diagonal pliers,  flat-nose 
pliers, snips, ball-pein hammer, gas 
pliers, combination square, coping 
saw, cold chisels. and of course a tool 
chest. 

Several hundred such sets have 
been furnished to students during the 
past four months, and the supply 
house is hopeful that it’s the begin- 


ning of a long and profitable relation- 


ship with the machinists of tomorrow. 
Some of the business came over the 
counter, and some was secured by dis- 
playing tools at the school where an 
agent had been appointed (by the 
school) to gather the orders. 

the 
provide 


manufacturers 
of the 
tools (particularly expendable types) 


Because big 


themselves many 
needed by their apprentices, sales 
efforts necessarily must be directed at 
the company as well as the students 


in soliciting apprentice tool business. 


Government Training Program 


The flood of students licking at the 
shores of industry today is most wel- 
come, for a shortage of skilled me- 
chanics is the worst of all possible 
bottlenecks now haunting the defense 
authorities. Industry and government 
are tackling the problem together, 
and so far have been able to avoid 


ve 
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any really serious shortages of labor. 

Although industry has been given 
that the 
training skilled men must rest pri- 


to understand burden of 
marily on itself, a broad Federal 
training program is being carried on 
vigorously throughout the land. To 
date it has met with full cooperation 
and approval from industry. The Fed- 
eral program is intended to teach 
basic fundamentals, enabling employ- 
ers to put trainees to work on simpler 
jobs and release men with greater ex- 
perience for more intricate jobs. At 
the same time, one-time machinists 
and mechanics who have not worked 
at their trades in depression years are 


being given the chance to recover 


their forgotten skills through re- 
fresher courses—another source of 


tool sales, as the oldsters replenish 
their tool chests. 


(Continued on page 122) 








In on the Ground Floor 


By working with a designer of industrial machinery 
and specifying standard items for original equip- 
ment, this salesman scores well on the first sale and 


assures himself a corner on the market for repeat 


business. 


“YANKEE INGENUITY , meaning Amer- 
ican mechanical resourcefulness. is 
what they say will eventually beat 
Hitler; and our nominations for two 
men who personify that Yankee in- 
ventiveness are Bill Davis. industrial 
machinery designer. of Garwood. 
N. J.. and Gordon Wilson, salesman 
for Dodge-Newark Supply Co.. New- 
ark. 

Throughout their section of the 
country may be found a number of 
ingenious mechanical devices con- 
ceived and built by Davis to help 
perform a myriad of industrial jobs 
simpler, quicker and at less cost. The 
Wilson enters the 
picture after plans have been made 


ideas are all his. 


and sketches drawn. With his natural 


bent for things mechanical, he 


Bill Davis (left) and 
Gordon Wilson perch 
on the edge of vat for 
dipping cut boards in 
asphalt. Moving parts 
will be submerged and 
boards will enter and 
exit on continuous roller 
chain conveyor. 


Below — Wilson (left) 
and Davis watch the 
first coated boards get 
their brick-like stamp- 
ings as they proceed 
along the roller con- 
veyor. 


goes over every detail, specifying the 
particular parts that would best serve 
the purpose at each point. Gears, 
roller chain, V-belting, shafting, bear- 
ings and other parts are checked off 





MILL SUPPLIES ¢ FEBRUARY, 1941 





in Wilson’s catalog and come off the 
shelves of the nearby supply house. 

Any salesman can see the favored 
position in which this puts Wilson. 
Not only does it mean sales for orig- 
inal equipment, but when parts are 
worn and need replacement the own- 
er of the machine would naturally 
come back to Dodge-Newark for his 
But that’s all right 
with Davis, too, for he recognizes even 
greater advantages through the use of 
standard parts. Not only do the ma- 
chines go together with less trouble 
and time. but the fact that replace- 
ment parts are so handily available is 
an additional matter of importance to 


requirements. 


the man who buys the machine. In 
addition, standard parts have known 
qualities of wear and performance 
hence the question marks of specially 
constructed parts are eliminated or at 
least reduced. 

An example of his inventive abil- 
ity of which Bill Davis is proud may 
be found at the Ascote Co., Garwood, 
\. J. In this plant, wallboard is mor- 
tised, dipped in an asphalt solution, 

(Continued on page 130) 














Hendrick-Blessing Studio 


This is where you will register—in the foyer of the Grand Ballroom. One of 
the most beautiful in the country, the Grand Ballroom of the Palmer 
House will be used for large meetings and the annual banquet. 









onvention Registrations Open 


Ideal conditions for sesssions in Chicago may set stage for breaking attendance records 


THE CALL IS GOING OUT this month 
for hotel reservations at what is likely 
to be the biggest Triple Mill Supply 
convention ever held. The industry’s 
three associations gather at the 
Palmer House. Chicago, in May, and 
as an innovation the meeting will run 
four days instead of three, the dates 
being May 5, 6, 7 and 8. 

From every standpoint conditions 
surrounding this year’s convention 
are so favorable as to make a record 
attendance a practical certainty. The 
location is ideal; Chicago may be 
reached readily from every part of 
the country. The hotel is one of the 
most suitable convention sites ever 
chosen, and in addition its manage- 
ment is sparing no effort to provide 


for the comfort and needs of the dele- 


gates. Chicago is noted for the pro-. 


gressiveness of its businessmen, and 


this applies in particular to the dis- 
tributors operating there; the Chicago 
crowd may be relied upon to do an 
outstanding job of providing side- 
light activities sufficient to make the 
trip worth anyone's time. 

Already a number of agencies 
responsible for convention arrange- 
ments are well along with their work. 
Thus far the “Chicago committee” 
Carl Channon (Great 
Lakes Supply) and Sam Clark (Sam- 
uel Harris) 


consists of 


a pair known every- 
where for their genius at doing things 
with the lavish hand. Their huddles 
are frequent and shrouded with mys- 
tery, and out of them often are heard 
Carl 


make no other demand than that the 


hilarious chirpings. and Sam 


delegates reserve Monday night, May 
5. for them. The event will be called 


Chicago Night. it will be in the Red 
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Lacquer room of the Palmer House 
and beyond that not even the F.B.1. 
could penetrate. 

Registration cards are currently 


being sent out by secretaries of the 


National, Southern and American 
associations. Each group will use 


cards of a different color, and these 
will be returned to the Palmer House 
where the room reservation will be 
entered. With this system a rightful 
proportion of the better rooms will go 
to each association. All rooms at the 


Palmer House are “outside.” It is 
known as one of the nation’s most 
modern and comfortable hotels. The 
hotel management will place at the 
disposal of the industry some of the 
public rooms which have become well 
known everywhere. The Grand Ball- 
room will be used for the annual ban- 


(Continued on page 119) 
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Ever Try a Product Safari? 


When order-grabbing became a big game hunt at H. Channon Co., Chicago, salesmen beat the bushes, 


shot the works and those who bagged the limit collected generous bounties of green “skins.” 


By J. C. DOUGLAS, Sales Manager, H. Channon Co., Chicago, Ill. 


THE IDEA for a “big game hunt” sales 
drive to stimulate efforts of our sales- 
men was first pulled out of thin air 
last summer. At first our president, 
“Pat” Kramer, and | were dubious. 
Would it work? Could we generate 
enough enthusiasm in the idea to 
keep it rolling? It was decided to let 
the idea age for a while. But that 
didn’t work either. because the darned 
thing kept haunting me. 

After about two weeks’ aging, I 
unwrapped the idea again and de- 
cided to give it a three-month whirl. 
But before the opening gun was 
sounded at dawn on September l, we 
had to work out a number of im- 
portant details such as: Who to con- 
sider eligible; what type and kind 
of game to hunt: how to arrange 
quotas so that all participants would 
start off on equal footing; how to 
create the kind of friendly, competi- 
tive spirit among the hunters that 
would keep the campaign rolling in 
high. 

Fortunately, the answers to these 
problems weren't too hard to find. All 


outside salesmen were declared eligi- 


ble. A list of 18 major products was 





Some of the boys hinted that W. W. "Bill" 
Lee slipped a howitzer into his car before 
campaign started. Bill took top honors in 
the three-month safari. 
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Game Warden Pat Kramer (left) confers with Deputy Sheriff J. C. Douglas about fresh 
dinosaur tracks reported in an outlying territory. Both got a kick out of the Game Hunt. 


selected as a target for the hunters. bounty points established for bag- 
Each product or group of products ging each one. 
was tagged with the name of some The products chosen ranged from 


animal, and a specific number of _ electric tools and welders to files, taps 





"Davey Crockett" Wally Warchol combed ‘"Hair-Trigger Kid" A. E. Sparks snared a 
the lowa plains, bagged a number of ele- _raft of mice in South Chicago, trapped 
phants and giraffes, came out second high- several moose, blitzed a couple of tigers, 
est in H. Channon's sales contest. and bounced up in third place. 
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The Big Game Hunt | 


This stupendous epoch-making event is being ushered in with wila enthusiasm. @ Pick your game—the bigger they come, the harder 
they fall, and the greater your gain. Aim right, shoot straight—keep vour ammunition handy! You can pick off the Big Game as easily as you 
can a rabbit. It takes a little more Ability and Determination to bring in an elephant...but when an elephant falls, we hear the noise way back 








UMI 


* 
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_ 
Soe Se OR. 


BOOM!! BANG!! CRASH!! 


ANYONE FALL OUT OF BED?...NO! FOURTH OF JULY?...NO! 


A GERMAN INVASION?...NO! 


What you hear is just a mild preliminary to the Chanove Blitzkrieg on the Big (ame 
of Bunk The ding comes from some of our would-be Daniel Boones. 
anuioes to improve their sim and become big shot. limbering ap their trusty masket~ 
with « few experimental salvos. They are practising for 


CHANNON’S FALL HUNT 


(The Hit of the Season) 





Opening Gun At Dawn, Sept. 1. 1940 
Final Eor-Splinting  olfe> Vidnight. Nev. 30, 1940 
SSSSSSSSARESS SERS 
HUNDREDS OF DOLLARS IN BOUNTY MONEY!! 
SSSSKSFSSRSKKSKS 


Shades of Beffale BHI!! What woaldn’t he have given for « chaner like thix! You 
nee where the big game larks in sour territory. You've aleays meant to 
track K down of your nest trip. Here's sour chaner! Now. «ith 
the hunting «acon in full «wing. « <teady hand aud a sure 

aire will - 


BRING HOME THE BACON!! 


EVERY WAN HAs AN EQUAL CHANGE 
Points end (Quotes are allotted to cach hunter in proportion 
te his average moathly hag for the first «ix month« of 191) 
Se your chances of beeuming « big shet are just ae geod as 


anyone's! ! 


START SHOOTING AT SUNRISE 


here at headquarters. Q’ Possum hunters and Squirrel shooters watch your step or the Game will get you! This is a party for REAL hunters only! 





EVERYTHING COUNTS—FROM A MOUSE TO A MOOSE! 
It May Take Longer to Find a MOOSE, But They're Easier to Hit! 


Nad why stop at a Moose? Recently fresh Dinosaur tracks have been discovered in 
such widely scattered parts ax northern Wisconsin and western Lowa, Elephants have 
been seen roaming through northern Minos and a Hippopotamus was heard «allow. 
ing in the Wabash, Yesterday a Giraffe poked his bead through a filth stary vindew 
m Michigan avenue .. . Boye! It looks like the bet season in many a meon! and 
don't forget. it «ill pas you te become one of the 


. 7 +7. 
BIG THREE 
Fiest. The Bit, SHOT gets 8100.00 (for bagging greatest number of HOUNTY 
POINTS during the Hunt.) 


second. The SHARPSHOOTER get. 375.00 (for hagging second greatest: num: 
her of beanty points) 


Third, The MIMROD gets 350.00 (for bagging the third greatest number of 
bounty points) 


IN ADDITION, THERE ARE 
325.000 for the Mighty Hunter bringing in the greatest sumber of HOU NTY POINTS 
rach month. 
810.00 for the Hunter bringing in the greatest number of BOL NTY POINTS cach 
week. 

VOREOVER 


245.00 will be given the Hunter «coring the highest nunber 
of indisidual prizes shoring the Hunt. 


525.00 will be given the Hunter scoring the second highest 
number of individual prizes. 


SNE DONT FORGET 
FLO.00 will be anarded cach Hunter whe bage his share of 
the Monthls Rill, Your share for September «ill Le 
BOUNTY POINTS 





(Qautes for October and November «ill be announced later.) 


RUN YOUR GAME TO COVER NOW 


Center spread of Hunting Manual, explaining details of the Big Game Hunt. Back cover gave products, bounty points, and rules. 


and drills. Top bounty points were 
awarded for bringing down an ele- 
phant six electric tools on one or- 
der. A unit sale on files, taps. drills 
or any of nine other products was 
credited as a mouse and the minimum 
bounty points awarded. Other se- 
lected products, in between, were 
given such titles as moose, tiger, 
lion, bear and giraffe. Appropriate 
bounty points were established for 
these as well. 

The problem of starting off each 
hunter on an equal footing required 
extra paper work. Bounty points and 
monthly quotas were allotted to nim- 
rods in proportion to the average 
monthly bag for the first six months 
of 1940. This created a friendly com- 





ian 2 All was calm and peaceful until J. C. "Doug" Douglas (left) said, "How'd you like another 
(Continued on page 125) Big Game . . . ?"" Pandemonium broke loose. Doug never did finish the sentence. 
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V-Belts to Suit the Drive 


This condensation of an article by F. L. Ives, engineer, Allis-Chalmers Mfg. Co., lists basic rules 


for recommending multiple V-belts and shows how to apply them to get the proper size drive. 


Most applications of power require 
some form of speed reducer, such as 
a multiple-V-belt, between motor and 
driven machine. These belts, like all 
mechanical-power-transmission equip- 
ment, must be properly engineered to 
suit the drive, if the most economical 
installation and satisfactory service 
is to be obtained. 

V-belts are made in five sizes of 
trapezoidal cross-section, Fig. 1, des- 
1, B, C, D and E. Sheave 


grooves are made practically the same 


ignated 


size as the belts, but are cut approxi- 
mately ,‘;-in. deeper than the belts to 
prevent them from touching the bot- 
tom of the grooves. Standard stock 
drives are listed in speed ratios of 
from 1—l to 7—l, 


signed for speed ratios up to 10—1. 


but can be de- 


They can be run in either direction 
with the slack strand on either top or 
bottom. Multiple V-belts can run on 
sheaves set at right angles to each 
other, but parallel shafts give best 
results. Means must be provided to 
take up the slack in the belts due to 
stretch and to prevent their slipping in 


the sheave grooves. 


Rating Tables 


To assist in recommending V-belts. 
tables 
showing horsepower ratings of their 
belts for speeds up to 5000 ft. per 


all manufacturers 


publish 


min. and running over different sizes 


of sheaves. Table I gives these ratings. 


- Note that for a given belt speed, the 


larger the pitch diameter of the 
sheave the more power the belt will 
transmit. For example, a C-section 
belt at 3000 ft. per min. is rated 5 hp. 
on a 7-in. sheave, 7.6 hp. on a 9-in. 
sheave and 9.8 hp. on a 12-in. sheave. 
Under each type of belt the rating 
given for the largest sheave also ap- 
plies for larger sizes. For example, 
belts the 
sheave given is 5 in. in diameter. Use 


under A-section largest 
ratings for this sheave for all larger 
sizes, 

The ratings in Table I are based on 
the assumption that the belts make a 
180-deg. contact with each sheave, as 
would be obtained when both sheaves 
are the same sizes. For most drives 
one sheave is smaller than the other 
so that a correction factor must be 
made for the are of contact on the 
smaller sheave. This are of contact 
can be easily determined by a simple 
formula given later and then the cor- 
rection factor in Table II is applied. 

The kind of load, type of power 
unit and method of starting must be 
considered when applying V-belts. 
This is done by using service factors 
as given in Table III. To obtain the 
horsepower capacity for which a belt 
or a given drive must be selected, 
multiply the horsepower of the drive 
unit by the 


service factor corre- 


sponding to the condition under 
which it operates. For example, as- 
sume a 10-hp., normal-torque, line- 
start, squirrel-cage, motor driving 
a fan. The corre- 
sponding to these conditions in Table 
III is 1.6. Then, the V-belt will have 
to be selected for 10 & 1.6 = 16-hp. 
motor. 


service factor 





























Fig. 1. Outline cross-sections of the five 


standard sizes of V-belts. 








TABLE 1—NORMAL HORSEPOWER RATING OF SINGLE V-BELTS 





——- A-Section Belts——————~ -—————B-Section Belts————~ -~————C-Section Belts—————. 
Belt Speed, Pitch Diameters, in.—— ——Pitch Diameters, in. ~ -——Pitch Diameters, in ——— 
ft per min. o 2.6 3.0 3 3.8 4.2 465.0% 5.0 5.4 5.8 6.2 6.67.0* 7.0 8.0 9.0 10.0 11.012.0* 
1000 : 5 6.7 68 O09 69 1.0 5.6 3:32 2.4 8.5 36 3:7 2.8 38 8.8 £2.42 3 3.4 846 
1500 S.8 2.0 3.3 8:3. 2.4 3.4 £5 18 3:0 5.3.3.3 3.4 3.5 339 3.6 6.3 66 6.0 §:35 
2000 : 8 £.8 2.3 3.6: 2.8 3:9 2.0 2.4 3.6 3.8 2:9 8.2 3.3 8.7 4.7 $3 63.6.5 7.9 
2500 5 2.8 3.7 3.0.2.4 2.3. 3.4 £3 2.2 3.2 3.5 5.7 2.9.4.8 $.7 66 7:3 6.8 3:5 
3000 2.0 2.2 2.4.24 2.7 3.2.2.3 8.8 «4.9 46:2 65 3.8 6.8 76 6.5 3:2 3.8 
3500 3.3 2.7 2.38 3.0 3:4 33 6.) 4.4 6.7 69 7.1 8.4 9.4 10.3 11.0 
4000 2.8 3.0 3.3 3.5 4.0 64 4.7 -5.6 5.3 9.0 10.2 11.2 12.0 
4500 $3.2 3.4 3.5 4.0 4.4 64 6.3 §.4 10.7 11.8 12.7 
5000 a8 £3 38 6.3 46:7 3.3 &.5 2.2 33.2 


* And larger 
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TABLE II—CONTACT-ARC CORRECTION FACTORS 
(Where contact arcs are less than 180 deg, V-belt ratings 
are reduced as shown below ) 


Arc of Correc- Arc of Correc- Arc of Correc- 
Contact, tion Contact, tion Contact, tion 
g Factor Deg Factor Deg Factor 
180 1.00 135 0.87 105 0.76 
170 0.98 130 0.86 100 0.74 
160 0.95 125 0.85 95 0.72 
150 0.92 120 0.83 90 0.69 
145 0.91 115 0.81 85 0.66 
140 0.89 110 0.79 80 0.64 





TABLE III—FACTORS THAT INCREASE HORSEPOWER OF V-BELTS 
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Crushing Machinery. .]. .. .| 1.4) 1.6| ge ee See ees 1.6] 1.6)....] 1.6 
Fans and Blowers... .| 1.6) 1.6) 2.0) 2.0) 2.0) 2.0)....)....| 1.4)... 1 61 ‘Si 2.5 
Flour-Feed Cereal Mill] | | | | | | 
Machinery.........| 1.4) 1.4) 1.6) 1.4) 1 oe oe 7: oe 
GeneratorsandExciters] 1.2)....)... - ee 2.0) 1.4) 1.4 
Laundry Machinery...] 1.2)... .| eo es ; gt 
Line Shafts.......... 1.4) 1.4)....) 1.4 rrr 1.4, 1.4) 1.4) 1.4) 1.6) 1.6) 1.6 
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Oil-Feed Machinery... 1.2) 1.2) 1.4)..000022)002/002 1000.) aa} via) ala) 14} 16 
Paper Machinery..... 1.5) 1.4) 1.8) 1.5) 1.6) 1.8 Rare Ge Bee | 1.8 
Printing Machinery...} 1.2) 1.2|....| 1.2 the Fae | 3 |S Ae eee Peer 
Reapers 14) 14) ia 1.6] 1.6] 1.8] 1.2) 1.2) 1.2]....| 2.0) 2.0)... 
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Photo by Dodge Mfg. Co. 
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Dual V-belt drive on a calendering machine, 
one a 7-belt, the other a 9-belt. 


How V-Belt Drives Are Selected 


As an indication of how V-belt 
drives are figured, assume an air com- 
pressor requires 35 hp. to drive it at 
full speed (300 r.p.m.) and that a 40- 
hp.. 1160-r.p.m. motor is. selected. 
The size of the motor sheave is one 
of the first things to determine. Where 
possible, select a sheave with a pitch 
diameter that will give a belt speed 
of around 4000 ft. per min., as this 
is an economical speed. Pitch diame- 
ter D of the motor sheave equals 12 
times belt speed in feet per minute, 
divided by 3.14 times motor speed, 
Then D (12 « 4000) — (3.14 X 
1160) 13 in. With this size sheave 
we can use a D-section belt which at 
1000 ft. per min. will transmit 15.5 
hp., as indicated in Table I. 

The air compressor is to operate 
at 300 r.p.m. Then the size of the 

(Continued on page 126) 





TABLE | (Cont’d.)—NORMAL HORSEPOWER RATING OF SINGLE V-BELTS 


—_—_————-D-Section Belts—— - - 

Belt Speed, ——_————Pitch Diameter, in.- — = = 

ft per min 12 13 14 15 16 17* 20 21 22 
1000. . 4.5 $6.3 $.6 6.] 6.5 6.8 8.0 8.5 9 
1500... 6.5 7.0 82 69 9.6 Bi H.7T 5 
2000... S4 9.7 12.7 HT BS B.S 6.2 MS TF 
2500... 10.1 11.6 12.9 14.1 15.1 16.0 18.3 19.6 20 
3000. . 11.4 13.3 14.9 16.3 17.5 18.6 20.9 22.7 24 
3500. . . weocsvee 12.54 46 16:5 1.1 9.5 2.7 2.8 Mw: 
4000. . he: Grade aha dee 15.5 17.6 19.4 21.0 22.5 24.5 26.6 28 
_. ee 20.3 22.1 23.5 

ARRAS . 22.6 24.4 


E-Section Belts—— 
Pitch Diameter, in.— 


23 24 25 26 27 28* 

0 94 9.8 10.2 10.5 10.9 11.1 
2 13.9 14.5 15.1 15.6 16.1 16.5 
.2 18.1 18.9 19.6 20.3 21.0 21.6 
8 21.9 22.7 23.0 23.9 24.7 26.3 
.0 25.3 26.5 27.6 28.6 29.6 30.5 
6 26.1 29.5 30.8 32.0 33.1 34.2 
5 30.3 31.9 33.4 34.7 36.0 37.2 
31.7 33.5 35.2 36.7 38.2 39.5 
36.2 37.9 39.5 40.9 
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Branch Office Clicks 


Five short years, three successful product shows and a heads-up sales 


program put Sterling Products’ branch on the industrial map of Moline, III. 


Wuen May, 1941 rolls around, W. C. 
“Bill” Teare, president of Sterling 
Products Co., Chicago, can cut an- 
other and deeper notch in his six 
shooter. For in that month will fall 
the fifth anniversary of the founding 
of the Sterling branch in Moline, Ill. 
Under the guidance of Vice-President 
Frank Arnham the branch has be- 
come an important source of equip- 
ment and supplies for this large agri- 
cultural implement manufacturing 
center, 

During this time the branch has 
held three industrial tool shows. And 
backing up the shows is an aggres- 
sive, all-around service to customers. 
Five outside salesmen cover the city 
and surrounding territory within a 
radius of 75 miles. 

These men work the entire area by 
accounts rather than by set territories. 
Each man, besides selling the general 
line, is a specialist on one or two 
products. With this approach, Frank 
Arnham points out, Sterling is able 
to give customers a comprehensive 


service on all lines. 


Here are the men and their lines. 





Left—Katherine Richards (seated), Frank Arnham's aide, handles telephone sales. Lora Dunn does clerical work, runs teletype to Chicago. 


W. C. Gibson, spray equipment, lubri- 
cation, hoists and light machine tools. 
E. R. Burton, with a background of 
) years’ experience in the leather 
belting field, specializes on belting. 
C. W. Motz continues the aggressive 
and helpful sales job on the general 
line of mill supplies which he started 
in the territory 35 years ago. 
Charles Dunn, Jr., a native of 
Moline, joined Sterling shortly after 
the branch opened. He specializes on 
Ira Gifford is 
doing a bang-up job on grinding 
wheels, and has recently added fluo- 


builders’ hardware. 


rescent lighting to his score sheet. 

In the office Frank Arnham has, as 
his “right hand man,” Mrs. Katherine 
Richards. 


coming and outgoing mail and, when 


She takes care of the in- 


Frank and the other boys are busy, 
doubles on telephone sales. Accord- 
ing to Frank, she has developed an 
uncanny knack of always getting the 
order. Mrs. Lora Dunn assists her 
with the clerical and detail work. 
Two shipping clerks, two counter 
salesmen and a truck driver make up 
the rest of the personnel. 





Frank Arnham, branch manager, directs ef- 
forts of five outside men. Finds time from 
office duties to develop special accounts 
and build goodwill for house. 


A direct teletype service maintains 
constant. communication with the 
home office in Chicago. Although the 
branch has a comprehensive stock on 
hand, customers frequently want a 
“special” or “odd size.” A teletype 
request to the home office gets it on 
the afternoon train. And a truck 
delivers the order on the first of its 
three daily trips around the city. 


(Continued on page 131) 





Right—Jack Robson (left) and Wallace Roeland on duty at call counter. Two shipping clerks and a truck driver help keep orders moving. 
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The Perfect Salesman 


During their monthly sales clinic. 
members of the North Jersey Chapter 
of the Power Transmission Council 
recently asked E. A. Pennell for his 
opinion of the basic characteristics 
of a successful salesman. Member 
Pennell dug deep into his briefcase, 
and came up with an answer that set 
them back in their seats. The perfect 
salesman, said he, should have— 


The simplicity of a jackass. 





A iti 
y 








The assurance of a college boy. 
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What would you add, to make him qualify? 





The tenacity of a bulldog. 





The tireless energy of a bill collector. 
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Tradition Alone is Not Enough 


Having built a national reputation in one specialized field, this distributor 


discovered one day that it was missing bets in its own backyard. The 


remedy: consistent sales promotion, coupled with re-doubled selling effort. 


By HUGH STRINGHAM, President, Crerar, Adams & Co., Chicago 


HIsTORY AND TRADITION are splendid 
background assets for any supply 
house to possess. Both are the result 
of an intelligent, conscientious service 
to customers over a long period of 
years. Unfortunately, by themselves 
they are not enough to maintain the 
health and normal growth of an indus- 
trial distributor. Unless an aggress- 
ive sales program capitalizing on 
them is directed to an ever-widened 
group of buyers, they are apt to lead 
toward self-satisfaction. Hence, a 
supply house must periodically re- 
examine its objectives and its market 
potential to secure the maximum sales 
advantage from its reputation. What 
I mean can best be illustrated by 
example. 

Almost nobody would deny that 
Crerar, Adams enjoys an enviable 
national reputation. But up to a few 
years ago, it was neglecting to cash 
in to the fullest extent on its local 
industrial market. 

Founded in 1858, Crerar, Adams 
rose out of the ashes of the Chicago 
fire of 187] to become one of the 
most progressive supply houses in the 
country. It built a local reputation 
and furnished most of the large plants 
in and around Chicago with their 
current needs. During this same 
period the railroads began laying a 
network of lines out of Chicago in 
all directions. Gradually, most of 
the company’s activities were directed 
toward servicing these roads. 

\ natural outgrowth of this trend 
was that Crerar, Adams soon had 
branch offices in all the large cities 
of this country and even in Europe. 
Purchasing agents for practically all 
the big and small roads kept calling 
on us for a wide variety of supplies. 
The company encouraged this by 
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HUGH STRINGHAM 


""Re-examine your objectives and markets’ 


rendering up-to-the-minute — service. 
As a result, today we still enjoy the 
patronage of many of the roads first 
served 60 or more years ago. 


However. while Crerar. Adams was 


>A AGA VA GA LAN 


Crerar, Adams headquarters since 1922. 
facturing district, company has its own railroad siding. 


MILL SUPPLIES © FEBRUARY, 1941 


making history as an outstanding 
railroad supply house, Chicago had 
mushroomed out into one of the larg- 
est industrial centers in the country. 
\s this process took place, other 
supply houses sprang up to service 
local industry. 

Meanwhile, the railroads demand- 
ed more and more of our services and 
although the company did not dimi- 
nish its service to individual local 
customers, it did tend to curtail ef- 
forts to build new industrial accounts. 

A few 
undertook a complete inventory of 
its position in the industrial field. 
Several interesting facts were brought 


years ago, the company 


to light: Crerar, Adams was enjoy- 
ing a substantial railroad business; 
had practically doubled its inventory 
of industrial items; was handling 
only top-notch lines; maintained a 





Located in heart of Chicago's central manu- 





- 
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, Left—Sample sales promotion piece used in 
; . “Get Acquainted With Crerar, Adams" 
T way SHOULD | BUY program. Campaign ran for ten months 
with excellent results. 
FROM CRERAR-ADAMS ? fast, local service; yet many of Chi- 
* 


cago’s 9,000 industrial plants were 





not on the books. 





In short, the house was on a solid 


foundation, but it was not cashing 





in to the fullest extent on its sales 






GO ON WITH 
YOUR STORY 


potential in the local industrial 
market. 


“Ur 
‘4 





Get Acquainted Campaign 
"The same with shovels. 

We stock all popular sizes and types. 
We warehouse an extensive line of 


"Well, we can give you 
fast delivery - few back orders. 


As a result of these studies a “Get 
Besides, we can make some very at- 


YALE and TOWNE hoists and repair Acquainted With Crerar, Adams Ser- 
tractive st on aang items you parts. It's like that with many i - P ‘ i 
wee sagularige other items in the Big CRERAR ADAMS vice” program was immediately 


Catalog, now on your shelf." TL: : 
* ’ launched. This promotion began 


with the compilation of a new, com- 


HOW COME ? WHAT OF it?» Ss | prehensive industrial supply catalog. 


Copies were mailed or delivered per- 





.. 
ro 
, sonally to every customer and pros- 





ee pect. Then followed an_ intensive 





"We are carload dis- mum SERVICE and PRICE . > sales pr ional cam- 
ee serene © po Bee tga glen. te n months sales promotional cam 
bolts and screws - from your CRERAR ADAMS Catalog - all paign calling attention to our tre- 

we carry more of them - bigger of which merits investigation." 
varieties - than many factories mendous stocks, excellence of lines, 


that make ‘en. 





speedy and timely service, and abil- 


If you have lost o i ‘ ° 
PS. your copy, write a ity of our men to render invaluable 
e * 


om your letterhead. It's free. assistance in solving plant problems. 


While this campaign was in swing, 
Order from Your Big Crerar Adams Catalog our outside sales force was gradually 


CRERAR ADAMS & co. built up to twice its former strength. 
a 


7 . A Saturday morning sales meetings are 
Mill and Industrial Supplies 


36th & Morgan Sts..* Chicago * YARds 4590 


now held regularly. These sessions, 
attended by all inside and outside 





men, stress the importance of utiliz- 
ing the full facilities of the Crerar, 
Adams organization in cultivating 
industrial sales. 


Assistance From Manufacturers 


Manufacturers’ representatives are 
asked to attend these sales meetings 
and encouraged to work in the field 
with our men. One fine result of this 
mutual cooperation is the develop- 
ment of several of our men into spe- 
cialists on a number of lines. 

There is no yardstick to measure 
the full effect of this campaign—ex- 
cept the increased sales volume and 
the number of new industrial ac- 
counts added to the books since its 





inception. But I’m certain that both 


Board of strategy for Crerar, Adams intensified sales effort is the Saturday morning sales 
meeting. Standing, left to right: O. Bassett, |. E. Poehler, R. Peterson, T. A. Murphy, — } f ae ld d 
J. M. Rich, |. M. Temen, J. M. Temple and O. Liesendahl. Seated: A. Mayday, G. J. Doyle ‘rerar, the founders, would no 
(V.P. in charge of railroad sales), President Hugh Stringham, E. C. Blint and W. A. Schulz. approval. 


John McGregor Adams and John 
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A Collector of Rare Items, 
Harris Also Sells ‘Them 


George Harris, owner of the Harris 
Supply Co., of Portland, Ore., could 
lay claim, without much chance for 
dispute, to having put in more years as 
an industrial salesman than any other 
man in the Northwest. 

He has 


years. 


road for 37 
True, there was an hiatus of a 


been on the 


few months, or a year perhaps, when 
At that time 
he had an innocent notion of retiring. 
But for him not to be selling proved 
to be worse than nervous prostration, 


he sold out one company. 


so he built up the present organization, 
to tell the honest truth, to give him- 
self a job as a salesman. 
Now he has another idea. He claims 
to be getting fed up on the road. So 
he has decided to put in more time in 
the office “ves, all of it.” he 
bravely. That remains to be seen. 
However, he has made all due prepara- 
tions, to wit: 


says 


He has taken two men 


from the office and put 


them outside 
Chauncey Coe will have East- 
ern Oregon, while Carl 
handle Portland. Fred Douglass has 
been hired for the belt department. 
But all Oregonians know that East- 
ern Oregon is a specific place, east of 
the Cascades. The Portland city ter- 
is another. But there is also a 
third, the great central Valley and the 
Coast, called Western Mr. 
Harris does not mention putting any- 
one out in Western Oregon. 


selling. 


Anderson will 


ritory 
Oregon. 


Is it pos- 
sible that he is reserving that for him- 
self, as a little exercising ring to use on 


bright days? One wonders. 


Of course, it may be that Mr. Harris 
has elected to spend more time in the 
office for the purpose of exercising a 
special hobby of his. The hobby, if so 
it may be called, has been to handle all 
sorts of items not ordinarily stocked 
in the territory. That such items are 
outside of the competitive field and can 
be sold at a neat profit, is not the 
whole story. He gets a genuine kick 
out of it. If he is the only one on the 
Pacific Coast who has a certain item, 
fine. If he is the only one west of the 
Mississippi, better still. If he is the 
only one west of Pawtucket, R. [., joy 
is unconfined. 








Ordinarily a buyer in the Northwest would 
have to send to Cleveland or New York for 
this special coupling, used as an expansion 
joint on oil lines. When a customer halt- 
ingly asks for it George Harris takes great 
pleasure in replying, "Yes, how many do 
you want?" 





This 7-in., 5-ply belting is a special grade made by Thermoid for use under certain oil 


conditions. 


George Harris figures this 300-ft. roll represents the largest stock in the Pacific 


Northwest. He has only one regular customer for it, but it's there whenever it's needed. 


Engineer’s Key to Power Transmission Purchases 


Important note to all power trans- 


mission salesmen: sales 


From the 
industrial distributor's standpoint, that 


fim 
story at the plant engineer. 


your 


would be the most significant con- 
clusion drawn from a_ power trans- 
mission survey just completed by an 


independent research agency for 


Power magazine It shows that three- 
fourths of the 


equipment 


power transmission 
purchased — by 
users is specified by 
titles 


engineer, 


industrial 
men with engi- 


neering such as plant engineer, 


chief master mechanic or 
superintendent. 

The market study covered a total of 
558 plants (457 manufacturing indus- 
tries, 53 public utilities, 3 large build- 
ings, 3 and 42 


government agencies 


46 


miscellaneous buyers. ) 


7€ 
ii“ 


In this group, 
of the power transmission pur- 
chases are decided by men with engi- 
neering titles, 12% by men with execu- 


and the other 1% by miscellaneous. 

Further, most of the plants queried 
are planning to buy transmission in the 
coming year. The items to be bought 





tive titles, 10% by purchasing agents (by engineering executives) follow: 
PLANTS PLANTS PERCENTAGE 
ITEMS | USING BuYING BuyInG 
| Tuts lreu In 19141 In 1941 
Belts and pulleys 259 156 60 
V-Belts 276 190 69 
Speed reducers 251 128 50 
Flexible couplings . 263 149 57 
Variable speed transmissions . 228 98 13 
Chain drives 241 118 19 
Hangers and shafting 201 75 37 
(Gearing. . 239 129 a4 
Clutches 215 89 11 
Electric motors 289 202 70 
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it originally appeared. 


Electric Tools 
For Contractors 


Continuing development of small tools 
for use on construction provides an ever 
increasing number of labor-saving de- 
vices to the builder. Many of these are 
of the portable type which can be readily 
moved to the point of use and merely 
plugged into existing power lines. With 


electric tools, sawing, drilling and 
countless other light operations can 


often be performed with a saving in 
both cost and time. 

One of the newer devices is the vibra- 
tor for working and consolidating con- 
crete in the forms. Vibration will gen- 
erally produce a better and cheaper 
concrete than not vibrated as the ma- 
chines will “work” a lean harsh con- 
crete where the earlier concrete placing 


crews would have added water and 
lowered the strength. 
For fabrication of concrete forms, 


the portable electric saw is almost in- 
conservative estimate 
based on actual tests indicating that 
one electric saw is capable of doing the 
amount of cutting that can be accom- 
plished with ten hand saws. 

Portable electric drills are frequent- 
ly used for framing timbers and fabri- 
cating forms and, by changing to twist 
drills, are available for metal cutting. 

Often used on building construction 


dispensable. a 


are portable electric hammers with star 
or diamond drills for making holes in 
Cold chisels 
may also be used in these hammers for 
channeling. 


concrete, stone or brick. 


chipping and smoothing 
concrete. 

Electric grinders used in construction 
work are of two distinct types, surfac- 
Many 
concrete jobs call for surfacing so it 
is natural that the surfacing grinder 


ing grinders and tool grinders. 


should be widely employed for finish- 
ing the surfaces of all kinds of concrete 
structures, as one man with an electric 
surface grinder will do the work of 


four or five men at hand surfacing. 
Of entirely different type of construc- 

tion is the electric tool grinder which 

is essential to all kinds of construction 


SALES TIPS: 


FROM THE TRADE PRESS 


Because of space limitations, most items appearing in 
this department have been reduced to their elemental 
facts through digesting. Where the reader's interest 
is particularly great, we recommend that the article 
be sought out and read in detail in the paper where 








work for sharpening drills, chisels, and 
other tools. 
ing 


George Hall in Engineer- 
Vews-Record, January 2, 1941. 


Sell Quality Fluorescents 
And You'll Get the Price 


Recounting the events leading up to 
the sale of a fluorescent lighting sys- 
tem, this article tells how 
was thoroughly sold on the advantages 
of this type of lighting for his business 
establishment, and with 
the layout submitted by the salesman. 
When the finished, the 
salesman felt that the prospect was well 
sold, but wanted to think about it. 

The next day the salesman discov- 
the 
prospect was hedging for a better price. 


a customer 


well-pleased 


interview was 


ered the “nigger in the woodpile” 


In the array of presumed price cut- 
ters some were mentioned that might 
have been guilty, and there were one 
or two “tinsmith” outfits that knew no 
more about scientific design of light- 
ing than would a donkey. Significant- 
ly enough, not a single name mentioned 
was that of a nationally recognized 
manufacturer. 

The salesman delivering a snappy 
and conclusive talk on the importance 
of buying nationally known equipment, 
ending it with what he thought would 
be the knock-out punch—“Yes sir, that’s 
absolutely the only fixture that will do 
what you need done, and the prices we 
gave you are absolutely the best.” 

In the above situation the salesman 
stuck to his guns on the theory that 
quality of a nationally recognized prod- 
uct is worth a fair price. He not only 
made a large sale but also built good 
will with the user.—-Jerry Trosclair in 
Wholesaler’s Salesman, January, 1941, 


Salesmen's Safety Record 


Ask for the order without trembling 
too violently. It is said that the great- 
est safety record in America for years 
and years has been that of salesmen 
while asking for orders. There doesn’t 
appear to be a case on record where a 
prospect has shot or injured a sales- 
man because he asked for an order. 
Richard C. Borden in the Flagship. 
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"Now are you convinced our Little Wonder Hacksaw is a real buy, Mr. Bingle?” 
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SALES MEETING IN PRINT 


Subject EVERYDAY MATHE- 22. What temperature is white heat? normal 60 deg. to 300 deg. F.? 


23. Is it very different from “bright 25. A cast-iron piston is about 400 
MATICS. How much do you orange”? deg. hotter than the cylinder in which 
know about it? Can you answer 24. How much is the expansion in a it is running. How much clearance 
200-ft. steam pipe when heated from a must be allowed? 


15 out of 25 questions cor- 





rectly? If so, you're doing very, 
very well. If not, you'll find PASTE THIS IN YOUR HAT 


answers on page 124. Many older blacksmiths commonly _ eters, here are the colors and the tem- 
temper tools by “drawing” them at a_ peratures at which the various tools 


LH hd 1 ol oT given color. For correlation with pyrom- _ listed are drawn. 
- Flow much does a steel plate 3 in. 


thick and 4x5 ft. weigh? 

2. How much does the water in a full Temper Colors 
cylindrical tank 15 ft. in diameter and 
20 ft. high weigh? 





3. What is the approximate weight of j Covor Toot 
a flat wrought-iron plate ‘4g in. thick 
and 1 ft. square? 


1. If the plate were steel, how much Very pale yellow Scrapers, hammerfaces lathe, shaper and 
more would it weigh? GR ; planer tools : 
5. How much does cast iron weigh per Straw yellow... Milling cutters, taps and dies 
é 5 Dark straw .| Punches and dies, knives, reamers 
cubic foot? Brownish yellow. . ..| Stone-cutting tools, twist drills 
6. How about brass? Copper? Alu- 52 Yellow tinged with purple..| Drift pins 
minum? Lead? 5: Light purple ..| Augers, cold chisels for steel 


© ie lite che ; ighs 5 Jk ze Dark le | { Hatchets, cold chisels for iron screwdrivers, 
i. a white-pine pattern weighs 9 Ib., ox ark purple -++|° springs 


how much will an iron casting made 57 Dark blue Saws for wood 


from it weigh? Pale blue 

8. If the pattern is mahogany, will Blue tinged with green 
the casting have a different weight? 

9. If the pattern also is cast iron, 
what will the casting weigh? Why? 

10. If you had to store 100 tons of 
coal in a low 20 x 40 x 6 ft. high shed, 
could you do it? 








ll. The leaders from a hot-air fur- 
nace are to have an area of 51 sq. in. 
What should be their diameter? 

12. How much sheet iron will they re- 
quire per ft. of length. 

13. A paint shop needs a 4 ft. deep 
square tank to hold 400 gallons of var- 
nish. What size should it be? (1 gal. 

231 cu. in.) 





14. If a hydraulic press uses water at 
1500 Ib. per sq. in, how large must the 
piston be to develop 75.000 lb. ? 

15. A blacksmith “draws” a_ cold 
chisel for steel to a light purple. for iron 
to a dark purple. What are the approxi- 
mate temperatures ? 





16. When a piece of steel is heated to 
a “bright cherry” how hot is it? 

17. How about “cherry” and “dark 
cherry”? 

18. Steel which first begins to show 
red is how hot? 

19. How about “dull orange’? 

20. What is the welding temperature 
and color of steel? 














21. What is the burning temperature 


and color of steel? “Not very confident is he?" 
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Brushes are on more requisitions than any 

other item. Osborn is telling Industry the interesting story of 

an important new Osborn: Brush Service. It will bring more of 

those profitable requisitions to the Osborn Distributor. Here 
is the Osborn story. 
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Another new peak was reached by the Sales Indicator in 
moving from 172.2 to 175. 
order also increased to $21.60, 
orders per day fell to 106. 


December, Size of average 


while the number of 


MN ihe 
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le i 
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TREND OF SUPPLY SALES 













































Orders Orders 
Sales per Volume per 
Areas Indi- | Sales- per Average | Work- 
cator man Sales- Order ing 
per Day; man Day 
North Dec. 201.0 16 |$10,550 | $22.90 102 
Atlantic Nov. | 185.9 15 9,160} 24.18 88 
South Dec 162.0 17 |$10,050 | $20.00 105 
ourmem | Nov. | 164.8| 19 | 11,320] 19.25] 106 
phe enr ss —|——— a a 
Middle Dec. | 176.0 19 |$10,970 | $20.80 138 
West Nov. | 165.2 | 1 8 9,250 21.61 126 
| | SE ee 
| Dec. | 165.0} 10 | $5,400/$31.40|} 54 
Western | Nov. | 169.4| 16 | 4,660| 20.08 | 95 
=r | ee ee - agement oe ai 
Pacific | Dec. | 115.0 * * $17.25 | * 
| Nov. | 148.3| 13 | $6870| 10.58 * 
| | | 











% Omitted because of insufficient data. 
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@ The illustration helps tell the story, shows how teeth of Atkins’ 
i new Curled-Chip Saws get under the metal ... how, in advancing, they curl chips up 




















' clockspring-like in extra-large curved gullets ...how, as chips reach the end of the 
cut, they are “wound up” for explosive ejection from gullets. 


That action is the key to such sensational cutting rates for power hack saw blades as 
7 sq. in. per minute cutting 1020 bars on standard power hack saw machines—and 
up to 16 sq. in. per minute on special machines designed to handle the unprecedented 
cutting capacity of Atkins 400 & 500 Curled-Chip Powersaw Blades. 








Production-speeding performance like that, accompanied 
by clean cuts and long blade life, gives industry a new 
and powerful weapon to meet the staggering demands of 
production for national defense... gives the Atkins Jobber 
new sales ammunition to conquer tough accounts, new 
volume on Powersaw Blades, Circular Milling Saws and 
Segmental Cold Saws. 


HERE’S HOW CHIPS JAM UP IN ORDINARY SAWS 
Conventional hacksow teeth “push 
oft’’ metal. Chips telescope into the 
gullet and break into small pieces. 














> 


Compare this power-wasting action 
with the crisp, efficient cutting action 
of Atkins Curled-Chip Teeth which 
eliminate gullet choking and gilding 
in the bottom of the cut, and promote 












. » 
<5 


ma oe 


V3. 


> a 
ASA’ 





~ 


a 





increased speeds and heavier feeds. 


STEPPED-UP METAL CUTTING 
FOR NATIONAL PREPAREDNESS E. C. ATKINS AND COMPANY 





420 S. ILLINOIS STREET INDIANAPOLIS, INDIANA 
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KEEPING UP WITH BUSINESS 


Utilities Deny Possibility 
Of Power Shortage 


Forecasts of a possible power short- 
age in the United States during 1942 
as given in a report to President Roose- 
velt last week by Leland Olds, chair- 
man of the Federal Power Commission, 
were considered unfounded by utilities 
from those areas where it is alleged the 
greatest need is likely to develop, ac- 
cording to reports received by FElectri- 


( al I orld. 


Auto Industry To Restyle 
Despite Defense Work 
Although the New York Auto Show 


is being cancelled this year due to the 
demands of defense the can- 
affect the plans of 
manufacturers to  in- 


national 
cellation will not 
individual auto 
troduce 
fall. according to 
Detroit editor of 

The 1942 car 


newest in 


usual in the 
Rupert LeGrand, 
Vachinist. 
have the 


new models as 
{merican 
models will 
mechanical 
despite participation 


styling and 


changes, he says. 


of automobile 


firms in defense work. 


“Auto firms have able to con- 


been 
tract for idle capacity in independent 
die shops without currently or prospec- 


tively 


interfering with 


Mr. 


size of the 


national de- 
~The 


sheet-metal 


fense.” LeGrand. 
1942 


determined 


states 
over all 


until 
all contracts have been placed. It is 


program cannot be 
evident, however. that motor-car manu 
facturers are not pulling their punches 
on styling changes 


through fear of 


material shortage and 


government re- 
strictions upon output.” 


Machine Tool Speed Up 
To Set Record in 1941 


\ new annual high of $700,000,000 
in machine tool production may _ be 
1941, states Burnham Fin- 
ney in the Jan. 22 {merican 
Machinist. 
passed all 
and totals 
month by 


reached in 
issue of 
December production 
previous monthly 
will continue to mount 
month during 1941. Steel 
industry operations are practically up 
against the ceiling. A vast new ship 
building program is going on, and all 
the defense industries are operating at 
full-speed. Money 


defense is being 


records 


being spent for 
underestimated, for 
congressional 
tions, the R.F.C. has 

$350,000,000 for this 


aside from appropria- 
appropriated 


purpose. 
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Claims R.A.F. Will Equal 
Axis Air Force in 1942 


The progress of the war has ad- 
vanced the estimated date for numer- 
ical equality of contending air forces, 
and England will equal the Axis 
total air strength by the 
spring of 1942, reports T. P. Wright. 
vice-president of engineering for Cur- 


powers in 


tiss-Wright Corporation and consultant 
to the National Defense Advisory Com- 
mission, in the January issue of 
tion magazine. 


{via- 


Parity in air strength had been pre- 


dicted previously by the same authority 
for the summer of 1941, based on con- 
ditions of the first half of the war. 
Since then the entry of Italy and the 
fall of France weighed heavily in 
Germany's favor. But Germany's dis- 
proportionately large “total war” air 
and the larger shipments to 
England from the United States have 
partly counteracted this gain. 

In the initial all-out attack on Eng- 
land, German plane losses were three 
times those of England. While this dis- 
parity is now less, the losses are still 


losses 


substantially greater for Germany. 





Business activity 
Automobile production 


133.8 
124,400 


Thousands of Dollars 


1939 





ACTIVITY FIGURES 


(As of February 1, 1941) 


Average volume of the industrial supply salesman moved up from $9,640 
in November to $9,850 in December. a new peak for the year. At the same 
time the number of orders per salesman per day settled from 18 to 17. 
The Sales Indicator (page 50) went from 172.2 to 175. 


{111 ivVOLUME PER SALESMAN 
j i | | 


ff 4p 


RSONDJFMAMJJASON 


ee 


ORDERS PER SALESMAN PER DAY 


JFMAMJJASONDJFMAMUVJVASOND 


Orders per salesman per day in December—17 


97.1 
710,752 


Steel activity 
Carloadings 


1940 


SS ee ee ee 


1940 
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Lamson, G2eccmnceanic 


RINGS UP PROFITS FOR 5897 
DEALERS WHO HAVE IT NOW! 


@ Increased sales at lower cost—that is what the Lamson 
SPEEDMERCHANT insures every dealer who uses this 
newest method of selling bolis and nuts ‘over the 
counter.” Not advertised until now, this stream-lined 
merchandising display and stock of bolts and nuts most 
commonly bought by the general public has been sold 
by jobbers to selected dealers throughout the country 
for the past year. It’s a winner. It makes a profit on 
every bolt and nut sold and it does all the selling itself! 
A'serve-self” idea that plays sweet music on the cash 
register for every dealer. Every bolt and nut is “brite- 
plated,”” which makes an attractive display against the 
bright red enameled steel merchandising display cabinet. 
Display bin-type merchandiser, completely stocked, 
*$26.30 net, to dealer. Ask your Jobber for the Lamson Line! 


THE LAMSON & SESSIONS COMPANY 
Cleveland, Ohio 


Plants a 





i ~ t v 
*$26.30 Net, to Dealer . Ss | Sa beg 
(slightly more west of Denver) “3 | ) wf, 


— 


i et ee. ee 


BOLT $.*+ ‘© WN. UV See 6 6¢:d[ CCUDhUmT eS ER Se hUwfhChUCUCA.?P S$ -C RE 








EN YEARS AGO IN MILL SUPPLIES 


Lomas. PRESTEGARD, PARTNER , NORTHERN MACHINERY 
& SUPPLY CO, MINNEAPOLIS, TOLD HOW BY SENDING OUT 
MONTHLY LETTERS To PAVE THE WAY FOR SALESMEN, 

FURNISHING THEM WITH MATERIALS HANDLING /JNSTALL ATION 
PHOTOS, AND BY HOLDING WEEKLY MEETINGS, HIS ComPANY 


SKYROCKETED THEIR VOLUME FROM SCRATCH IN 1926 TOA 
HALF- MILLION ANNUALLY IN 1929 


ess 
GETTING BUSIN 


€ 








PRESCRIPTION DEPT. 
Grinding Whee\g 

















to INCREASE THEIR GRINDING WHEEL BUSINESS, HUNTER 


& HAVENS. BRIDGEPORT, CONN, MADE SURVEYS IN CUSTOMER s' 
Ease OF HANDLING. CONSTANT DEMAND, Dis- PLANTS, SECURED FIRST HAND INFORMATION AS TO THEIR 
TINCTIVE SELLING FEATURES. AND A GOOD REQUIREMENTS, AND THUS WERE ABLE TO RECOMMEND 
MARGIN OF PROFIT MADE IT WORTH WHILE THE RIGHT WHEEL FOR EACH JOB. H.J. BEHN TOLD THE STORY. 
TO CONCENTRATE SALES EFFORT ON SMALL 
TOOLS ACCORDING TO ALBERT.H. MILLER 
OF MADDOCK & CO., PHILADELPHIA. 


“ces Hones. 


& Yo We riestor a Series OF ARTICLES 

TELLING HOW TO “SELL HIM SOME- 
THING MORE” WRITTEN BY ED- 
WARD A. HIRSHON, W. S. WILSON 
CORP., N.Y., APPEARED IN MILL 
SUPPLIES. 

Intimate KNOWLEDGE OF EACH 

LANTS SUPPLY REQUIRE - 

MENTS, AGUITY TO SHOW Grorce PUCHTA, THEN PRESIDENT, HIND AR. "RAY" SMITHS RISE FROM 

BUYERS DEFINITELY PRICES QUEEN CITY SUPPLY CO., CINCINNATI, MESSENGER WITH cH ARE CO 

ANDO SERVICE THEY CAN E¥- WAS PRESENTED WITH A WATCH BY 7 ESSENGER WITH HOBBS HARDW ’ 


ae 8 
PECT ARE TWO OF THE MAIN COMPANY EMPLOVEES /N HONOR OF LONDON, ONTARIO, IN 1899 , TO THE VICE PRESI- 
RESPONSIBILITIES OF SELL- 


—_—— 


4 DENCY OF ALEADING DETROIT DISTRIBUTOR, IS 
ING TO INDUSTRIAL USERS po Magy Pee pg nna patina pe 4 A ry ABILITY TO Page 
SAID J. F. JOHNSON, PUuR- ™ H F” ANO A DETERMINATION TO 
CHASING AGENT, THE 3 ELE CTIONS & REACH A DISTANT GOAL. TODAY (1941) 
Gasa im 5 ATES KEN- ELECTED TO THE PRESIDENCY OF THEIR MR. SMITH IS WIDELY KNOWN AS VICE 
' ° RESPECTIVE COMPANIES WERE R.D. VAN PRESIDENT, THE BOVER- CAMPBELL CO, 
PYKE, UR., INDUSTRIAL SUPPLIES, INC.,, DETROIT. AND AS PRESIDENT, THE NATION- 
MEMPHIS, AUD CLIFFORD F. MESSINGER, AL SUPPLY AND MACHINERY DISTRIBUTORS 
CHAIN BELT CO, MILWAUKEE. ASSOCIATION. 





NICHOLSON 


hese, FOR 


EVERY 
a. A. ,. PURPOSE 
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Buffalo Amigo Club 
Selects New Officers 








Thirty members of the Buffalo 
Amigo Club celebrated the holiday 
season with an “all-out” Christmas 


party, Dec. 20, at the Hotel Touraine. 
Leading entertainment feature was an 
act arranged by George Keller of the 
R. L. Crane Machinery Co. and billed 
as “Keller’s Kuties.” 

Officers for the new year are Harold 
Karet (Keystone Chromium), presi- 
dent; Paul Bowers, vice-president; Jim 
Worden (Bruce. Muller & Huntley). 
secretary, and M. Williams (Corbin 
Screw), treasurer. 


Philadelphia Men Honor 
Carey of Yale & Towne 


Members of the Hardware Merch- 
ant’s & Manufacturers’ Association of 
Philadelphia last month conferred 
their annual award for outstanding 
service to the industry upon W. Gibson 
Carey, Jr.. president of Yale & Towne 
Mfg. Co. The award, presented dur- 
ing the association’s 55th banquet at 
the Penn Athletic Club, consists of a 
gold medal and scroll. 





Sales and service plans for the coming year were announced by Clemson and Victor 
Saw executives Jan. 6, 7 and 8 in Middletown, N. Y. Front row, left to right: H. W. Barber, 
R. N. Oysler, T. D. VanderVoort, R. W. Canfield, E. J. Haas, Jr.. C. G. Redhead, F. J. 
Hodge, D. M. Verrier, R. B. Jones, R. E. Pines and F. D. Arnout. Second row: J. J. Wal- 
lace, V. H. Dunning, W. A. Schrade and A. V. Wilson. Back row: W. E. Cross, E. F. Buie 
and R. D. Clemson. 





Braving a blustery sleet storm, about 500 Muskegon (Mich.) purchasing agents and plant 
men turned out on Jan. 17 to help dedicate Lakeshore Machinery & Supply Co.'s spacious 
new headquarters. See full report on page 82. 





“Getting Down to Brass Tacks’ was the theme of Dumore Company's sales conference, Jan. 6, 7 and 8 in Racine, Wisc. 
three-day affair Bob Hamilton, sales manager, staged a theoretical salesmeeting for distributor salesmen. 
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One of the most important words in Industry's 
1941 vocabulary is also a clear, sharp definition 
of the HEWITT merchandising program for this 
year—coordination of manufacturing distribution 
and sales promotion, backed by an already com- 
pleted plant expansion program which places at 
the disposal of distributors the greatest produc- 
tion capacity of HEWITT's 82-year history. 


Behind these enlarged facilities, which include 
specially designed equipment assuring the high- 
est degree of uniform quality, stands the full 


HOSE 


CONVEYOR & TRANSMISSION 
BELTS 


PACKING 
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strength of the rubber products industry's fore- 
most technical and research staffs. 


And to complete the coordination of effort, news 
of HEWITT hose, belting and packing is being 
placed impressively before the men who buy for 
industry. In more than 12,000,000 sales messages 
—the strongest of all HEWITT advertising cam- 
paigns—these men will be directed to HEWITT dis- 
tributors for advice and assistance in purchasing. 


HEWITT RUBBER CORPORATION 
BUFFALO, NEW YORK 
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THE END OF HACK-SAW TROUBLES 


Here’s the blade that can take the toughest twist... and come out 
straight and unbroken, good as ever . . . good for many more hours of 
smooth, fast cutting. For the tooth-edge alone is hardened, leaving the body 
of the blade tough and flexible, fit to stand the severest strain. So next 
time you need hack saws, order this abuse-proof RED END BLADE. 


High-Speed Steel 
Blenritde 


= Red End Hand Hack Saws 








SIZES AND PRICES 





Length Teeth Price 
of per per 
Blade Inch Gross 
8” 18,24,32 $32.40 
10” 18,24,32 $40.32 
12” 14,18,24,32 $48.96 


Blades are 9/16” wide, .025” thick, 
packed in boxes of 1/2 gross each. 











SIMONDS 


SAW AND STEEL CO. - FITCHBURG, MASS. 


1350 Columbia R $20 First Ave., So. 


Boston, Mass. Seattle, Wash. 
228 First Street 127 So. Green St. 
San Francisco, Cal. Chicago, Ill 
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311 S. W. First Ave. 
Portland, Ore. 


31 W. Trent Ave. 
Spokane, Wash. 
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Busted in 1933 at age of 66; 
Runs Own Supply House at 74 


It takes courage, known in some 
circles as intestinal fortitude, to have 
your dreams of retirement blacked out, 
personal fortune pared to a pittance 
and then with nothing but a small 
amount of cash, two bare hands and a 
reputation for integrity scramble right 
back up on top of the heap. At any 





C. J. Fuller, president of Fuller Supply Co., 
Inc., Grand Rapids, Mich., who started the 
hard way at 66 and came out on top. 


age this would be a tough struggle, but 
at 66 the odds are staked pretty heavily 
against success. C. J. Fuller ignored 
the odds and today at 74 heads his own 
company, Fuller Supply Co., Inc., 
Grand Rapids, Mich. 

In 1933 the banks closed. Business 
dawdled and many firms either liqui- 
dated or petered out completely. C. J. 





"Unc" Fuller, as his boys affectionately call 
him, chuckles over the way things turned 
out. Here he is surrounded by three stal- 
warts, left to right: Ray Woudstra, Sid 
Woudstra, C. J. Fuller and Clark Wilson. 


Fuller was caught in this jam. The 
company with whom he had been asso- 
ciated for 21 years and had become an 
important stockholder saw the rocks 
ahead and liquidated its assets. What 
once was a substantial investment, pay- 
ing a comfortable yearly dividend, be- 
came overnight, it seemed, but a mere 
pittance in cold cash. 

All thoughts of retirement were out 
of the question. There was a family to 
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Use the Corrugations 
of Gilmer Kable Cord 
To Sell More 

Flat Belting 


you a tough castomner 
3? You can easily 8° 1 
showing him samp € : 
Gilmer Kable Kore- 
flex a sample 
corrugatior 


with these 


Have 
flat belts 
him up by 
of rugged 

Ask him to 

feel the unique 
wi him over 
hy Kable 
‘modern flat 


and to 


As. 


Then bo 
five reasons W 


best buy for @ 


Kord is the 
drive: 


pe; 
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; Kable Kord increases production because the corru- 
gated design with rubber-locked pulling and con- 
tactor cords grips pulleys firmly. There's no slip- 
page and no power wasted. 


Kable Kord’s minimum stretch eliminates any need 


for take-ups and permits shorter distances between 
pulley centers. 


Flexibility provides resilience to take starting shocks 
repeatedly. 


Kable Kord gives longer wear because of its in- 
herent strength and lack of internal friction even at 
high operating speeds. 


Kable Kord is available either endless or in rolls 
and is adapted for use on a great many mill and 
shop drives, on tractors, etc. 


oi wk Gw PD 


Make use of Gilmer Design Engineering Service in clinch- 
ing difficult sales. Gilmer engineers are always ready to help 
design efficient drives. 


And, for extra profits without added inventory, sell the 
complete Gilmer line. Gilmer Belt Specialties can step up 
your sales 50% or more without one cent of sbiiiendl in- 
ventory expense. 


Write or wire us about a Gilmer franchise TODAY. 


~. 


3 


L. H. GILMER COMPANY prieciionio, po 


A TRANSMISSION BELT FOR EVERY PURPOSE 


EXTRA PROFITS FROM THE COMPLETE GILMER LINE 


V-BELTS for either fractional or multiple horsepower use 
STREAMLINER V-BELTING where there are obstructions 

KABLE KORD endless and in rolls for flat belt drives 

CD AND CUT EDGE FLAT BELTS for f.h.p. duty and on small machinery 
RH AND RHO BELTS for lathes, grinders and milling machinery 
ROUND BELTS AND BELTING for serpentine, crossed or light mule drives 


SPEEDAGE ENDLESS BELTS of woven fabric for high speed work around 
10,000 f.p.m. 

#99 and +1010 SPLICED ENDLESS BELTS for light grinders, routers, 
drill presses, etc. 


SPLICED ENDLESS SOLID WOVEN BELTS AND BELTING for light con- 
veyors and light duty transmission 


BAND SAW BANDS used in woodworking 

SPINNER AND TWISTER BELTS used ja the textile industry for spindle 
drives , 

PLANER BELTS for heavy duty lumber and woodworking equipment 

GAINER, CONE AND LICKERIN BELTS for textile throwers, lickerins 
and spindles 

PRINTERS’ TAPE AND MIEHLE PRESS BELTS for printing press and 
paper converting equipment 

LAUNDRY FEED RIBBONS for conveying laundry flat work 

COTTON DUCK AND ENROBER BELTS for light conveyors in bakeries, 
candy factories, etc. 


TUBE WINDER BELTS for turning paper tubes of all sizes in the con- 
tainer industry 
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TO PROFIT-MINDED JOBBERS — 


BLACKMER 


ROTARY PUMPS 








support and a household to maintain. 
Men at 66 were not at a premium on 
the labor market and C. J. Fuller knew 
it. With nearly 50 years of experience 
in the mill supply field behind him, 
working for somebody else, a reputa- 
tion for honesty and hard work, he 
decided to plunge ahead and found his 
own company. That’s how in the dark 
days of 1933 the Fuller Supply Co. 
sprang into existence. 

C. J. Fuller took on a few lines as a 
starter. Worked from fourteen to 
eighteen hours daily establishing the 









































































TAKE PROFIT ON THE ROTARY 
PUMP BUSINESS IN YOUR 
TERRITORY IN 1941. 


Write or wire the factory for details! 





1812 Century Ave., $.W., Grand Rapids, Mich. 


1 A complete line of rotary 
* hand pumps—the finest on the 
market. 
SELL TO—Every factory, garage, 
service station, tractor and imple- 
ment dealer, hardware dealer and 
oil distributor. 


y) A complete line of truck 
* pumps. 

SELL TO—Oil dealers and truck 

operators. 


3 A complete line of power 
“rotary pumps. 
SELL TO—All industrial and proc- 


essing plants handling liquids or 
semi-solids. 


4 A complete line of sanitary 
* pumps. 


SELL TO—Food manufacturers, 
packers and canners. 








ANY SALESMAN CAN 
SELL BLACKMER ROTARIES! 


This new manual “How to Choose a 
Blackmer Pump” takes the mystery out of 
industrial pump select- 
ing: tells what to ask: 
the book gives the an- 
swes. It's as simple 
as A-B-C. 
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business and gaining recognition from 
customers as a reliable source of sup- 
plies. Soon he had need for another 
outside man and Clark Wilson joined 
up. More lines were added and more 
orders began pouring in. Gradually 
the business grew beyond where two 
men could handle it and more help was 
needed, so that today there are six on 
the payroll, including the boss 

“Unc” Fuller, as his boys affection- 
ately call him, chuckles over the way 
things have turned out and says, “It 
didn’t look so good back in 1933. It’s 
been hard, tiresome work but I don’t 
begrudge one minute of the time spent 
in building the business. I've confi- 
dence in every one of my boys and 
know they'll carry on if and when I 
finally decide to retire.” 


Kutz Appointed To 
Southeastern Territory 


George B. Kutz was recently ap- 
pointed District Sales Manager for the 
southeastern territory of Wright Manu- 
facturing Division of American Chain 
& Cable Co., Inc., York, Pa. 

Mr. Kutz has been associated with 
American Chain & Cable Company, 
Inc. for many years. For several years 
he was District Sales Manager at Chi- 
cago for the American Chain Division, 

| but more recently he has been located 
at York, Pa. It is expected that he 
will make his headquarters in Atlanta. 



























"No sir. Haven't had time to take two con- 
secutive long breaths in quite a while,” said 
Carl Pfeifer, president of Mill Supplies 
Corp., Lansing, Mich., as he dropped phone 
and picked up order pad. 
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A real wire rope hoist, full 
electric, with double brakes and crane-type limit 
Sol Con eM \/ Col bb ek obelef Mb acme belt -) dod et-bele(-1-Vo} (ci lo) al ole) Lm slole) & 
< or trolley service. Fully enclosed, protected against 
if dust, moisture and acid fumes. 
i0¢- 


It's simpler, 
SFU =) ame cele) ¢—ame (=) ol-Felet-bo)(-2mm art-JetolPlive) eM) ol-)¢-1(-10 BE-1(0) 0-1 
load within a fraction of an inch for accurate posi- - 
tioning of work. Permits wide latitude of, side pull 
eae : impossible to chain hoists. 


It’s light, 
portable, easy to install. Answers hundreds of 
— materials-handling problems. Just hang it up and 

= . plug into the nearest electric circuit. Saves time and 
~ 


money — relieves fatigue with ‘‘spot- handling’ of 


heavy loads. 
THROUGH 
INDUSTRIAL 
DISTRIBUTORS 












All the quality features usually 
found in only the most expensive hoisting equip-— 
ment. Yet the new Zip-Lift is priced in the lowest 
brackets. Bolt suspension model, 250 lb. -ifting 
capacity, sells at only $140.00 f.o.b. Milwaukee. It’s 
a product of P&H — for more than 55 years one of 
a eC= Min, 20) @ Ce MMB Co) d=deetos-j amo) tl (ol) ¢-Me) Moh Z-yael-1-(o Mm et-belel phere! 
equipment. 
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aughlin Safety Clip in 1940 
Sales of whole Laughlin 
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No crimped r 
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Bolts on each side 
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Never on backwart 
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“THE SAFETY CLIP LED THE WAY FOR THE WHOLE LAUGHLIN LINE”’ 
Investigate Laughlin Multiple Sales Plan — Write Today! 
Now, your prospects have a real reason for switching their purchases of wire- 
rope fittings to you. The dramatic advantages of the Safety Clip lead to new 
business in related items. Send today for full information — competitive clip 
tests! — direct mail helps! 


LAUGHLIN PROTECTS THE DISTRIBUTOR 


= 


BRANCH SALES OFFICES 


1027 Magazine St., 
New Orleans, La. 
318 Penn. Ave. 
Pittsburgh, Pa. 
Lewis M. Gardner 
2223 Warner Road 
Fort Worth, Texas 
10 High Street 
Boston, Mass. 


71 Warren Street 
New York, N. Y. 

P. O. Box 217 
Cortland, N. Y. 

564 W. Randolph St., 
Chicago, III. 

2921 E. Grand Blvd., 
Detroit, Mich. 


923 East Third St., 
Los Angeles, Cal. 
250 Perry Street 
San Francisco, Cal. 
605 Pioneer Bldg., 
Seattle, Wash. 
4000 York Street 
Denver, Colo. 


| and manufacturers’ 
| cated in and around Chicago. 
| Lamm 


| partment. 




















































| Chicago P T C Hears Report 


On How Ordnance Dept. Buys 


Members of the Power Transmission 
Club of Chicago met at the Machinery 
Club on the evening of Jan. 6 to adopt 
a new constitution and hear a first hand 





Officers and guests of the Power Trans- 
mission Club of Chicago who took part in 
the January meeting, left to right: Ist Lieut. 


R. N. Voight; President V. K. Alexander; 
Lieut.-Col. Barrett Rogers, guest speaker; 
and K. Brad Stiles, club vice-president. 


report, given by Lieut.-Col. Barrett 
| Rogers, on “What the Ordnance De- 


partment Buys.” 

After dinner, President Vincent Alex 
ander (Manheim Mfg. and Belting Co.) 
held a short business session for the 
club members, who distributors 
representatives lo- 
Lloyd 
presented 
was ap- 


are 


(Dodge Mfg. Co.) 
the new constitution which 
proved unanimously. 

Mr. Alexander then introduced the 
guest speaker of the Lieut.- 
Col. Barrett Rogers, who is on active 
duty with the Chicago Ordnance De- 
Lieut.-Col. Rogers gave the 
assembled guests and members a de- 
tailed picture of the many ramifications 
facing the Ordnance Department in 
placing educational orders and conduct- 
ing production studies. He explained 
how the department handles the plac- 
ing of these orders and what fine 
results have been obtained in such a 
short time. 

He went on to point out that the 
Ordnance Department exercised great 
care, before placing an order, to in- 
vestigate a plant as to the type of 
skilled labor available, products being 
made by plant, type of processing 
equipment in use, the tolerances de- 
manded and the sources of supply. 
Prime contracts, the Lieut.-Col. con- 
tinued, are usually placed with the 
larger companies because they possess 
better facilities for handling a complete 
contract. However, in most cases these 
companies are expected and encour- 


evening, 
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aged to sub-contract as much of the 
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“ALL-OUT 


DEFENSE” 


for Walker-Turner Distributors’ Salesmen 


Walker-Turner products are sold for resale 
only to selected Industrial and Machinery Dis- 
tributors and to retail hardware dealers. We 
do not sell through jobbers. 

The privilege of selling Walker-Turner prod- 
ucts carries with it certain responsibilities. 
One responsibility is the observance of the 
W-T Resale Price Maintenance Policy. 

Please note that the W-T Resale Price Policy 
provides for neither “courtesy” discounts nor 


governmental discounts. This provision is 
made wholly in the Distributors’ interests. 

We do not distinguish between Distributors 
who deliberately depart from Policy and 
those, who through some error in estimating, 
etc., quote prices contrary to Policy. 

We shall, as in the past, withhold our prod- 
ucts from those Distributors who do not sub- 
scribe to the spirit, as well as to the letter, of 
this Policy. 


A Statement of RESALE PRICE POLICY 


1—Walker-Turner franchised dealers 
have the responsibility of stocking, display- 
ing, selling and servicing W-T prod- 
ucts. This responsibility entails certain 
fixed expenses to dealers. Franchised- 
discounts are extended to absorb such 
expenses and to return to dealers a fair 
profit on each sale made. 


2—To insure a uniformity of profit mar- 
gin for its dealers Walker-Turner Policy 
provides that its cataloged products be 
sold at cataloged prices only. There is 
no provision for exchange discounts, 
quantity discounts or governmental or 
institutional discounts. 


3—The resale prices to individual users 
and industrial users are catalog prices 
net, f. o. b. dealer’s stocks. 


4—The resale prices to Federal, State, 
County, Municipal Governments and 
Educational Institutions are catalog 
prices—terms: not to exceed 2% for 
cash in 20 days, f. o. b. destination. 


5—Where Walker-Turner or competitive 
products are specified, dealers will base 
their quotations on Walker-Turner cata- 
log prices. Where substitutions of accesso- 
ries, parts, motors, etc. are made Walker- 
Turner catalog prices will be used. 


6—Dealers will not allow, directly or 
indirectly, any rebates, refunds or other 
allowances to effectuate a price advantage 
unfavorable to other W-T dealers. 


7—Walker-Turner will not sell direct in 
competition with its dealers. Users occa- 
sionally request quotations on special 
equipment. In such cases, where other 
manufacturers are quoting direct because 
of the special nature of the equipment, 
Walker-Turner will handle sales direct. 


8—This announcement is made to all 
franchised dealers as a matter of fair trade 
practice. It is expected that all franchised 
dealers will subscribe to the letter and the 
spirit of the Policy. It is an obligation that 
goes with the franchise. 


WALKER-TURNER COMPANY, INC @ PLAINFIELD, N. J. 


company. inc FOR METAL, 


PLAINFIELD. NJ 


usa 


/, - 4 
fonuary J, 7947/ 


WALKER-TURVER MACHIVE TOOLS 


WOOD AND PLASTICS 
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THE Genuine 


CROSBY 
WIRE ROPE CLIP 


With Its 58-Year Safety Record 


Is The PERFECT ANSWER 
For FASTENING WIRE ROPE 


You'll have the answer every time there 
is a need for fastening rope — you'll 
find the Genuine CROSBY CLIP right in 
there “Pitching for you” — making 
friends — increasing your list of cus- 
tomers — making money for you. Its 
58-year SAFETY RECORD — backed by 
nation-wide advertising — makes sales 
come easier. If you don’t know all about 
its prestige and ability to boost your 
volume, why not get fully acquainted 
with the Genuine CROSBY CLIP? See 
why so many distributors keep fatten- 
ing their wire rope Clip Sales with the 
most famous and most widely advertised 
Wire Rope Clip — the one and only 
Genuine CROSBY. See why users find 
that this safest clip is the cheapest 
clip in the long run of service. 

Write today for information and a copy 
of our book, WITH AN EYE TO SAFETY. 


AMERICAN HOIST 
a 


cuicaco ST. PAUL, MINN. new york 


AMERICAN TERRY DERRICK CO 


SOUTH KEGRNY WY 





work as possible in order to expedite 
faster deliveries. 

In closing, he pointed out that 40 
million dollars in contracts had been 
placed in the Chicago area in the short 
space of six weeks and there was like- 
lihood a good many more would be 
placed before long. He thanked the 
Chicago Power Transmission Club for 
the way the members and their com- 
had cooperated thus 
making the Defense Program click and 
asked for their continued support. 


panies 


New Book on Salesmanship 
Published by McGraw-Hill 


Twenty basic problems of personal 
selling are treated in as many chapters 
of the new book, “Salesmanship 
Practices and Problems,” by Bertrand 
R. Canfield (McGraw-Hill Publishing 
Co., $3.50). Intended as a self-help 
volume for salesmen, it is based on the 
study of actual interviews and sales- 


men’s methods, made largely without | 
Details of these re- | 


their knowledge. 
corded interviews are genuine records, 
although all names are naturally fic- 
titious. 

The book is jam-packed with inter- 
esting facts uncovered by research of 
the author and others. Examples: A 
salesman has only 2,336 working hours 


a year, of which only 350 are spent 


face with 467 in 


waiting to see prospects, 935 in travel- 


face to prospects, 


ing between prospects, and 584 in cler- | 


ical work and planning. Hence, his 
actual selling time is short 
an hour and a half a day. 

Good city salesmen walk an average 
of 4.15 miles daily (measured by ped- 
ometer ) ; 


mediocre salesmen 


only 3.7 miles. 


consumes an average of only 2.12 
minutes of a salesman’s time. The 
average salesman does about 63 per 


cent of the talking during interviews. 





Looks as though these H. Channon Co. boys 
made a mistake and ganged up on one 
spot. They had a good excuse, though, it 


was a regular Saturday morning sales meet- | 


ing in Chicago. In the group, left to right: 
Al Toepfer, Jack Notz, Mel Long, 
Holmberg and Pete Zinner. 
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America calls for 
Peak Production, and... 


DAYTON, JHE GREATEST NAME 
IN VBELTS, answers with- 


The Plus-Value 
DAYTON V-BELT 








me’ 








1 The only V-Belt with patent- 
ed built-to-bend construction— 
outstanding in basic design. 


2 The only V-Belt made with 
Daytex Cord—and proved to 
run cooler and stand up longer 
under the strain of constant high 








speed flexing. Late 

bee 4 
The plus-value Dayton V-Belt is ‘he first and fore- advertising, now appearing in the leading industrial 
most answer to America’s call for peak power trans- journals, urges V-Belt users to get in touch with near- 
mission. So, as American industry mobilizes for peak by distributor who handles Plus-Value Dayton V-Belts. 


production on jobs large or small—inside or out- 

side— Dayton delivers V-Belt Drives—from a fractional THE DAYTON RUBBER MFG. COMPANY 
to a thousand horsepower—each pledged and proved DAYTON, OHIO 

to save time, money and machinery. Dayton V-Belt The World’s Largest Manufacturer of V- Belts 





FOR A LONG PULL and A HARD PULL IT’S... 


4L 
emesis | oR ayton 





Cord have the extra 
strength, extra flexibility, 
extra life and extra grip- 


cost-per-month-of-service. 


~ => = cs on 
ping power to deliver plus- fo ; 1 
Power transmission under = 
rigorous conditions at less- . 





WITH DAYTEX CORD 
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HOW YOU CAN SELL MORE 











ILLUSTRATION COPYRIGHTED 1940. ESQUIRE - CORONET INC. 
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FROM THE TINY 6 WATT TO THE GIANT 100 WATT 
there’s a complete line of G-E MAZDA F lamps. 


“specwcanoe coments 
FITTines ores 
roar 


ohet oe 


Luaeim sine 
AMO AUTIL Anigg . 
RESCENT | amps: 

OF he Bemwtacterens Bests 





G-E MAZDA “fF” LAMPS are recommended for 
use only with equipment providing good power 
factor, such as Fleur-O-Liers or RLM Industrial 
fixtures. The label shown here identifies Fleur-O- 
Lier fixtures, made by more than 40 experienced 
manufacturers. 





THE ENGINEERING AND PRODUCTION office 
of the All-Steel Equip Company, Aurora, IIL, 
has 60 footcandles of light from G-E MAZDA 
F lamps. 


town, Ohio, uses G-E MAZDA F lamps to 
get 70 to 80 footcandles of light on the 


counter tops. 





IN PANGLE’S MASTER MARKET, Lima, Ohio, 
G-E MAZDA F lamps in fluorescent lumi- 
naires provide adequate light for selling fruit 
and vegetables. 





IN THE J. L. HUDSON COMPANY, Detroit, 
G-E MAZDA F lamps, lighting these display 
niches, provide 50 to 75 footcandles of light. 
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Before you sell any type of 
FLUORESCENT LIGHTING 


ask yourself these questions: 


1. Are you offering a wide 
enough choice of fixtures so 
that you can meet your custom- 
ers’ INDIVIDUAL needs? 

2. Is the performance of the 
fixtures and ballasts and starters 
certified for best lighting re- 
sults by Electrical Testing Lab- 
oratories? 

3. Are you selling G-E MAZDA 
Fluorescent lamps, which give 
all the efficiencies and econ- 
omies of MAZDA Research? 








*W atch for the ‘*Forty-niners”’ 


50° FOOTCANDLE JOBS... 


Satisfy more customers and make 
more profit in 1941 by selling 
G-E FLUORESCENT LIGHTING! 


(i. on a sunshiny day, the 
light in the shade of a tree may be 
between 200 and 1000 footcandles. 
That’s “ideal” lighting. And that’s why 
science says that even 50 footcandles of 
light is not enough for critical seeing. 
We need all the light we can get. From a 
practical standpoint, however, it is not 
yet possible to have scientifically ‘tideal”’ 
artificial lighting indoors. 

But compared with most lighting in- 
stallations, 50 footcandles is a long step 
in the right direction—and it is easily 
obtainable with modern light sources 
and suitable equipment. 


Selling 50 footcandle installations is not 
hard . . . when you use some of the 
Science of Seeing facts and point out 
the benefits such lighting offers. Show 
your customers that good light means 
better production, or better sales, be- 
cause it— 
1. Makes seeing easier, faster, more 
accurate. 


to 


Increases efficiency and reduces 
fatigue. 


w 


Reduces accidents. 

4. Conserves eyesight. 

Improves morale of employees be- 
cause of brighter, more cheerful 
working conditions. 


* 


Raise the question with your customers 
whether it is worth while remodeling 
to get 10 or 15 footcandles when for a 
little extra you can give them 50 foot- 
candles? In short, your customers will 
be better satisfied with 50 footcandle 
installations, and you'll make more 
profit yourself by selling the necessary 
new equipment and the new light sources. 


WHY SELL G-E FLUORESCENT LIGHTING? 
Today G-E fluorescent lighting, or a com- 


G-E MAZDA LAMPS 
- GENERAL @ ELECTRIC 
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bination of fluorescent and filament light- 
ing, offers an effective means for obtain- 
ing 50 footcandle levels. G-E fluores- 
cent lighting is easy to sell. Here’s why: 
1. Forty-two years of G-E advertising 
has created a consumer preference for 
G-E lamps. Today G-E advertising is 
creating more and more customers for 
G-E MAZDA F lamps. To make them easier 
to sell. 


2. Since G-E MAZDA F lamps were in- 
troduced in 1938, efficiency has been 
increased as much as 40% and prices 
reduced as much as 45%. Today's G-E 
MAZDA F lamps are made to give max- 
imum light output for current consumed 
—made to stay brighter longer. That's a 
sales point to use. 


3. General Electric cooperates with 
many fixture manufacturers, and does 
not make fixtures itself. You can offer 
your customers a wide variety of in- 
dividual styles%and types to fit every busi- 
ness. General Electric recommends Fleur- 
O-Lier or RLM fixtures which are certi- 
fied by Electrical Testing Laboratories 
to comply with exacting specifications 
to assure maximum performance. f 

4. Experienced lighting engineers, aver- 
aging 16 years service with General Elec- 
tric are available through G.E.’s strate- 
gically located sales offices to offer help 
and advice on G-E Fluorescent lighting. 
5. Yourlocal General ElectricLamp Sales 
Division Office is ready to supply you 
with fluorescent lamp literature and help 
in preparing a direct mail campaign to 
stores, factories, offices and others of 
your business prospects. Get in touch 
with them today. General Electric Com- 
pany, Nela Park, Cleveland, Ohio. 


coe be announced soon. 


Made to 40ay 


brighten Longer 
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PRECISION LATHE GRINDER 


For external and internal grinding. 
Speed range up to 30,000 r.p.m. 


changeable quills. Ball bearing. 


Inter- 
Air 


conditioned. Model HLGE. 


cy 





Ye" HEAVY DUTY DRILL 
Super powered for heavy production 
work. Ball bearings on armature. 
Chrome nickel steel gears. 
trigger switch. 


Two pole 


6" UTILITY BENCH GRINDER 
For general purpose grinding and tool 
edging. Continuous service. Totally 
enclosed motor will not burn out. Ball 
bearing. 





PORTABLE ELECTRIC GRINDER 
Streamlined. 
High powered. Lightweight. 
tinuous production. 


Straight line ventilation. 
For con- 





1. Full line 
4. Protection 





Look into this for 1941 ... note the 6 points 
THE U. S. CERTIFIED DISTRIBUTOR PLAN 


2. Super-quality 
5. Good profit 


FOR SALES AND PROFIT 


3. Economical prices 
6. Sales aids 








Write for Catalog No. 56 


THE UNITED STATES 


<> Bik 


CINCINNATI, 


F 


ELECTRICAL TOOL CO. 


At ———~——<=v»==zm_sild 
— OHIO , U.S.A. 
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Don't go near this guy on a bowling alley 
unless you're in a charitable mood. He's 
Joe Kelly, outside salesman for Mid-States 
Industrial Corp., Rockford, Ill. Thinks noth- 
ing of rolling out a 245 game. Has a sea- 
son average of 193 in the Rockford City 
League. 


New Officers Elected 
By Traveliers Club 


At a recent meeting of the South- 


eastern Traveliers Club, organization 
of manufacturers’ salesmen calling on 
the hardware and mill supply trade, 
new officers were elected to serve the 
club in 1941, as follows: president, 
H. E. Newell, L. S. Starrett Co.; vice 
president, George Stanley, Fayette R. 


Plumb Co.; treasurer, Harris B. Car- 
lock, Beaver Pipe Tools; secretary. 
John M. Goodwin, Southern Hardware. 

J. T. Cobb, of H. B. Sherman Manu- 
facturing Co., and Harry Olson, Oliver 
Iron & Steel Corp., are retiring as 
president and vice president, re- 
spectively. 

The new officers plus E. L, 
brook, G. F. Wright Steel & Wire Co.; 
and G. L. McBrien, American Can Co., 
constitute the executive committee. The 


Horni- 


recent elections were held at a regular 
monthly meeting of the club. 





Camera-shy G. B. M. Towner, president of 
Towner Hardware Co., Muskegon, Mich., 
ducks whenever a photographer comes 
within hailing distance. With the conniv- 
ance of his son Ken, this shot of G.B.M. 
was taken before he had a chance to dodge. 

















BARNES 


6 





Meet us at the Machine & Tool Progress Exhibition, 
Detroit, March 25 to 29 inclusive, Convention Hall. 


Booth No. 135 


e 
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Tensianeoat Package 


Barnes Band Saws—hard edge, flexible back—are 
made from special specification steel, accurately 
milled, carefully heat treated and tempered. 

Available in narrow widths—down to 1/16"— 
for contour sawing and die cutting. Half inch 
widths and under are packaged in handy, tangle- 
proof cartons. Easy to withdraw the length needed 
—easy to tell how much is left. 

Sold exclusively through recognized industrial 
supply distributors. 
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More than a Half 
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Trap Purchasers 
Read Yarway’s 





Powertul 
Advertising 
in these Leading 
Steam 


Heating Piping 
aw/\ir( onditioning 


No Wonder Yarway 
istheTrapLeaderin § 
Supply House Sales §& 


Yarnall-Waring Co. 
Mermaid Place. Philadeiphia 
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Fred O. White, president of Anderson & 
White Supply Co., Chicago, gets a big 
chuckle out of a picture J. Howard John- | 
son (right), secretary, snapped of the gang | 
fishing last summer. Frank Anderson (left), | 
| vice-president, and W. H. Mueller suppress 
broad grins. 


Consolidated Brass Expands 


Clarence C. Mosack, president of the | 


Consolidated Brass Co., Detroit, Mich- | 


igan, has announced the completion of 
a new two-story addition to their fac- 
tory. New building provides additional 
space for the machine shop and assem- 


| bly department. Mr. Mosack also 


stated that a contract has been let for 


| the erection of a new furnace room 


for the foundry which will contain an 
entirely new battery of oil melting fur- 
naces and other necessary modern 


| equipment 


Plans are now in the blue print stage 


| for a new office building designed to 


house Consolidated’s general office and 
executive staff. “Increased business 
volume makes it desirable that our 
offices be moved from the present fac- 


| tory building in order to provide addi- 
| tional space for manufacturing facili- 





ties,” said Mr. Mosack, 


Manual Tells Sales 
Story on Abrasives 


“It's really easy to sell grinding 
wheels,” says the first sentence in a 
comprehensive new sales manual pub- 
lished for its distributor salesmen by 
the Carborundum Co., Niagara Falls, 
N. Y. And, after this reassuring start, 
the book proceeds to prove effectively 
its claim of simplicity in abrasive sell- 
ing. 

The volume was evidently made up 
by men who thoroughly understand dis- 
tributor salesmen and their particular 
problems. Its layout and presentation 
is so designed as to make the text 
easily read, interesting and _ under- 
standable. 

It follows in logical procession 
through the entire story of selling 
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DARNELL 


Casters E Wheels 


Nearly 4000 models 
from which your 
customer can select 
the exact type for 
his particular needs. 


Darnell Casters and 
Wheels keep turning 
and earning—for 
you as well as for 
your customers. 


DARNELL CORP.,LTD. 
LONG BEACH, CALIF. 
CHICAGO, ILLINOIS 
NEW YORK, N. Y. 
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- FOR NATIONAL DEFENSE 





ELECTRIC DRILLS 


An improved and wide line including heavy 
duty drills—balanced power, sturdy construc- 
tion—needle and ball bearings throughout 
—all designed for greater efficiency, light- 
weight, increased power, and improved han- 
dling. Types to sell for every need—for 
example, No. 1505 (illustrated) is for drilling stainless steel, monel, 
and other hard metals. There's No. 1495 for use in aviation, auto- 
motive, radio, furniture, refrigeration, marine, electrical, plumb- 
ing, air conditioning, sheet metal, and wood work of all kinds. 
Find out about the many other types—it'll pay you. 


SIOUX 


ELECTRIC GRINDERS 


Bench Grinders—Grinding Wheels—Wire 
Wheel Brushes — Flexible Shafts — Port- 
able Electric Grinders—Phenol Abrasive 
Discs—Portable Electric Sanders and Polishers, etc., etc.—a line 
that offers you every opportunity to really get in there and push 
grinder sales up where you want them. Find out about all of 
them—it'll pay you. 


SIOUX 


ELECTRIC SANDERS 


Safety—for the worker—freedom from 

danger and nuisance of dust and grit 

blown into the face. New Cyclone 

Fan delivers four times the usual volume of air. Cushion Drive 
absorbs shocks and vibrations—find out more about these Sanders 
—it'll pay you. 


STANDARD THE 

















Huge sums are being poured into new equip- 
ment for National Defense—Electric Drills— 
Electric Grinders—Electric Sanders—all im- 
portant tools. They are being called into serv- 
ice in increasing numbers. SIOUX quality is 
getting wide recognition and distributors are 
finding a growing market. SIOUX Tool quality 
has set the highest standard for over a quar- 
ter of a century—it has built a solid, sub- 
stantial foundation that now becomes impor- 
tant to distributors. 


Back of SIOUX Tools is an organization 
equipped to give quick service—plus this is 
the SIOUX Distributors’ policy that you 
should know about. Write for details and 
discounts. 


WORLD OVER 
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THE WRIGHT way 


TO SPEED PRODUCTION 





@ FASTER, ever faster production 
is demanded of American industry. One 
tool that will help speed up your pro- 
duction is the Wright Improved High 
Speed Hoist. 

Wright Hoists are engineered for fast, 
high speed work. Their action is smooth 
and positive — because of their correct 
load wheel and driving spindle bearings. 
They are also safe and economical. 

Ruggedly constructed on precision de- 
sign, Wright Hoists give you long-time 
trouble-free service. The full zinccoating 
makes Wright Hoists especially adapt- 
able when corrosive atmospheres exist. 

As with all ACCO products, safety is 
an in-built feature. The load chain has 
a safety factor of 7 to 1. It is made of a special process steel 
which permits the chain to elongate (under overload) 3” to the 
foot before breaking. This same visual factor of safety is inherent 
in the bottom hook which will slowly open to indicate overload 
beyond the elastic limit of the chain. 

WRIGHT TROLLEYS are made to give the same fast, econom- 
ical, safe service as WRIGHT HOISTS. Write for your copy of the 
new Wright Catalog and learn the 21 points of WRIGHT superiority. 


WRIGHT MANUFACTURING DIVISION 


YORK, PENNSYLVANIA SoS 


AMERICAN CHAIN & CABLE 
COMPANY, Inc. 


Sn Businedd poe Your Safely 
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grinding wheels, abrasives and special- 
ties, beginning at bed rock with the 
subject, “What questions should you 
ask your customer to supply his grind- 
ing wheel needs accurately and 
quickly?” Next there are clear in- 
structions for writing orders on grind- 
ing wheels and coated abrasives. Fol- 
lowing these important preliminaries, 
the qualities of the products themselves 
are taken up, then catalog price quo- 
tations and recommendations of va- 
rious types for the different applica- 
tions. 

All commodities are segregated and 
organized for time-saving reference. The 
sheets may be bound into the sales- 
man’s standard-size catalog. 


Portable Vulcanizer 
Does Tough Splicing Job 


Working with a special No. 28 Heintz 
Vulcanizer, Western Belting & Equip- 
ment Co., Los Angeles, recently step 
spliced a 118-foot, 42-in., special con- 
veyor belt at the plant of Fernstrom 
Paper Mills. The belt is of 4-ply, 28- 
oz. construction with friction surface on 





the bottom or pulley side. The “Ruff- 
top” surface was simulated over the 
splice area by using a strip of heavy 


open weave fabric over the raw splicing 





gum during vulcanization. The dia- 
gonal line in the illustration shows the 
finished splice with its corrugated non- 
slip surface. 

Because of the width of the belt, it 
was necessary to use special clamps 
during the operation and six applica- 
tions of the vulcanizer were made to 
complete the splice. 

Says. Mr. Bice, of Western Belting 
& Equipment Co.: “The job turned out 
perfectly and the customer is complete- 
ly satisfied with the result. This vul- 
canizing equipment has been a big help 
to us in building satisfied customers. 
We've used it continually on both trans- 
mission and conveyor belts with marked 


” 
success, 














in 


UMI 


When Karl S. Judson, for a number of years 
active head of Alden & Judson, Grand Rap- 
ids, Mich., passed on in January, 1940, John 
M. Alden (above), son of the late Charles 
Alden founder of the concern, gave up his 
own career to take over the reins of this 
house which was established back in 1870. 





Are Safety Lines Logical? 
"Yes Sir!" Says Harden | 


Safety devices are so intimately con- | 
nected with the proper operation of | 
industrial plants, utilities, public works | 
and contractors, why aren’t safety lines | 
logical for the industrial distributor to 
handle? 

Charles H. Harden, of Chas. H. Har- | 
den & Co., Seattle, long ago asked him- | 
self that question, deliberated on it, and 
then stepped in with a positive answer. | 
He has been handling such lines for 
some time and is highly pleased with | 
the results. They fit right in with the 
regular industrial lines, the salesmen 
take to them, and no special technical | 
or scientific knowledge is required to 
sell them. They also mean plus busi- 
ness to any industrial salesman’s order | 
sheet. 

The principal line that Harden han- 
dles is that of the E. D. Bullard Co., 
San Francisco, together with the Will- 
son Products, Inc. line, which Bul- 
lard represents in the West. To those 
who have an idea that safety lines are 
represented by a few goggles and gloves 
and first aid kits, it would be an eye | 
opener to run through the Bullard cata- | 
log. In this book there are dozens of 
classifications, and by actual count, the 
priced items, which include, of course 
styles, sizes and quantities, run to over 
600. Plenty of chance there to sell. 

First aid kits of all kinds are listed, 
including streamlined cylindrical kits 
for airplane use, used on both fighting 
and commercial planes. These kits 
contain 13 packets and items and list 
for around $7. The first aid kit order 
for a big plane order can be some- | 
thing considerable in itself. 

In addition, there are inhalators and | 
masks, hard boiled 
hats, safety belts. sirens, asbestos suits, | 


respirators, gas 


salt tablets and dispensers, burn treat- ! 


WE WILL SATISFY THOSE WHO DEMAND THE BEST 





Their performance is well 
known to tap users. This 
customer approval in- 
sures PROFITABLE RE- 
PEAT BUSINESS FOR 
DISTRIBUTORS. 





QUALITY IAPS 


Our 


ing service, merchandis- 


Expert Engineer- 
ing co-operation, and 
through - the - distributor 
sales policy backs them 
up. 


Sell 
WINTER QUALITY 
TAPS for PROFITS 


THE WINTER BROTHERS CO. 


Main Factory: WRENTHAM, MASS. 
Branch Factory: DETROIT, MICH. 


A Division of the NATIONAL TWIST 
DRILL & TOOL CO., Detroit, Mich. 
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ERE'S YOUR GRATON & KNIGHT 






FRONT LINE PLAN #aee 
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elping Distributor Salesmen Get Out in Front 
on Sales! 
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selling ideas. GRAKNIGHT LIFE — full of worthwhile 


Go hand-in-hand with G &K — get out in front in’411 


‘RATON & KNIGHT CO. 


‘anneries and Manufacturing Plant at 
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e are the only leather helting manufacturer with comnlete 
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Plain to your customers 
base drives (a profitable 


Graton & Knight leather 


| ments, snake bite packets and scores 





of others. 

Of course, Harden pays just as close 
attention to the old, standby lines. For 
instance, when Graton & Knight took 
on distributors and did away with 
branch offices stocks, he took over the 
G & K Seattle territory. This included 
all stock, which is complete from 1 in. 
up to 18 in. leather belting, and includ- 
ing also special cup leathers, dressing, 
lace leathers, etc. His stock rates as one 
of the largest in the Northwest. A belt 
shop has been established at the Har- 
den headquarters. 


Plant Addition 
For Blackmer Pump 


Contracts for an addition to their 
plant and office building have just been 
awarded by the Blackmer Pump Com- 
pany, at Grand Rapids, Mich., accord- 
ing to an announcement by N. J. 
Harkness, executive vice-president of 
the company. Mr. Harkness states 
that this is part of a general program 
of expansion of manufacturing facili- 
ties to accommodate growing business. 

The new addition will double the 
space of the engineering department, 
increase the office facilities and add 
somewhat to the testing and production 
departments. The contract calls for 
completion for occupancy March 1. 


American-Marietta 
Elects Officers 


Stockholders of American-Marietta 
Company elected one new member to 
its board of directors and the board ap- 
pointed two new vice-presidents. 

Grover M. Hermann, Jr., son of 
American-Marietta’s board chairman 
and president, was elected to the board 
while C. S. Beaver, general manager of 
the company’s operations at Marietta, 
Ohio, and High Point, North Carolina, 
and Muir Rogers, manager of the mid- 
western industrial finishes division 
were elevated to vice-presidencies. 





Here are the boys that keep things running 
smoothly inside for Mill Supplies Corp., 
Lansing, Mich. Left to right: Lee Smith han- 

| dles deliveries; Harry Bierbower takes care 
of call counter sales, and Lawrence Kowalk 
manages office details. 














Te AMERICAN” REDUCTION DRIVE 


EXCLUSIVE ADVANTAGES 


SIMPLE INSTALLATION 


Mounts on the shaft of the driven ma- 
chine as easily and quickly as a pulley. 


COMPACT— SAVES SPACE 
Patented design of helical-gear reduc- 
tion unit eliminates the space and cost 
of special foundations. 


THE SPEED YOU NEED 


Delivered accurately by standard equip- 
ment, from 11 to 215 R.P.M. 


EASY SPEED CHANGES 
Made by changing the ratio of the 
primary belt drive. 


NO MAINTENANCE PROBLEM 


Primary belt drive cushions destructive 
shock loads. 


EASY TO RE-LOCATE 


Interchangeable bushings adapt the unit 
OMT sO Lmiriiaelrinaides 


Speed-reducing equipment is now a profitable, prac- 
tical mill-supply house line! Five standard, stockable 
“American” Reduction Units cover all installations 
from % to 30 H.P. Combined with standard 
wedgbelt drive equipment, they produce any 
desired speed from 11 to 215 R.P.M. 


You can make immediate deliveries of equipment 
that delivers precisely the desired speed —without 
the need for special foundations — without the 
delays and high costs of “custom-built” equipment. 


Get complete information now on this important 
new sales opportunity. 


Put your transmission problems up to 
“American” Drive Selection Service 
... offered by The American Pulley Co. 
and its many qualified distributors. 
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THE YALE & TOWNE MFG. CO. 


PHILADELPHIA DIVISION, PHILADELPHIA, PA.. U.S.A. 


YALE HAND CHAIN HOISTS 
ARE INDUSTRY'S 


first choice! 


TO YALE DISTRIBUTORS AND SALESMEN: 


This is No. 15 in a series of Yale Chain Hoist 
fact stories appearing in a large group of 
leading trade publications to help you sell, 
Follow this series. Each ad is full” » testified 
sales arguments. 


There's a reason why industry chooses Yale Hoists 
—Yale builds hoists better. 


Yale pioneered the spur-geared hoist, the hoist 
that gives the greatest lifting efficiency ever 
achieved. Yale engineers incorporated into these 
hoists extra safety features such as: non-fracturing 
load hooks, detachable shackles, friction-minimiz- 
ing, rust-resistant steel load chain, self-actuating 
load brakes, and many more. 


And finally, every Yale Hoist is tested up to 
150% of its rated capacity, must perform per- 
fectly at this overload, before it leaves the factory. 


That industry approves Yale safety construction 
is borne out by the fact that every year industry 
buys more Yale Hand Chain Hoists than all other 
hand hoists. 


Are you in the market for a hoist? Follow the 
lead of the leaders of industry . . . choose Yale 
Hoists for speed, safety, and economical oper- 
ation. Get in touch with your local Yale distrib- 
utor. Or write to us for catalog. 


Capacities 300 lbs. to 40 tons. 


IM CANADA: ST. CATHARINES, ONT. 


| We keep them moving—out," 
| Irving (right), shipping clerk for Hagerty 


| Harry Hundemer 
| Conte. 


| Weinberg & McKee, Inc. 


| under the supervision of F. W. Norris 


"Orders don't pile up in this shipping room. 
said Harold 
Bros. Co., With Harold are 

and Wilmer La 


Peoria, Ill. 


(left) 






Paulus Dies in Milwaukee 


Peter Paulus, vice president and 
treasurer of Frankfurth Hardware Co., 
Milwaukee, died suddenly at his home 
on Jan. 7. Just a week before, a large 
group of his friends and business asso- 
ciates had organized a luncheon meet- 
ing in honor of his 70th year with the 
company. After lunch he had spoken 
briefly of business conditions as they 
existed back in 1870 when, as a boy 
of twelve, he joined the company as 
an apprentice. 







Turner Supply President 
Heads Shrine in Mobile 


Howard M. Schramm, president of 
the Turner Supply Co., Mobile, Ala., 
was elected potentate of Abba Temple, 
Ancient and Arabic Nobles of the 
Mystic Shrine. Mr. Schramm will 
represent the chapter at the Imperial 
Council, to be held in Indianapolis. 


New Catalog Announced 
By Hartford Distributor 


Tracy, Robinson and Williams Co., 
Hartford, Conn., is backing up its in- 
dustrial sales program with a new 312 
page general mill supply catalog. The 
book is attractively bound in tangerine 
colored cloth, stamped in black. All 
tools of high steel, such as 
drills, reamers, taps, etc. have been 
priced in red ink. 

Other features are the use of manu- 
facturers’ colored inserts, the repro- 
duction of manufacturers’ trade-marks 
and action illustrations. Compilation 
and planographing work was done by 


of Chicago 


Ss peed 


of Tracy, Robinson and Williams. 


Board of strategy at Squier, Skilling and 
Skiff, Newark, lays sales plans for 1941. 
Left to right: Bill Skiff, Gus Foster, George 
Mathewson, Dick Laiten and E. W. Eber- 


Cooper Alloy Expands 


Cooper Alloy Foundry Co., manu- 
facturer of alloy steel castings, valves 
and fittings, has acquired 20,000 sq. ft. 
of building space on 5% acres of land 
along the Lehigh Valley Railroad in 
Hillside, N. J. The new plant will 
house the research laboratory, machine 
shop and electric furnaces for casting 
operations. Executives offices remain 
in Elizabeth. 


Great Lakes Buys New Home; 
Will Consolidate Two Divisions 


Carl Channon, president of Great 
Lakes Supply Corp., Chicago, an- 
nounced that the company has acquired 
the property at the northwest corner of 
Morgan and 50th streets in that city. 
The property consists of 200,000 sq.ft. 
of land, improved with a_ two-story 
warehouse and factory building. Con- 
taining 130,000 sq.ft. of floor space. 

On or shortly after the first of Feb- 
ruary, according to Mr. Channon, Great 
Lakes plans to combine at the new 
home its general offices and industrial 
department, located for the last sixteen 
years at 9342 Ewing avenue with its 
tractor and equipment division, now 
located at 36th and Halsted streets. 


M. A. Mitzel of Ottemiller Co. 
Dies After Fall on Ice 


Murphy A. Mitzel, secretary of the 
Wm. H. Ottemiller Co., York, Pa., died 
last month of a fractured skull sus- 
tained when he slipped in the snow and 
fell outside his home. Mr. Mitzel had 
been an officer of the Ottemiller Co. 
for 23 years, and was 68 years old. 


FORD MOTOR COMPANY 
CHOOSES YALE CABLE 
KING HOISTS. 


TO YALE DISTRIBUTORS AND 
SALESMEN: 


This is No. 16 in a series of Yale Hoist 
fact stories appearing in a large group of 
leading trade publications to help you sell. 
Follow this series. Each ad is full of testified 
sales arguments. 


Along the banks of the River Rouge is the world's 
largest industrial plant — that of the Ford Motor 
Company, outstanding example of American ef- 
ficiency. Here, from continually moving assem- 
bly lines come Ford and Mercury motor cars. 

Along these assembly lines the Ford Motor 
Company uses Yale Cable King Wire Rope Elec- 
tric Hoists for hoisting jobs. 

Manufacturers in every line of business have 
found that Cable Kings do hoisting jobs faster, 
better, more economically. They have found that 
they can depend on the speed and efficiency of 
air-cooled Cable Kings. 

Have you a hoisting operation that needs an 
ever-ready, dependable electric hoist? Then 
you'll want to investigate the Yale Cable King. 
Get in touch with your distributor today. Or 
write to us for full information. 


Capacities '/4 to 6 tons. 


IN CANADA: ST. CATHARINES, ONT. 


Makers of Yale Hand Chain Hoists, Electric Hoists, Electric 


THE YALE & TOWNE MFG. CO. 


PHILADELPHIA DIVISION, PHILADELPHIA, PA.. U.S.A. 
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_¢ °° THERE’S A POWELL VALVE] | 
BETTER EQUIPPED TO FULFILL EVERY| | 
OR CUSTOMER REQUIREMENT! 








» From the smallest needle valve, for dependable 
' instrument line service, to the largest motor- 
» driven, high pressure valve, Powell offers you 
© acomplete line from which to fill every prospect 
» and customer requirement. Coupled with this 
» variety of valve types and designs are the 
© hidden qualities found in each Powell Valve 
|... qualities made possible through constant | 
_ research and experimentation . . . qualities that 
' assure your buyers an extra margin of service, 
» whether under routine or abnormal conditions. 


a We show here typical items in the Powell line, 


POWELL 
VALVES 


THE WM. POWELL CO. CINCINNATI, OHIO 
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each one representing hundreds of patterns for! 
varying service requirements. Space naturall y 
does not permit detailed descriptions of each 
one, but specific price and product information: 
on any given type will gladly be supplied upon: 
request. Also, our trained staff of engineers. 
freely offer you their services in recommending } 
valves which appear best suited for your pros-¥ 
pect’s or buyer's needs. 


Remember to look to Powell for quality of | 
product, versatility of line, and downright sale- | 
ability. Costing no more in the beginning, Powell | 
will pay you more in the long run... in added | 
customer satisfaction, added business, and 7 


Fy greater profits! 


@ You Need More Than a Photograph of the 
Finished Product to See All the Qualities that 
Make Powell Valves... Easier to Sell... More 
Profitable to Represent 
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Ed Idema (left) president of Manufactur- 
ers Supply Co., Grand Rapids, Mich., has 
two early bird callers in the guise of I. E. 
Anderson (Keystone Lubricating Co.), cen- 
| ter, and Ed Bernau (Black & Decker Co.). 
Both ready to go out on calls with Ed's 
boys. 





Newquist to Houston 
For Allis-Chalmers 


Ralph R. Newquist has been ap- 
pointed manager of the district office 
at Houston, Tex.,  Allis-Chalmers 
Manufacturing Co. announced | this 
| week. Since joining the company in 

1934, Mr. Newquist has been stationed 

in the district offices at Chicago and 
| Pittsburgh, and more recently at Bos- 

ton. Prior to that he was connected 
| with several other engineering and elec- > 
| trical concerns. 

Mr. Newquist is an electrical engi- 
neer, graduated from Pennsylvania 
State College, and is affiliated with 
the American Institute of Electrical 

| Engineers. At Houston, he succeds 


As specialists in the manu- 4 | K. P. Ribble, who has obtained leave 
" « e of absence. 
facture of high-grade pliers 


and wrenches ...we make Adding Ahlberg Bearings 


painstaking efforts to create We: Complete line of Ahlberg bearings 
» foe e : t . s SOs 7 ao ! 4 ‘ 
ore & 7 i ; z ae 


has been taken on by the following 

| distributors: Allen & Webb, Charles- 
ton, S. C.; J. G. Christopher Co., Jack- 
| sonville, Fla.; Cohen Machinery Co.. 
Inc., Manchester, N. H.; Dixie Mill 
Supply Co., Shreveport, La.; Electric 
| Tool & Equip. Co., Baltimore, Mary- 
| land; Hart Industrial Supply Co., Okla- 
| homa City, Oklahoma; Humphrey’s 
Spring Works. Joplin, Missouri; No- 
| land Co., Inc., Norfolk, Va.; J. J. Stan- 
gel Hardware Co., Manitowoc, Wiscon- 
sin; T-V Supply Co., Wichita, Kan- 
sas; Towner Hardware Co., Muskegon, 
Michigan; and R. B. Wing & Son 
Corp., Albany, N. Y. 


og @ ; ; tives na 


ee: EP CE CERT 





Adds Disston in Detroit 


The Rayl Co., Detroit distributor, 
has taken on the full line of industrial 
products made by Henry Disston & 
Sons. 
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THE WORLD HAS MADE A BEATEN 
PATH TO OUR DOOR— 


—because "TOLEDO" has made better pipe tools and pipe machines. 





Never has this fact been so well proven as today. Although our plant is operating day and night 
shifts, the demand is so great for genuine "TOLEDOS" that it may be necessary to wait a little 


longer. A steady stream of pipe tools and power pipe machines is leaving the "TOLEDO" factory 
daily. 


All shipments are on orders from our distributors, for "TOLEDO" doesn't take orders direct. 


The world has indeed made a beaten path to our door for nearly forty years and the reason is not 
hard to explain—it is price, quality and service. 


THE TOLEDO PIPE THREADING MACHINE Co. 
TOLEDO, OHIO NEW YORK OFFICE, 502 NO. 2 RECTOR ST. BLDG. 


"TOLEDO" 


REGISTERED 
aS mar Orrme 
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AND MAKE MORE MONEY 
FOR YOURSELF - - - - 


Capewell Blades Cut Faster, Last Longer 











The man responsible for speeding 
production — the man who gives 
you business—is today very 
much on the spot. Win his grati- 
tude by telling him about Cape- 
well hack saw blades. Don't ask 
him to take our word for the 
records they have hung up — rec- 
ords for longer life and faster 
cutting. Simply ask him to order a 
trial lot —to see the speed and 
economies on his own job. 












Write today to 
THE CAPEWELL 
MFG. CO. 

Hartford, Conn. 


cAPEWEL, 


CK SAW BLADES 





| Laketon 








500 Brave Storm to Visit 
Lakeshore's New Building 


On the afternoon and evening of 
January 17, the Lakeshore Machinery 
& Supply Co., Muskegon, Mich., form- 
ally opened new quarters at 400 W. 
Ave. Despite a snow and 
sleet storm which iced the roads to 
glassy slipperiness, about 500 guests 
purchasing plant superinten- 
dents, shop foremen, maintenance engi- 
neers and  machinists—braved _ the 
storm to take part in the celebration. 
Manufacturers’ representatives on all 


agents, 


Lakeshore’s leading lines were on hand 
with attractive displays which aroused 
a good deal of interest. Special treat 
for the arranged by Arnold 
Andersen, Lakeshore president, was a 
banquet table laden with real Swedish 
smorgoésbord. 

Located in the heart of Muskegon’s 
industrial center, Lakeshore’s attractive 
new home stands out prominently. It 
is a two-story building of light colored 
brick, with a frontage of over 80 ft. 
devoted to large display windows. First 
floor of main building is divided into 
two equal sections of approximately 
3200 sq. ft. each. The major portion of 
front section is devoted to a floor dis- 


guests, 


play of light machine tools and acces- 
A call counter extends across 
the entire rear. 


sories, 
Offices are located on 
the two sides. Flourescent lighting is 
used throughout this part of building. 
Unit heaters keep temperature comfort- 
able at all times. 

Rear section serves as a stockroom 
parts, 
grinding wheels. 


for small hose, wire rope and 


Rows of steel shelv- 
ing, well lighted overhead, house the 


many hundreds of small industrial 
parts stocked. The shipping and re- 


ceiving departments are also located 

here. A spur track feeds in directly 

behind this section and an_ inclined 
(Continued on page 84) 





The “competition” stops in to extend best 
wishes to Lakeshore Machinery & Supply 
personnel in their new quarters. With C. G. 
"Casey" Vanderwier (right) of Lakeshore 
are, left to right: Nick Workman, Muskegon 
Hardware & Supply Co. and Ken Towner, 
Towner Hardware Co. 





Al Raddatz (left) and Arnold Anderson, 
vice-president and president respectively, 
take time out for minute's rest during Lake- 
shore's show. W. Earl Lakey, secretary, was 
bedded down at home with the Flu. 





While some of the guests in background helped themselves to real Swedish Smorgosbord, 
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| others found convenient tables to park and discuss the new Lakeshore layout, 
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EEP a picture of this fa- 
mous trademark in your 
mind. It’s a tremendously valu- 
able thing to find, when you 
buy lamps. 

It means rugged lamps, built 
to give dependable service! 

It means efficient lamps, built 
to give more light at no extra 
cost! 

It means economical lamps, 


Hyg 


Incandescent 
z= 








rade 


and Fluorescent Lamps 


How to Cut Lamp Cost 

















priced lower than ever before 
in our history! 

That’s why so many of Amer- 
ica’s largest plants and factories 
today specify Hygrade Tested- 
Quality Lamps— as fine as, or 
finer than, any lamps in the 
world! 


WRITE TODAY ‘for quantity 


prices and discounts. Dep't MS2. 
Hygrade Sylvania Corp., Salem, Mass. 





Copr. 1941, Hygrade Sylvania Corp., Est. 1901. Makers of 


Hygrade Miralumes and Sylvania Radio Tubes 





Take it from me, the lamp market is a 


tough one to crack. Those purchasing 


agents set mighty high standards for 


us lamps to live up to. But | never have 


any trouble meeting high standards — 


thanks to those quality-minded folks up 


in Salem! 
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ONE OF A SERIES OF 


USE THIS POINT TO INTEREST 
A PROSPECT IN A 5-TON JACK... 


Do you like to have a key sales 
point to capture your prospect's 
attention? This Duff-Norton 5-ton 
jack has such a point—the Single 
Unit Automatic Lowering Mechan- 
ism. You can readily make every 
prospect see the exclusive advan- 
tages of this mechanism. Because 
of the simplicity and sturdy con- 
struction of this vital feature, it 
appeals to the buyer, and opens 
the door for you to drive home 
additional Duff-Norton sales points, 


such as the rigid base construction, Single-Unit Automatic 


handy grips, easy action, etc Lowering Mechanism 


Review your call list with Jack business in mind, 
checking your best Jack prospects. Call on these selected 
prospects and take a husky Duff-Norton 514 with you. 
Demonstrate the simple, effective mechanism; point out 
other strong features—and watch your Jack sales grow! 


THE DUFF-NORTON MANUFACTURING COMPANY 


PITTSBURGH, PA. 


Canadian Plant Coaticook, Quebec 


“THE HOUSE THAT JACKS BUILT’’ 
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ramp has been cut out for loading and 
unloading trucks at platform level. 

Rear portion of second floor is given 
over to stocking steel pulleys, manila 
rope, shovels and contractors’ supplies. 
\ freight elevator connects directly 
with shipping department. At present 
the front section is unused, but plans 
are underway to convert it into an 
attractive display and demonstration 
room for small machine tools. 

Two smaller, one-story buildings ad- 
join the rear of the main_ structure. 





C. G. "Casey" Vanderwier, manager of mill 
supply department at Lakeshore Machinery 
& Supply Co., Muskegon, Michigan, ex- 
plains the workings of the two-way speaker 
system to a guest at the open house. 


One is used as a machine shop and 
the other as a combination storeroom 
for used light machine tools and a re- 
pair department for welding and filing 
bandsaws. 

Quick, snappy communication — is 
maintained between offices and other 
departments by a two-way speaker sys- 
tem. C. G. Vanderwier, manager of 
the mill supply department, simply 
flicks a switch on his desk and the 
boys on the other end start putting a 
rush order in the works. 


Standard Automotive Supply 
Expands Lines, Sales Staff 


Three new lines——Worthington air 
compressors, Lyon Metal Products’ 
steel furniture, and fluorescent lights 

have been taken on by the Standard 
Automotive Supply Co., Washington, 
D. C. Two new salesmen have also 
joined the company, according to 
Frank G. Stewart. They are Hal M. 
Lowry. on industrial sales, and C. S. 
Clifton (formerly a buyer for the 
government), who will handle govern- 
ment business. 


Takes on Dodge Transmission 


White Supply Co.. Waterbury, Conn., 
recently became exelusive distributor 
for Dodge Mfg. Co.'s power transmis- 
sion equipment in Waterbury and sur- 
rounding territory. 




















CUTE! The compact Fafnir Sewing Machine BRUTE! Fafnir Double Pillow Blocks are big 
Lo:cs used on this job are pretty cute tricks. brutes, built for tough work like these couch 


And they saved $107 a year on lubrication! rolls, They’ve given six years’ steady service, 








Distributor Profits From 
Sewing Machines or Paper Mills... 


Or any of a hundred other applications right in In addition to the most complete line in America, 
your territory that require the wide range of Fafnir Fafnir backs you with full distributor support. Write 
Ball Bearings and Transmission Units for efficiency for details of the profitable Fafnir Franchise. The 


long service and economical power transmission. Fafnir Bearing Company, New Britain, Connecticut. 


Felt line- Full support- Full profits FAFN R 


Ball Bearings 


THE BALANCED LINE 
MOST COMPLETE IN AMERICA 
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NORTH BROS. MFG. CO., PHILADELPHIA, U.S.A. 
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YANKEE’ VISE No. 993 CONVERTED 
INTO DRILLING AND TAPPING JIG 


For accuracy and speed in handling work—sell 
‘*Yankee”’ Vises for modern shop equipment. 
Accurately machined — sides, ends and base, the 
‘*Yankee’’ Vise holds work square on face plate 
or machine bed. Vise at right, made in four sizes: 
No. 991; 12” jaw width. No. 992; 
2” jaw width. No. 993; 234” jaw 
width. No. 994; 4” jaw width. /[ 
‘*Yankee”’ Vise also available 
withremovable swivel base. Sizes: 
Nos. 1991, 1992, 1993 and 1994. 





YANKEE Ne 993 
1 Oe 8 oe meek 


V-qreeved Hard- 
ened Steel Block 
Holds Rounds 


ORDER FROM MILL SUPPLY JOBBER. FOR “YANKEE” VISE CIRCULAR 
WRITE NORTH BROS. MFG. CO., DEPT. ML, PHILADELPHIA, U.S.A. 
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Leonard S. Parker Named 


Vice President of Skilsaw 


Leonard S. Parker, superintendent 
of production for Skilsaw, Inc., Chi- 





LEONARD S. PARKER 


cago, has been named vice-president in 
Mr. Parker has 
associated with the Skilsaw  or- 
ganization since 1931. 


charge of operations. 
been 


Joseph Dixon President Dies, 
Succeeded by Schermerhorn 


J. H. Schermerhorn has been elected 
president of the Joseph Dixon Crucible 
Co.. following the death of, on Dec. 20, 
Smith who had headed the 
company for many years. 


George T. 


Mr. Smith’s career extended over a 
period of 68 years of business ex peri- 
ence in such fields as railroading, bank- 
ing, government and industry. At the 
time of his death he was 85 years old. 


Falk Appointed 
General Supt. 


The Falk Corp.. Milwaukee, manu- 
facturers of gears, couplings, steel cast- 
ings and heavy machinery announced 
the promotion of Harold F. Falk to 
the position of general superintendent. 

Mr. Falk became associated with the 
company degree 
from the School of Engineering, Uni- 
versity of Wisconsin, and rose to the 


upon receiving his 


position of superintendent of welding 
department where he until 
1936. He was placed in charge of shop 
production and 1937, 
1940 
production 


remained 


schedules in 
in that capacity until 
was 


working 
when he 
manager. 


appointed 











iSISTON MTODERN MILLING CUTTERS 
TO PRODUCE ACCURATE WORK --- FAST! 








Help your customers produc 
8 Profitably to today’s standards 
Specify Brown & Sharpe Cutters 





Here's an opportunity for added sales a 


| |BS profits. Brown & Sharpe Mfg. Co., Providenc 


R.1.,U.S. A. 


ye ae 
\ Ba \ 


BROWN & SHARPE 


CIiTTEDC 











CO-OPERATION 





THE LENOX WOLVES 
Howl Their Message 


In these days when metal cutting is being done as never 
before there are two things we want you to remember. 
LENOX QUALITY will not be lowered in any way and 
LENOX SERVICE to our Distributors will be continued 
100%. 


AMERICAN SAW & MFG, CO., SPRINGFIELD, MASs., U. S. A. 


oom . | 
tag 
& itm 2) 


= 


Cc 
Mend 
HACK saws 


ya 
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| George Jeppson Elected 
President of Norton Co. 


George N. Jeppson has been elected 
president of the Norton Co., succeeding 
| Aldus C. Higgins who resigned to be- 








| GEORGE N. JEPPSON 
| 


come chairman of the board, a position 
which has been vacant since the death 
| last year of Charles L. Allen. Mr. 
| Jeppson has been vice president and 
| treasurer. He has a record of 49 
years’ service with Norton. 





From Orlando, Fla. where the letterhead of 
Harry P. Leu, Inc. carries the line "Florida's 
Largest Citrus Packing Supply House,” 
comes this snapshot of Leu office girls. It 
might be captioned ‘Florida Peaches". The 
girls are all residents of Orange County. 
Within easy eyesight are luscious Florida 
oranges. The apples they're eating came 
from the state of Washington. One more 
sidelight (for Californians) and we'll stop: 
Two of the girls came to Florida from Ala- 
bama, one from New York, one from South 
Carolina, one from Canada, two are native 
| Floridians. 
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When your customers need 
lron-Body Wedge Gate Valves 


Some of the Kennedy sis Sian yun “ 7 
fron - Body Wedge On -B00 weDGe GATE VALVES 


Gate Valve Types | : Bor ey =h 











Starcard outside- Standard outside- : ne 22 OS ws 
screw - and - yoke screw - and - yoke sel ’ i 4 } =e oe te att 2 Ss an esse f 
screwed valve flanged valve gina Siren | lle esttaeee™ | 














.... look up 
the many advantages of Kennedy design 
in the new Kennedy Catalog 


iat - oe; For example, the standard Kennedy iron-body wedge gate 
valves have more than three dozen advantageous features, 
which are not to be found in any other single standard 
wedge gate design. Each of the other Kennedy valve types, 
too, has distinctive features of interest to every valve user. 
These features are more than mere talking points—they are 
service points that will attract the attention of valve pur- 
chasers and help you sell Kennedy valves. 


For full information on the many advantages of Kennedy 
Products, write for the new 240-page letter-size cloth-bound 
Kennedy catalog—you will find it full of helpful material. 


The Kennedy Valve Mfg. Co. ... Elmira, N. Y. 








175-Ib. outside - 175-Ib. non - rising 
screw - and - yoke steam flanged valve 
screwed valve. 


di 


See ee ont. KEN N EDDY 
€vtra Values in VALVES and PIPE Fil INGS 
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Send the i The Kennedy Valve Mfg. Co., 1810 E. Water St., Elmira, N. Y. 
Please send copy of your new 240-page catalog 
coupon —_— 
for Position ...... 


your copy =; Company 
Address ......... 
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FIBRO 
Se 





FORGE 
Screw 


MARK 


the results of a Superior 
Method of Manufacturing 
Originated, Patented and 
exclusively used 


by 
HOLO-KROME 


HOLO - KROME Distributors 
know the profitable Volume 
Producing Value of the 
FIBRO FORGED Screw story 
(Completely Cold Forged) as 
they are constantly adding 


new accounts that 


Landardige on HOLO-KROME 


because of their 


Guaranteed UNFAILING PERFORMANCE 


its NEWS! 





90 





BE SURE TO LOOK 
FOR HOLO-KROME 
IN THE MARCH ISSUE 








edi a a _—— a 


THE HOLO-KROME "SCREW CORP SOCKET SCREWS HARTFORD, CONN. USA 
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Emotional appeals such as those employed 
in cigarette advertising (Keep Kissable, 
They Satisfy, etc.) can be adapted to sell- 
ing power transmission equipment, F. M. 
Johnston, well-known lecturer and author 
of "Creative Salesmanship," declared at the 
January meeting of the New York chapter 
of the Power Transmission Council. Left, W. 
J. Browne. and right, E. G. Price, both of 
Frank Tracy, Inc. 


Ray Neal Tries Deer Hunting, 
Bags One, and Stages a Party 


When Ray Neal. president of the 
R. C. Neal Co. in Buffalo, was invited 
to go deer hunting by his friend W. R. 
Fisher of Universal Engineering Co., 
Ray was dubious. “Never been deer 
hunting in my life.” said he. But, 
Fisher was adamant. and eventually 
Ray found himself tramping through 
the wilds of Michigan in search of 
venison. 

“There you are.” whispered Fisher 
when something stirred through the 
bushes nearby. Ray gingerly aimed 
and fired. Thus, the first nine-point 
deer Ray ever faced outside a zoo was 
nailed on the spot. Nor does that end 
the story. 

Back home Ray discovered that J. D. 
Reep, who works the Buffalo territory 
for National Twist Drill, had also re- 
turned triumphant—from Pennsylvania 
deer-hunting country. So the two hunt- 
ers put on a Venison Dinner for about 
135 at the Buffalo Athletic Club. To 
attend, one had to procure an “R, ( 
Neal” special hunting license and don 
a bright red jacket. 

Rumor has it that Ray Neal will go 
deer hunting again. 


Boyer-Campbell Employees 
Give Officials Xmas Baskets 


Day before Christmas the employees 
of Boyer-Campbell Co., Detroit supply 
house, presented various officials of the 
company each with a large holiday 
basket of fruit. preserves and wine as 
a tribute to those who guide the poli- 
cies of the company. 
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FROM A 


SINGLE 


SOURCE OF 


SUPPLY 


Wickwire Wire Rope Distributors benefit by 


dealing with a single reputable manufacturer, 





responsible in every rope sale for customer- 
satisfaction. With the Wickwire line they 


have a stock so complete and balanced that it 


ERNE OE 


meets every customer's requirements. 


Prospects know the reputation of Wickwire 
Rope and customers know its performance. 
For simplified stock maintenance, for increased 


volume, for plus-profits, sell Wickwire Rope. 





Write for Distributor’s Plan. 

> * 
Wickwire covers the nation with hard-hitting sales 
support in men, promotion and advertising. Fourteen 
strategically located, company-owned warehouses, assure 
service-plus of Wickwire Rope in every size, grade 
and construction. It’s uniform .. . It’s high quality. 


() aenene 


HOUSTON ( 





ais 


WICKWIRE SPENCER STEEL COMPANY 


General Offices: 500 Fifth Avenue, New York City; Sales Offices 
and Warehouses: Worcester, New York, Chicago, Buffalo, San 
Francisco, Los Angeles, Tulsa, Chattanooga, Houston, Seattle, 
Abilene, Texas. Export Sales Department: New York City 
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LOWER MAINTENANCE 


AND EXTRA YEARS OF SERVICE 
Make a Hit with Your Customers 


Wouldn’t it be easier to sell Fairbanks Renewable Valves, when you 
could point out to customers that they assure easier renewal, lower 
maintenance cost, tighter joints and longer life because of the follow- 
ing features? 

Every part of Fairbanks Renewable Valves subject to excessive wear 
can be renewed quickly and inexpensively without removing the valve 
from the pipe line. That saves buying new valves, saves the labor and 
cost of removing valve from the line and eliminates costly interrup- 
tions of service. 


Because of their renewability and rugged construction, Fairbanks 
Renewable Valves will outwear the pipe line. 
est in the long run. 


They’re far the cheap- 





Radial seat insures a tight Slide-on dise holder drops The strong bronze union 


joint and perfect align- off when valve iis taken nut with large hexes offers 
apart and makes it easy to Gr | ’ 
ment of parts when new change disc. Will not bind a firm wrench grip and 
dise is inserted. No slid- or stick regardless of posi-  Petmits removal of bonnet 
ing or seraping of seating tion of valve. Any stand. without damage. 
sntlincan. ard make of ring fits this 
holder. 








The 


heavy, 


rolled-bronze — Protected top seat above Composition Asbestos Dise 
rod stem has an average stem threads seats tightly Ring can be used for 
strength of 65.000) Ibs. on bonnet when valve is steam, hot water or cold 
More than 5 threads are opened for repacking water without cracking or 
always in contact with under pressure. flaking off. Extreme resili- 


bonnet. eney assures lightness. 


Fairbanks Valves are made in more than 3,000 different standard and 
renewable types and sizes. 

It will pay you to write for our catalog No. 21 and full particulars 
regarding our exclusive franchise for distributors. 


THE FAIRBANKS COMPANY 
19 EAST 4th ST., NEW YORK, N, Y. 
Boston, Pittsburgh 


Factories: Binghamton, N. Y., Rome, Ga. 


Renewable 


Valves 


MILL SUPPLIES © FEBRUARY, 1941 








92 





















- a \ 
a 


W. Gibson Carey, Jr., president of Yale & 
Towne Mfg. Co., accepts the Award of 
Merit presented by the Hardware Mer- 
chants and Manufacturers Association of 
Philadelphia, Jan. 30 at the Penn Athletic 
Club. At Mr. Carey's left: Dr. John L. 
Davis, speaker of the evening, and S. 
Horace Disston, president of Henry Disston 
& Sons, Inc. About 525 were present at 
the dinner. 


Barrett-Christie Tool Catalog 


Barrett-Christie Co.. Chicago supply 
house, is sending customers an attrac- 


tive new two-color booklet of Metal 
Cutting Tools. Liberal use of engi- 
neering data and actual installation 


of the various machines make 
bulletin helpful to buyers of 
10 
pages and has been planographed in 
red and black by Weinberg & McKee, 


Ine. of Chicago. 


pictures 
the new 


metal cutting tools. It consists of 





Four promising young men have-joined the 
Riechman-Crosby staff in Memphis. Left 
to right: B. Fields, stock clerk; Harry Gath 
who comes well recommended from the 
Colonial Supply Co. in Pittsburgh (Harry 
married a Southern belle and is now the 
proud parent of a baby girl, Mary Quinn); 
Harry Alcott, son of Vice President Richard 
Alcott, and W. B. Burlington, invoice clerk. 
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Jr. Screw Plates 
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Rearmament in these days of mechanized war certainly calls for huge 
quantities of small tools. But increased production also means in- 
creased maintenance — and a lively market for all sorts of main- 
tenance tools. 


Don’t overlook screw plates. Busy plants need them particularly. 
But so do schools — so do hospitals and the maintenance departments 
of every big office building, not to mention garages and repair shops 
of all kinds. 


“Little Giant,” “Little Giant, Jr.,” or “O.K.,” Jr., “G.T.D. Greenfield” 
Screw Plates provide a breadth of line and price range to meet 
every need. 


GREENFIELD TAP & DIE CORPORATION, Greenfield, Mass. 


Detroit Plant: 2102 West Fort St. Warehouse in New York, Chicago, I 
San I ! co. In Canada: Greenfield Tap & Die Corp. of Canada, Ltd., Galt, On 


wWO\.GREENFIELD 


TAPS * DIES * GAGES * TWIST DRILLS * REAMERS * SCREW PLATES * PIPE TOOLS 
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The new catalog of the W. M. Pattison Supply Company, Cleve- 
land, Ohio, is the fourth Donnelley-built catalog issued by that com- 
pany to meet the chan ging needs of industry of the past three decades. 


‘Lo Conserve 
Your Salesmen’s Time 


% Does it take your salesmen one minute, or ten, to locate 
information for a buyer? And what about the times when 


your salesmen are not with the buyers? 





%*% Now 
the effective working time of each of your salesmen by provid- 


ing them with the most im portant of their working tools— 


when time is money—you can add an hour a day to 


an up-to-date catalo g. 


R. R. Donnelley & Sons Company — 


350 EAST TWENTY-SECOND STREET, CHICAGO, ILLINOIS 
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Goodyear Shows Rubber 
As Factor in War 


Importance of rubber to the national 
defense is graphically signalized in a 
colorful exhibit of war materials being 
manufactured by the Goodyear Tire & 
Rubber Co., Akron, Ohio. The exhibit 


is now on tour, being shown in various 


THIS TUBE 
SEALS BULLET HOLES / 


ooeveas 7 


One section of the 
graphically showing the development that 
makes rubber gasoline tanks and tire tubes 
impervious to bullets. 


Goodyear display 


cities to representatives of the press 
and dealers who distribute the com- 
pany’s commercial products. 

Actual samples of such vital defense 
materials as bullet-proof gasoline tanks 
for military aircraft; barrage balloons 
for air raid defense; rubber track 
blocks for combat vehicles, more than 
a dozen other key items are supported 
with spectacular photographs illustrat- 
ing their application in action. 

Rubber flotation bags designed to 
fold into the wings of planes that fly 
over water, ready for instant inflation 
in event of emergency landing at sea, 
protect valuable equipment. Even more 
important are the cleverly designed 
inflatable rubber boats which are for 
use of flying personnel forced down 
upon the water—or may be used for 
ferrying troops across streams. 

Truck constructed — that 
equipment on which they are installed 
can continue in service for as much as 
100 miles even though the tires be 
riddled with bullets; inner tubes that 
close up bullet holes without appre- 
ciable loss of air pressure, are included. 

Variety of rubber’s military useful- 
ness is exemplified by self-sealing air- 
plane fuel-line hose that will seal up 
machine gun bullet holes, gas masks, 
whipped latex pads for wounded arms 
and legs, waterproof, transparent Plio- 
film bandages and dressing covers for 
bandaged members. 


tires, so 


The exhibit, arranged with the co- 
operation of the War and Navy depart-, 
ments of the United States government, 
will be put up in important cities from 
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available NOW—a complete line of 
INDUSTRIAL RUBBER GOODS to serve you! 


BELTING * PACKING * HOSE * PUMP VALVES 
TUBING * MATTING * GASKETS 








BELTING HOSE PACKINGS- 
CONVEYOR (continued) 
—- TANK WAGON Pear 4 
VACUUM 
New costly installation of machinery—factory | TRANSMISSION VINEGAR panty 
WATER 
improvements—coordination and rearrangement GASKETS WELDING —_ 
ASBESTOS 
of some departments—large increase of items CLOTH INSERTED MATTING an 4 
; ; FIBER CORRUGATED on. 
in our warehouse stocks, ideally located near HANDHOLE NU-CORR om 
MANHOLE 
large industrial centers, make possible prompt TUBULAR MATS MOULDED 
shipment from Coast to Coast and Lakes to Gulf. HOSE ny ARTICLES 
ACETYLENE DOOR BAND SAW BANDS 
: ACID SINK DIAPHRAGMS 
Secure all your requirements for Mechanical AIR DRILL DISCS 
AUTO HEATER PACKINGS- QUOITS 
Rubber Products from one source of supply— BOILER WASHOUT ROD RUBBER COVERED 
BREWERS ROLLS 
Quaker, for we manufacture a complete line. | cHEMICAL = SANDER RUBBERS 
CREAMERY a SCOURING RINGS 
CURB AIR pao WINDSHIELD 
Quaker Products are manufactured by skilled § DREDGING SLEEVES sper panssuan RUBBER 
EXTINGUISHER Saar cama TUBING 
mechanics supervised by experienced execu- re HYDRAULIC 
BEER 
tives. Quaker can serve you promptly and ef- CARDEN -. EXTINGUISHER 
GAS 
ficiently with Belting, Hose, Packing and over HOT WATER — PURE GUM 
MOULDED 
9,000 products. OIL ACID 
PAINT SPRAY PACKINGS- oo 
. . ; = ; SHEET 
Some territory still available—get in touch pon dn aan naan 
with us today. acd ROAD CONTRACTORS RUBBER MEDIUM 
ae’, SAND BLAST WIRE INSERTION AIR 
Ask about the Quaker’ franchise and ‘SPRAY — WATER 
. a nas - . RED BRINE 
oer of Distributor’s protection. sucrion CHUTE LINING SYRUP 
eer 
YEARS | PHILADELPHIA 
cousiste NEW YORK * _BUFFALO « CHICAGO . _ MEMPHIS e HOUSTON « SAN FRANCISCO 
Qua “Sats C 
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Spear point for your 
presentations 


The new Flat Head Cap Screws produced by ALLEN 
stand in the forefront of socketed screws against a back- 


ground of Allen stand-bys 30 years in the service. 


Let this “last word”’ in socketed screws be the FIRST 
word in your sales-presentation. Lead with it to focus 
the interest of buyers and specifiers. Show it as the latest 


sample of Allen’s priority in hex-socket developments. 


We address not only ALLEN Distributors but others. 
New reasons for buying Allen products are also new 
reasons for selling them. Here perhaps is the ‘“‘call’’ to 


you—to join the front line of Hollow Screw Distributors. 


We invite timely in- Allen Products are 


quiry about available sold only through the 


Allen franchises. Mill Supply Distributor. 





THE ALLEN MAN 


RD, ¢ 


FACTURING COMPANY 


NNECTICUL 
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| coast to coast for restricted inspection 


by the press and the Goodyear com- 
pany’s dealer organization. 


Defense Keynote of 


Machine Tool Meeting 

Complete airing of needs in all 
branches of the defense program will 
highlight the forthcoming Machine Tool 
and Progress Exhibition March 25 to 
29 at Detroit’s Convention Hall. Held 
in conjunction with the annual con- 
vention of the American Society of 
Tool Engineers, sponsors of the exhibi- 
tion, sessions each day will include 
talks by army, navy and aircraft offi- 
cials and executives and engineers of 
industry. Due to the need for educa- 
tion of men not only as to new ma- 
chines and tools available but also to 
operate the machines and tools re- 
quired for the expanded defense pro- 
duction program, the major theme of 
the convention will be “Education for 
National Defense.” 

On Monday afternoon, a special pre- 
view of the exhibition will be held for 
invited guests only, following a dinner 
for prominent officials of industry and 
government. 

Tuesday is designated as Aeronauti- 
cal Day, the exhibition being open to 
members and guests of the Tool Engi- 


neering Society. Papers on tooling for 


| aircraft engine and fuselage production 


| will be presented. 


Representatives of 


| both aircraft engine builders and auto- 


motive manufacturers will speak. Wed- 
nesday will be Navy Day when talks 
relating specifically to problems of this 
branch of the defense program will be 
presented, 

On Thursday three talks, each bear- 
ing directly upon education for de- 
fense will be given for the Tool Engi- 
neers. The subject will be “The Skilled 
Help Shortage Problem.” 

The annual banquet of the Society 


will be held Friday evening. The prin- 


cipal speaker at the banquet will dis- 
cuss the subject, “Expediting National 
Defense.” 





The Rayl Co., Detroit distributor, has 
worked out this convenient arrangement for 
storing parts and service items for Wright 
hoists, trolleys and cranes. 
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Every Shop Needs More 
Setting-Up Tools Today 


During recent depression years, with more time than 
work, many shops resorted to make-shift methods for 
setting-up jobs. But today, with shops trying to get 
every possible ounce of production, there’s no time to 
search the scrap heap while machine tools stand idle. 


Today, wherever shown, ARMSTRONG  Setting-Up 
Tools are selling in quantity. Comprising a complete 
line that meets all ordinary and most extraordinary 
setting-up situations on planers, shapers, milling ma- 
chines, boring mills and drill presses, etc., ete. They 
reduce setting-up time to an absolute minimum, assure 
strong, rigid set-ups and accurate work and prevent 
accidents and reduce spoilage. 


The ARMSTRONG Setting-Up Tool Line includes: 

ARMSTRONG PLANER JACKS 
With swivel heads . . . 4 sizes 

ARMSTRONG NON-SKID JACKS 
Non-creeping vertical and bracing jacks, each 
in 4 sizes. 

ARMSTRONG T-Slot Bolts 
Bolts, nuts and washers are of high tensile 
steel, heat treated and hardened. 3 diameters 
in 13 lengths. 

ARMSTRONG Drop Forged Strap Clamps 
Plain, “Screw Heel”, “Goose Neck”, “Finger”, 
“Double Finger” and “U" Types, each in sev- 
eral sizes. 


Now is the ideal time to build your 
Setting-Up Tool volume. Display and 


ARMSTRONG BROS. TOOL CO. oie CrMstTRONG SETTING-UP 


"The Tool Holder People” 


TOOLS. 


305 N. FRANCISCO AVE. CHICAGO, U. S. A. 


Eastern Warehouse and Sales: 199 Lafayette St., 


“‘ v.. & F¥. Write for catalog 
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ROTARY PUMPS 


for the 


PROCESS 
INDUSTRIES 


AMMUNITION and EXPLOSIVES 


are made from liquids such as 
phenol, toluol, glycerine, oleum, 
acetone, ether, alcohol, brine, 
etc. 


BREWERIES and DISTILLERIES 


for the movement of mash, 
spent grains, wort, hop jack, 
vorlauf, hot and cold beer, 
yeast, high wine, alcohol, etc. 


BY-PRODUCT COKE OVENS and 
TAR DISTILLATION PLANTS 
for benxol, toluol, tars, oils, 
pitch, naphthalene, tarvia, as- 
phaltum. 


CERAMIC MANUFACTURERS 


use rotary pumps for handling 
clay slip and non-abrasive glaze 
solutions. 


CHEMICAL PLANTS 
for chemical solutions, milk of 
magnesia, syrups and other 
liquids of low, medium and high 
viscosity. 


FERTILIZER MAKERS 
use rotary pumps for tankage 
and blood. 

GELATINE, GLUE, SOAP 


are at some time in a flowing 
state as are the ingredients used 
—oils, lye, glycerine, brine, hot 
wax, waste liquors, etc. 


PAINT and VARNISH MERS. 


for linseed oil, lead pastes, 
colors, lacquer, varnishes, driers, 
thinners, creosote, turpentine, 
benzine, soy bean oil. 


ROOFING MATERIAL PLANTS 
need steam jacketed pumps for 
asphaltum, tar, tarvia and 
other viscous liquids. 

TANNERIES 
for tanning fluids, dyes, finishes. 


There is exactly the right 
Roper Rotary Pump for you to sell 
for practically every liquid handled in the 
Process Industries—more than that, when 
you sell a Roper you open the way to 
more Rotary Pump sales because Roper 
performance sells for you. Get after this 
big field. If you want sales help ask the 
experienced Roper man in your territory 
—he'll be glad to lend a hand and help 
you do a real profit job. 


We have pumps standard fitted, 
bronze fitted and all bronze . . . capaci- 
ties from | to 1000 gallons per minute 

. pressures up to 1000 Ibs. . . 
from 1800 R.P.M. down. . 
and drives for every practical need... 
some models are steam jacketed. 


. speeds 
. mountings 


Write today for complete informa- 
tion on the opportunities for sales and 
profit that exists for you. 





GEO. D. ROPER CORP. 


Rockford, Illinois 


ROPER Ksta.~ DUMPS 


CEP ENOABLE 
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Everybody expects an order from an aircraft 
buyer. A. R. Relinger, purchasing executive 
of Fleetwing, Inc., aviation manufacturer, 
was a popular guest at the Keystoners' 
Christmas party in Philadelphia. Left to 
right: Dave Moffatt (L. S. Starrett), Jack 
McCann (J. H. Williams), Mr. Relinger, 
Bill Hoffman (Maddock & Co.), Norman 
Parks (Fleetwing), Harry Max (Alden Sup- 
ply), and Jack Davenport (W. M. Hanson 
Co.). Standing: W. H. Tupeny (Maddock), 
Eric Federschmidt (Black & Decker), and 
Joe DeJure (Joe DeJure Co.). 


DePass of Standard Supply 
Dies in New Orleans 


William K. DePass, Sr., president of 
the Standard Supply and Hardware 
Company of New Orleans, died on Jan. 
29 at the age of 72. 

Mr. DePass was born in Port La- 
vaca, Tex., but was a resident of New 
Orleans since early childhood. After 
completing his education at Tulane 
University, he accepted a position with 
Payne and Joubert, 
supply company. 


foundry and mill 
Promotion came rap- 
idly, and he was assigned to manage- 
ment of the firm’s mill supply depart- 
ment. 

About 33 years ago he founded and 
served as president of the Standard 
Supply Co. Later, when this company 
merged with the Finney, Gibbons and 
Gordon Hardware Co., it became the 
Standard Supply and Hardware Co., 
with Mr. 
dent. 

Until recently, when ill-health in- 
tervened, he was connected with numer- 
ous Civic 


DePass continuing as_presi- 


and philanthropic organiza- 
tions. He helped finance the New Or- 
leans Tuberculosis Hospital, and in 
1932 was president of the Orleans Anti- 
Tuberculosis League. He was a mem- 
ber of the Chess, Checker and Whist 
Club, the New Orleans Country Club 
and the Metairie Golf Club. 

Besides his widow, formerly Miss 
Dora Alma Batte, Mr. DePass is sur- 
vived by a son, William K. DePass, Jr.. 
and a daughter. Mrs. J. L. Harris, all 
of New Orleans. 




















UMI 


New Carhide Tool 


Specifications 
of Delta Carbide 
Tool Grinder 


This new Delta grinder has 
13%” x 8” Tables with 2” x 
3/16” grooves for fixtures. Ta- 
bles tilt 30° toward wheels 
and 45° away from wheel. 
Supplied with 1 No. 60 Grit 
and 1 No. 120 Grit Silicon 
Carbide Wheel. (Standard 
Diamond Wheels can also be 
used.) Speed: 3450 R.P.M. 
with surface speed of 5200 
R.P.M. Furnished with 1 water 
pot and adjustable light fix- 
ture. Sub-base is removable 
for easy cleaning. Reversing 
switch built into base. Avail- 
able with wide range of mo- 
tors to fit all needs—in choice 
of bench or pedestal models. 































A New Low-Cost Delta Unit Designed 
- ad for Grinding Tungsten-Carbide 
Tools — Which for Conven- 
ience, Accuracy and Sturdi- 
ness Cannot Be Duplicated 


Another Delta achievement—designed 
to insure accuracy and long life—manufac- 
tured by modern precision methods—so low in 
cost that it can be used in any shop, large or small. 
Equipped with one No. 60 Silicon-carbide wheel and 
one No. 120 grit Silicon-carbide wheel, the first for prelimi- 
nary grinding—the second for producing a perfect cutting edge. 
So accurate is the machining on this grinder that it runs abso- 
lutely true, free from vibrations so that accurate, delicate grind- 
ing can be done. Point for point—including its surprisingly low 
price, massive design and construction—you will find this the 
best carbide tool grinder of this kind available today. 





Here are some of the Special Features 


Reversible motor with self-sealed ball bearings—lubricated for life 

.. removable sub-base so that sludge can be easily and quickly 
cleaned out... adjustable swinging light with definite stop so that 
wires cannot become twisted in conduit... reversing switch con- 
veniently placed in front of grinder . . . available in both bench and 
pedestal models. 











The new low prices on Tungsten-Carbide Tool Steel 
have c created a rapidly expanding market for this 
type of grinder. For real value, this new Delta 
grinder surpasses anything available today. Take 
advantage of this unusual sales opportunity — 


and put some effort behind this number 
RIGHT NOW! 


al 


| a 


MILWAUKEE, WIS. 


630 E. VIENNA AVE. 
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POWER TO YOUR CUSTOMERS 


When You Sell Them Belmont 


This month we're pointing out to pack- 
ing buyers throughout the country that 
Belmont Packings help prevent power 
leaks. And we're giving them factual 
selling details. 


SUGGESTED PACKINGS 
FOR WATER SERVICE 


BELMONT 319 
You can do the same. Take Belmont Hollow Center Packing 
319, for example. Explain to each cus- 
tomer how only the finest quality rubber 
friction duck is used. Then tell them 
about the original Belmont hollow cen- 
ter which provides a point of least re- 
sistance for contraction and expansion. 
And as your clincher, you can point out 
that this hollow center also serves to 
keep friction at a minimum, since the 
packing tends to “breath” towards the 


Made of finest quality closely 
woven rubber frictioned 
duck, wrapped on itself and 
moulded to size. Supplied 
in packing space sizes 
“%” and over; lubri- 

cated and graphited 
unless otherwise 

specified 
























“hole,” as varying pressures are ex- BELMONT 9 
erted in the stuffing box. Special Hydraulic 
Packing 


These are the kind of real, down-to- 
earth selling facts that stand back of 
every piece of Belmont Packing. Use 
them—and you're bound to do a job. 


Made of Long Line best 
quality Flax stitched 
with strong linen thread 
into a moulded rubber 
and duck channel. The 
double combination of casing and flax 
makes two packings in one against the 
wearing surface. Supplied lubricated and 
graphited unless: otherwise ordered, in all 
packing space sizes from %” upward 





P. S. The new Belmont Catalogue is loaded 
with this type of factual sales ammu- 
nition. Refer to it before every pack- 

ing call. 








THERE’S A BELMONT PACKING FOR EVERY SERVICE 


BELMONT 


fo a es i 


THE BELMONT % ie, & RUBBER COMPANY 
BUTLER AND SEPVIVA STREETS e PHILADELPHIA, PA. 
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Section of new call counter installed last 
summer at Manufacturers Supply Co. in 
Grand Rapids, Mich. Ray Coby (left) and 
Henry Idema in a huddle while Ralph 


Tummer re-checks a phone order. 


Haseltine Personnel Shifts 


Robert C. “Bob” Cooper is now 
selling a section of the Western Ore- 
gon territory for J. E. Haseltine & Co., 
of Portland. He is making his head- 
quarters in Eugene. Cooper has been 
through all the departments of the 
company and was recently on city 
desk, handling orders and general office 
work, 

Ray Versteeg. who formerly had the 
Eugene territory, will go to the Seattle 
office, after a short period of intensive 
“brushing up” in the main office. He 
is also an experienced all-around man. 

Dorothy Ivey now presides at the 
telephone desk. She is no clinging vine 
despite her name, but is the competent, 
telephone company trained type of 
operator, 


Burdorf and Rhame Elected 
To Lunkenheimer Board 


Harry A. Burdorf and Frank P. 
Rhame, vice-presidents of the Lunken- 
heimer Co., Cincinnati. were elected to 
the board of directors at the annual 
stockholders meeting. 

Mr. Burdorf, who has been with the 
company since 1905, is vice-president 

charge of sales. while Mr. Rhame. 
who has been with Lunkenheimer since 
1919, is vice-president in charge of 
sales engineering. 


Burns and Razey Promoted 
By Hygrade Sylvania 


Appointment of M. D. Burns as fae- 
tory manager of the Hygrade Sylvania 
Corp.’s tube plant at Emporium. Pa.. 
has just been announced by H. W. 
Zimmer, general manufacturing man- 
ager of the tube division. C. R. Razey. 
formerly general foreman at Emporium. 
steps into the post of factory superin- 
tendent vacated by Mr. Burns. 
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No Bottleneck Here 
—with this battery of 


high speed 


automatic MARVEL Hack Saws 


This battery of nine high speed MARVEL No. 9A Hack 
Saws, with automatic bar push-up, has solved the cutting- 
off problems of R. G. LeTourneau, Inc., Peoria, IIL. 


Placed at the open end of the stock racks, they are used 
to cut-off single lengths or large numbers of identical 
pieces from 3” to 6” round bars, |” flats in widths to 
10”, and billets from 2” to 10” square. Built for con- 
tinuous heavy duty operation, all-ball-bearing and exceed- 
ingly fast, they have kept pace with the rapidly expanding 
production schedule at the immense LeTourneau plant. 


After more than 4 years of practically continuous night- 
and-day operation, Foreman R. C. Langhals, sums it up 
with, “Very little trouble and good work.” And, to that 
should be added: Faster than any sawing machines or 
other cutting-off method and extremely accurate—the 
most economical and efficient cutting-off tools available. 


ARMSTRONG-BLUM MFG. CO. "The Hack Saw People’ 5700 







tl 
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Today, leading plants 
everywhere are stand- 
ardizing on MARVEL 
SAWS and the posi- 
tively unbreakable 
MARVEL High-Speed- 
Edge Hack Saw Blades. 


To industrial distribu- 
tors, the MARVEL line 
offers not only univer- 
sal acceptance, but to 
an ever increasing de- 
gree, definite customer 
preference. 


Bloomingdale Ave., Chicago, U.S.A. 


Eastern Sales Office 


199 Lafayette St New York 


en | 
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ABRASIVE FILES 


INDIA 


ARE ALL FILE 





Not Just a Shallow Cutting Surface 


GREATER SPEED 
SUPERIOR FINISH 
LONGER LIFE 


INDIA — Aluminum Oxide, Oil-Filled, in three grits: 
Coarse, Medium, Fine. 


For faster, better work on tools and dies. 


HARD ARKANSAS — Superfine only, for the ulti- 


mate finish on all precision parts and intricate mechanisms. 
v 


30 SHAPES: Rounds, half rounds, triangle, square, oval, 
taper round, taper triangle, knife blade, diamond, and 21 
other special shapes, in a total of 97 sizes. 


a 
To Distributor Salesmen: 
India and Hard Arkansas Files give you that welcome chance of intro 
ducing practically a New small tool of tremendous use and efficiency. Many 
of today’s Mechanical and Purchasing Departments never heard of Abrasive 
Files and how well they did their part in the war period twenty-five years 
ago. History repeats itself today. If you are not selling Abrasive Files, have 
your Purchasing Agent write to us. Here's a tiny coupon that won't serioush 
deface the magazine. 


BEHR-MANNING (DIVISION OF NORTON COMPANY) Troy, N. 7. 








BEHR-MANNING, TROY, N. Y. 
COMPANY NAME ..... 


ABRASIVE FILE INFORMATION 


UTED cccncccececcecccsccscscescensencsnnocevecusenecasusnentuscorupsamnsencenouatenmnasesemmatiansenascqnccsoeqorss ee 
ciTy paccenecuscnennevbneeguannenevereseqeonnesecanesnenseanesatesnsgeessecosonsnen PAINE cecvccccsesecseccsccscseccesccenee 
BY ° cccoebopensanenessananeocevecsscunesesocssncanineseusened PR cecccecsncecsncncnsssnconcnsecos 
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New Factory Supply Set-up 
Arranged for Efficiency 


For a long time Larry Pickle, presi- 
dent of Factory Supply Co., Muskegon, 
Mich., had a weather eye peeled for a 
new location, not too far from town, 
with lots of window space and plenty 
of room for expansion. Last March an 
automobile agency relinquished just 
such a desirable spot at 1036-1042 Ter- 
race St. Larry immediately stepped in 
and acquired these quarters for Fae- 
tory Supply’s new home. Before the 
month was up, Larry and his boys were 
operating from their new home without 
hitch in service to their customers. 

“What I like about the new place,” 
said Larry, “is the feeling of comfort- 





L. E. “Larry” Pickle, president of Factory 
Supply Co., Muskegon, Mich., standing in 
center of floor display room which is flood- 
lighted at night. 


able roominess that prevails once you 
step inside the front door. Factory 
Supply has upped its inventory con- 
siderably since moving in these new 
quarters and yet in no way have we 
overcrowded the layout.” 

Approximately 1,000 sq. ft. is given 
over to a floor display which fronts on 
two sides of the building. Products 
shown are frequently re-arranged and 
at night flood lights from three sides 
light up this section. An equal amount 
of space is reserved for the telephone 
salesmen who are located on the left of 
the front entrance and benefit from the 
daylight streaming in from two large 
plate glass windows. 

In back of the display floor are two 
separate call counters. One is for small 
tools and parts, the other is entirely de- 








he 
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voted to a stock of grinding wheels in 
standard sizes that are frequently sub- 
ject to call. Excess stock of small parts, 
and the heavy material such as wire 
rope, large grinding wheels, hose, ete. 


are housed in a large warehouse of 
about 8.000 sq. ft. which is an integral 
part of the main building. 

“After moving in.” said Larry, “we 
found that in loading or unloading 








J. Walker (left) mans the small tool call 
counter while Norman Pickle prepares to 
sally forth on a call. | 
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speedy Comet Portable Ele 





Hoists are now used to kee 


Platform and inclined ramp _ built inside 
warehouse to facilitate loading and unload- ; ; Hiss 
ing at Factory Supply's new headquarters. interruptions — waiting for 

als—have been eliminated. 


chines at peak production. 


tion output is accelerated using 





trucks, especially those’ laden with 


Comet Hoists on trolleygf mono- 


heavy material, it required a good deal 
of extra time and handling. We over 
came this by building a platform, truck 
high, with an inclined ramp. This was 





rails and cranes to liftand qfinsport 


loads overhead. Wherevell careful 












checks are made, Come Hoists 





,OFrtant 
With 


‘ents 


can always point to an it 





erected inside the warehouse so that : . 
trucks can be loaded or unloaded with lessening of worker fatigt 
the minimum of delay and maximum of a minimum investment, a fe 


efficiency.” a day for operation, and the 








plest operating routine—just plug 


in the Comet Electric Hoist and 


H re} Bates Changes Name it goes to work—you can slep up 


zs efficiency, save valuable floor space 
To Acromark Corporation ; x — 
and cut down those “hidden” costs. 


advantages of CM products—sales messages that smooth, the way for profitable distributor sales. Mill supply dis- 
tributors interested in tying up with an. accepted and outstanding line are invited to write us for franchise details. 


Every month the important specifying and buying powers among industrial operating executives are Tolle Melolelimial-) 


The firm of H. O. Bates, manufae- | pot —_ 
turer of marking devices and consul- | C Ss H Oo LM ~ A Oo Oo oe fa 
tants on marking problems, has been 
incorporated as the Acromark Corp. | ° 


at 251 N. Broad St.. Elizabeth, N. J. ORPORATION 
Officers are H. O. Bates. president: 


THIS CM ADVERTISEMENT IS ONE OF A SERIES APPEARING IN LEADING INDUSTRIAL PUBLICATIONS 





J. L. Golomb. vice-president; A S. (Division of Columbus-McKinnon Chain Corp.) 
Bates. treasurer. and S. R. Rosenberg, 120 FREMONT AVE. TONAWANDA, N. Y. 
secretary Branch Offices: NEW YORK + CHICAGO + CLEVELAND 
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BIG VOLUME from small items 
--BIG PRO FITS from Complete Installations 
WHEN YOU SELL THE 


AIRPAINTING 
EQUIPMENT 
LINE 


COUPLINGS FOR BRAIDED AIRHOSE 














AIR OR FLUID VALVES 
SAFETY POP-OFF VALVE 


ONE JOBBER SOLD 120 


quick detachable couplings on one 
order fo one customer— 


eal 





Jobbers sell regulators — couplings — 
valves — separators in 50, 100 and 200 
lots. These are profitable sales — there 


is a large demand for these small quick 
selling items—Paasche has them for you 








so that you can fill all demands — they 
WATER, OIL are packaged in quantities for easy stor- 
AND DIRT age, handling and identification — Send 
asa aa now for prices and discounts. 





AIR REGULATORS 
WITH GAUGE 


This sale ran 
into real money 


Picture shows one of a bat- 
tery of three Paasche Auto- 
matie Aircoating Units in 
one famous munitions plant 
—sold by a Paasche jobber 
on one order. National De- 
fense preparation alone of- 
fers you a large opportunity 
for immediate and _ profit- 
able business. The large 
PAASCHE line, designed to 
give the user the most bene- 
fits, gives you types to meet every de- 
mand. 


Learn how Piaasc he men cooperate——send for catalog—ask about the Paasche Distributor Policy 
that protects your interests, 


faascls Hirbrash be 








Manufacturers of Airbrushe 
Airpainting | nits 


Aircompressor Units 
Stripers 


Airfinishing Booths 


Hose Coupling 
Ventilating Units 


Water, Oil and Dirt Eliminators 


Oiling Guns—Portable 


Sprayer 
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Jacobs Now Sales Manager 
Of Wood Shovel & Tool 


Retirement of C. L. Butts.from Wood 
Shovel & Tool Co.. Piqua, Ohio. where 
he held the position of sales manager. 





N. T. Jacobs is Promoted 





C. L. Butts Resigns 


is announced by C. C. Proctor, vice 
president and secretary. He is being 


succeeded by Norbert T. Jacobs. 


New Blackhawk Appointments 


J. E. Dilworth Co.. Memphis, Tenn., 
and Herr & Co.. 
just 


Pa.. have 


for 


Lancaster. 
distributors 
Blackhawk hydraulic equipment. 


been named 


Billings and Spencer Adds 
Polk in Texas Oil Fields 


Appointment of A. C. Polk. Jr.. as 


sales representative in the Texas oil 
fields has just been announced — by 
Billings and Spencer Co., Hartford, 


Conn. For the previous six years Mr. 
Polk was superintendent of drilling and 
production in both the West Texas and 
the Gulf Coast oil fields. He will be 
located at 1925 Houston. 
Texas. 


Richmond, 
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In a sea of wire rope stands six-foot-six 
W. T. "Bill Allen in the generous stock 
carried by Hagerty Bros. Co., Peoria. 


Dayton Builds Plant to 
Make Textile Products 


Plans are being developed for the 
construction of a plant at Waynesville. 
N. C., for the exclusive manufacture of 
Dayton “Thorobred” loom supplies and 
“Dayco” cots by the Dayton Rubber 
Mfg. Co., Dayton, Ohio, according to 
an announcement by A. L. Freedlander. 
president and general manager. 

Estimated cost of erecting the build- 
ing has been placed at $100,000. It 
will be of brick and glass, one story 
throughout. 

The manufacture of textile items is 
now being carried on at Dayton, Ohio. 
but as soon as the new plant is ready 
for occupancy, much of the Dayton tex- | 
tile product manufacturing operations | 
will be transferred to the new location. 


Gisholt Reopens Plant 
Closed in 1930 


Gisholt Machine Co.. Madison. Wis.. | 
has announced the reopening of its 
Northern Works, also located in Madi- 
son, in order to meet the current de- 
mands of the defense program for turret 
lathes. 

This expansion, for production of | 
Gisholt turret lathes, adds 60,000 sq. 
ft. to the present manufacturing facili- | 
ties. It is planned that operations will | 
start in this plant by May 1 and produc- 
tion will be fully under way by the | 
middle of the year. Work has already 
started on reconditioning the build'ng,. 
last used in 1930. AIL necessary ma- 
chinery and equipment is to be  in- 
stalled as soon as the building is ready. 


— 






















@ Lyon Shop Equipment sells easily 
because every item helps both large 
and small shops get more work 
done...cheaper and faster...ina 
minimum of floor space. You'll be 
amazed at the volume of extra busi- 
ness these items will produce in a 
single week. No elaborate planning 
is needed to multiply your average- 
sale-per-call with Lyon Shop Equip- 
ment orders. Use this ad as a reminder to discuss items 
shown with automotive parts makers in your territory. 
Your Lyon catalog contains all the data you'll need to 
cash in on the frequent selling opportunities. 


LYON METAL PRODUCTS, INCORPORATED 


General Offices: 5302 Madison Avenue, Aurora, Illinois me 
District and Sales Offices in All Major Cities 4 
, Portable Bench. Makes rigid 4 Me, 


i 
steel bench advantages 
quickly available any- 
where in the plant. 












Bench Legs. Most 
rigid and dura- 
ble support for 
wood or steel 
bench tops. 





Assembler’s Bench Bin (Patent Ap- 
plied For). Speeds assembly. Re- 
quires only one square foot of 
bench space to store and feed 12 
different parts. 









Portable Tool 
Cabinet. Pro- 
tects valuable 
tools at the job. 
Saves daily 
round trips to 
and from tool- 
room. 






saat dns 
Shoprobe. (Patent No. 2- 
202-427). Maximum safe, 
sanitary clothes storage in 
minimum floor area. Porta- 
ble. Inexpensive. 





Portable Tool Stand. 


Brings tools to the 


Bar Rack. Compact 
storage for wide va- job. Prevents loss 








and breakage. 
Saves steps. 


riety of long and short 
bars, rods, pipe, etc. 


LYON 








SHOP EQUIPMENT 


LYON METAL PRODUCTS, INCORPORATED, Avrora Illinois 
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GOOD WILL 
BUILDERS 








Paul J. Weinberg H. E. McKee 


“We have had a compliment from 
practically everyone to whom we have 
aiven or shown one of these books. 
They like the high speed tool list 
prices printed in red.” 

J. H. Ruddell, Vice Pres., Central Rub- 
ber & Supply Co., Indianapolis, Ind. 


“Many of those receiving these books 
have expressed themselves as to what 
a fine layout it is, how clear the pic- 
tures and type show up, and most 
important to us, that it will assist them 
greatly to place more business with 
us.” 

W. F. Barrett, Pres. 

Barrett Hardware Company, Joliet, Ill. 


“We have delivered a number of 
copies of the catalog to our trade and 
in every case have received favor- 
able comments.” 

F. W. Norris, Sec'y, Tracy, Robinson 
& Williams Co., Hartford, Conn. 


“We have received a book which is 
excellently suited to our requirements 
at a reasonable cost to us.” 

John R. Pauly, Pres. 

Triplex Supply Co., Milwaukee, Wis. 


“We have received more praise and 
congratulations on this book than on 
any other catalog published by us. 
Our final invoice price was correct on 
the dot.” 

Harry E. Ruhf, Sec’y, Cleveland Tool 
& Supply Co., Cleveland, Ohio 


“We are entirely pleased with the 
appearance of our No. 41 catalog. You 
lightened our part of the work to the 
extent that it was virtually painless.” 
E. T. B. Penman, Pres. 

Neal & Brinker Co., New York, N. Y. 


“We have received many compliments 
on the catalog.” 

Rudolph Orlob, Pres., Industrial Supply 
Co., Salt Lake City, Utah 

“We are pleased to advise that we 
have been very well satisfied with 
our catalog and our relations with 
Weinberg & McKee were highly satis- 
factory and we do know that we made 
a very substantial saving over a 
printed catalog.” 

E. K. Stoddard, Pres., lowa Machinery 
& Supply Co., Des Moines, lowa 


For Further Information on 


opened catalogs write 
°: 





WEINBERG & WMehke 


INCORPORATED 
HOW Van Buren St. CHICAGOILL. 
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"This year we'll do a bang-up job on mechanical rubber goods," Riechman-Crosby sales- 
men agreed after listening to the informative presentation made by Edwin Conaway (Re- 
public Rubber) at their Memphis sales conference, Jan. 9. 


Riechman-Crosby Holds fully on their sales opportunities. 
Two-Day Sales Meeting Manufacturers’ speakers on the morn- 
ing program were Wm. Rahm of Colson 

Commemorating their 45th year in Corporation (How, When and Where 


business, the-sales staff of Riechman- Are Casters Sold?”); J. T. May of Gen- 
Crosby Co.. Memphis distributor, eral Fire Truck Corporation (“Selling 
staged a two-day intensive sales meet- Fire Equipment”): and E. M. Butler of 
ing, Jan. 9 and 10. with the help of sev- Butler Engineering Co. (“What the 
eral manufacturers) men who contrib- Salesman Should Know in Selling De- 
uted the latest selling help on their re- | sealers”). 
spective lines. Sessions were in charge Following lunch at the Chisca Hotel, 
of Richard Alcott, vice president and = Mr. Alcott introduced H. S. Wright, 
general sales manager. manager of Riechman-Crosby’s — elec- 
First session was called to order by — trical department. who talked on “Ty- 
Mr. Alcott. who asserted that the stim- ing up Electrical Sales with Mill Sup- 


ulus of defense business was being felt plies to Increase Volume.” Other speak- 
in all Memphis industries, and that the — ers were Walter Knapp of Henry Diss- 


present upward trend should continue — ton & Sons and R. E. Cook of Alexander 
throughout 1941. He declared that it Bros. 
will be a year for salesmen to capitalize The evening session was a dinner 





American-Marietta salesmen hustled to Chicago in January for first family sales confab in 
several years. Previously, regional meetings were order of the day. Main event on the pro- 
gram was the presentation of three new lines which will be introduced to distributors this 
spring. 
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meeting in the Hotel Claridge, arranged 
by Republic Rubber. In this affair 
Edwin Conaway of Republic Rubber 
ran through the whole gamut of me- 
chanical rubber goods, emphasizing the 
sales points and customer benefits of 
each. 

The second day was as packed with 
sales information as the first. In the 
morning R. W. Moore, treasurer, dis- 
cussed “Credits and How This Depart- 
ment Can Assist with Sales,” followed 
by T. C. Guinee, merchandise manager. 
who led a discussion of new items that 
might be added to the Riechman-Crosby 
Before lunch J. A. Riechman. 
president, and J. L. Rudy, manager of 
the gin repair shop, made a sales pre- 
sentation on soliciting business among 


lines. 


cotton gins, 

In the afternoon session R. Y. Mae- 
Intyre of the Continental Gin Co. ex- 
plored the sales possibilities for his line 
of machinery among gin owners, and 
H. H. Crosby, R-C vice president, who 
discussed the importance of building up 
sales volume by remembering to sell 
unfamiliar items. 

Dinner, that night in the Hotel Pea- 
body, was devoted to lubrication sales 
and was in charge of Paul Reinking of 
Keystone Lubricating Co. 


Bunting Personnel Grows 
As Business Expands 


Strengthening and expanding its or- 
ganization, sales and distribution facili- 
ties in many markets, the Bunting Brass 
& Bronze Co., Toledo, Ohio. is adding 
heavily to its personnel in industrial 
areas and advancing many veteran em- 
ployes to more responsible posts of 
duty. 

Among the men so affected is Wil- 
liam T. Streicher, sales engineer, who 
has heretofore worked out of the Kan- 
sas City offices of the company. Mr. 
Streicher has been transferred to the 
Chicago area. 

A new man joins the Bunting ranks 
in John J. Mengler, who will sell in 
the Kansas City field. Mr. Mengler is 
widely known in the Kansas City mar- 
ket which long has been his field of 
endeavor. 

Robert J. Bergum, a former Bunting 
salesman, has rejoined the company 
and will represent the line in Minneapo- 


lis. In Seattle, Washington, William 
Dorsey, another addition, has been 


given a selling job. 

The many friends of James F. Rob- 
erts, sales engineer who has repre- 
sented Bunting in Dallas, Texas, will be 
both pleased and regretful in that Mr. 
Roberts is being transferred to the 
Middle West with headquarters — in 
Indianapolis. William Schneider will 


replace Mr. Roberts in the Dallas area. 


TIME... one of your 





best selling arguments! 












Is 


STANLEY CONTOUR GRINDER, priced only 
$69.50, handles scores of accurate grinding 
operations. For making templets, grinding 
dies, finding blanks, corre ting hardening dis 
tortion handling regular production 


High-speed * h.p. motor under the table of 


the Stanley Contour Grinder tilts to 45”. This 
tool takes the place of a large grinder, or 
eliminates slow hand work 











JOE BELIEVES IN 





rrr 


THIS SPACEY 
RESERVED 


GRINDER 


24 4 é rey AR 


youu. probably find that many 

jobs which are “waiting for big 
machines” can be done right now on 
one of the many Stanley Electric 
Tools. Ready for prompt delivery, 
these rugged, /ow-cost tools are built 
for regular production. Included are: 
Stanley Unishears, for rapid, accu- 
rate cutting of sheet materials; Tool- 
room, Flexible Shaft and heavy Por- 
table Grinders, Electric Hammers, 
Drills and Saws. Don't miss an op- 
portunity for fast, low-cost produc- 
tion. Ask your Stanley distributor to 
demonstrate, or write for literature. 
Stanley Electric Tool Div., The 
Stanley Works, New Britain, Conn. 





’ SUPER-SUPER > 








STANLEY 


Electric Tools 











(it |] ] _ BEING comrorTasLe tr] ’ 
He | J WHILE HE'S WAITING TO T t 
wi GRIND THOSE JIGS arse 





“Waiting For Big Machines” 
Stifling Your Production? 





NEW! STANLEY NO. 153 GRINDER, wich 

sh. p. 18,000 rpm, Universal motor, ideal 
for either free-hand of tool-post grinding 
It is well balanced for easy handling, flutcd 
for comfortable grip, weighs only 5 Ibs 





This Stanley Grinder can be held in lathe, 
milling machine or shaper for rapid and ac 
curate external or internal grinding on dies, 
punches, cutters, centers, etc 





One of a series of 
full page adver- 
tisements appear- 
ing in leading in- 
dustrial magazines. 


ITH orders on the books and delivery dates a nightmare 
your customers will welcome your assistance in showing 


how they can SAVE TIME by using one or a battery of Stanley 


Electric Tools on regular production jobs. No other line offers 


such opportunities for cutting corners RIGHT NOW. Stanley 


Electric Tool Division, The Stanley Works, New Britain, Conn. 


TRADE PA 


* We are represented by Selected Distributors * 





STANLEY 


MARK 









STANLEY ELECTRIC TOOLS 


A Complete Line For Industry 
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McGRAW-HILL 





Some of these McGraw-Hill services may 
suggest profit possibilities for your business 


McGraw-Hill is perhaps best known as a publisher of engi- 
neering magazines and books which help men in their pro- 
fessional work. There are also other McGraw-Hill publica- 
tions, books and services more specifically directed to com- 





McGraw-Hill Headquarters are in mid-town New York. This 
view shows the main entrance of the well-known green building 
near Times Square, 


mercial and industrial organizations. 


108 


BUSINESS AND INDUSTRIAL 
MAGAZINES 


Examine the list (at the right) covering McGraw-Hill’s 
twenty-five business papers. There may be one or more 
directly related to your business. Sample copies on 
request. 


INDUSTRY DIRECTORIES and 
CATALOGS 


McGraw-Hill publishes a large group of directories and 
catalogs in the electrical, textile, mining. food and mill 
supply fields. Write for further details. 


A DIRECT MAIL LIST SERVICE 


Because of McGraw-Hill’s unique contacts with busi- 
ness and industry throughout the entire 48 states. we 
are able to maintain classified mailing lists of extreme 
accuracy. in selected groups of buyers, far above the 
average in income ant social position. A complete ad- 
dressing and mailing service is offered. Send for de- 
scriptive folder. 


BOOK STORE FOR BUSINESS BOOKS 


On the first floor, just inside the 42nd Street entrance, 
you will find an attractive little bookstore where you 
may examine McGraw-Hill books and business publica- 
tions at your own convenience. A complete catalog of 
McGraw-Hill books will be sent on request. 


PUBLICATIONS 


serving business and industry 








MECH MACHINIST — S« 
e chinery an i me 
xintenance machine 


AVIATION — Covers military aeronautic private 


industrial llying, uso aesign, f juctiion ana mainte 





nance. 
rus aeerenernon—A ll phases of bus operation, 
1dintenance, velox ments in bus design 


BUSINESS WEEK — 
men group of bu 
orld’s important 









e 
nology and economics 


COAL AGE—For the ope ing, en rin 
tive divisions of the coal-mining industry 
CONSTRUCTION METHODS — Pict 


ern methods in engineering const 


pooner payed COmPmnCrs 1G—D 











ing, marke sting, ‘electric 11 
EESCUMCH. ee - Se 
pliance trade and the s »ctric 
F seg owe WEST — Business 
electric industry in the elever 
a ce WORLD — Al! phases of production, tran 
sion, distribution and use of electric energy 
ELECTRONICS Design, engineering and manufacture 
of radio ec it. Industrial and scientific applica 
tions of electronic tubes. : 
E.4M.J. METAL and MINERAL MARKETS — Weekly mar 
‘ ket reports on non-lerrous etal prices 
ENGINEERING & MINING ores. - 
market information on met no 





milling, 
penny tir meena hae mg RECORD 


esign 


ing and re 








ine 






tai n en gine ceri an i camel r 

ey pn omrmerne be pane stereo moana - All 
pr of manutacturir 

TT action 
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i mechanicc 





tion of food prod 
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tion Surrent ne 
ulacturers. 
PHOTO } vogge ee: ireryl Practical magazine for special 


~ Rn My 
POWER — Providing oe oon ating engineers and con 
P sntic info 


sultants with authent in ition on better plant os 
eration and maintenan 






pina eed eas - For design and engineerin 
executives companies manufacturing machinery, 1 
Saaasaet endear 


RADIO AND reer RETAILING — Pu iblicati on of 
the home entertainment merchandising field, for retai 
distributors and servicemen 


TEXTILE WORLD — Business and technical journal of the 


textile industry and its various divisions. 


ag ni SOCEEAS 










or the loc I t fon. buses, 

fale bus rapid 
be a enn pre SRLESIEAS - De vote - to the interests 
n and execut of electrical whole- 


ouless 





McGRAW-HILL PUBLISHING CO., INC. 
330 West 42nd Street New York, N. Y. 


Branch offices in following cities: 


Atlanta Cleveland Philadelphia 

Boston Detroit San Francisco 

Chicago Greenville, S. C. St. Louis 
Washington. D.C. London, Eng. 
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Southern Pump & Supply 
Moves to Larger Quarters 


Ce. 


new 


Southern 
Tampa. Fla., 
building at 902 Twiggs St.. giving it 


Pump & 
has 


Supply 
moved into a 
several times the floor space availabl 
to them in their old quarters. Effective 
on the first of the year. W. M. Gaillard. 
formerly with Harry P. Leu of Orlando. 
became sales manager of the company. 

Founded 20 years ago by L. A..Gabel. 
now general manager, the company has 
specialized in supplies for the citrus 
and industries — in 


packing canning 


Florida. 


Hale Leaves Caterpillar, 
Joins Memphis Firm 


Henry M. Hale. 
ager of Caterpillar Tractor Co.. Peoria. 
Ill. 
enter partnership with John R. Taylor. 
the Taylor-Hale 
Memphis. 


Eastern sales man- 
has announced his resignation to 
forming Machinery 


Co.. The 
company will handle sales and service 


Tennessee. new 
of Caterpillar products in an extensive 
southern area. 

Mr. Taylor, Mr. Hale 


will be associated, is also a former em- 


with whom 
ployee of Caterpillar Tractor Co. He 
served in several sales promotional and 
sales administrative capacities before 
leaving the company to become general 
manager of the Memphis distributor 
ship. 

Mr. Hale's 
resignation is being filled by the ad- 
vancement of Rinek 
assistant eastern sales manager to east- 
ern sales manager. Kenneth Cox is Mr. 
Rinck’s successor as 


The vacancy created by 


George from 


assistant’ Eastern 


sales manager. 





When Seattle 
for their three-day year-end sales confer- 
ence, they were introduced to this special 


Hardware men all came in 


display set. Phil Lund, Seattle manager 
for Black & Decker, went over the complete 
B & D line with the salesmen. 





Do more work with less effort in 1941 





This Work-Saver Threader 
Fel Ecc li No. 65R-C 
adjusts to 1’ to 2° Pipe 


a profitable sales 
point for you... 


Much less work with this smooth 


threading new all-steel and malle- 
able-alloy RI@AID with high-speed 
steel dies — and that means quick, 
easy sales for you. ® Shifts to 1”, 
1%",1%2” or 2” pipe in 10 seconds— 
one set of chaser dies, no extras to 
lug around or lose. Threads easily 
—a little finger can turn it. © No 
lost time backing off — special lever 
releases dies. Quick setting for drip 
threads, close nipples. Auiomatic 
mistake-proof workholder-—no bush- 
ings. ® Your customers need to 
save time under the pressure of 
present production schedules. Fea- 
ture RIMAID time-saving tools — to 
your profit. 


The Ridge Tool Co., Elyria, Ohio 


WORK-SAVING PIPE TOOLS 


MILL SUPPLIES © FEBRUARY, 1941 


—— te 


ee ee 


NY ose 





109 








250, 500 and 1,000 
lb. Capacitie . 


Double drum 
Construction— 
Push Button 
Control — Elec- 
tric Solenoid 
Brake — Hook, 
Bolt or Trolley 
Suspension. 











Manufacturers of hand-powered and electric cranes, hoists and trolleys, for more than 20 years. 


CONCO ENGINEERING WORKS © iz, 


MENDOTA, 


DIVISION ST. » 


NEED 


Hoists — % through 20 tons. (3). 
Trolleys — 
facts on Conco’s products 
proposition NOW! 


TORPEDO ELECTRIC 
HOIST 


It's the sales leader of the light 
capacity hoist line — boasting 
construction features not found in 
other hoists of its size and price. 
Beginniag at only $129.50, the 
Conco Torpedo Electric Hoist has 
real sales appeal, with maxi- 
mum resale discounts for dis- 
tributors, too. Three other important 
Conco units include: (1). Differential 
hoists — % through 2 tons — light 
and low cost. (2). Spur Gear Chain 
I-Beam 
Get the 
and Conco’s 


% through 10 tons. 





Sw 


°c ea 


ILLINOIS 





TRADE MARK 


HACKSA WS? 


GRIFFIN HAS THEM 


IN STOCK 


Especially now, when metal cutting is being done in quantities it is good to 
know that adequate stocks are being maintained. 


Blades for every metal cutting job, backed by 61 years of service to industry. 
If you need hacksaws now WRITE US 


JOHN H. GRAHAM @& CO. INC. 


Manufactured by G. W. GRIFFIN CO., Franklin, 


105 Duane St., New York, N. Y. 
N. H. 


1941 


RIF FIN 





110 


MILL SUPPLIES © FEBRUARY, 1941 











Three guesses. Is it fly casting, duck shoot- 
ing or business that brought on this con- 
ference of Couch & Heyle members? Ches- 
ter Broyhill (center) is champion fly caster 
of Peoria, Ill. John W. Hartz (right) is 
president and crack duck hunter while J. F. 
Bennett is busy compiling an excellent rec- 
ord in his new post as vice-president and 
sales manager. 


Fostoria Opens Institute 
On Use of “Near Infra-Red" 


Because of the 
being 


increased — interest 
shown in the near infra-red 
process for baking, drying, dehydrating 
and similar operations, and to 
distributors and their salesmen a suit- 
able background for selling such equip- 
ment properly and successfully, the 
Fostoria Pressed Steel Corp., Fostoria, 
Ohio, has formed an educational pro- 
gram under the title of the “ 
Red Institute.” 

The institute provides an opportunity 
for representatives of paint and enamel 
manufacturers, makers, cen- 
tral station power salesmen and other 
individuals to study near infra-red at 
first hand. held the third 
Tuesday and Wednesday of each month. 


sive 
five 


Near Infra- 


conveyor 


Classes are 


No charge is involved for those who 
attend. The subject is discussed in- 
formally in the classes, and consid- 


erable time is spent in the company’s 
near infra-red testing laboratory. 
actual applications of the 


where 


process are 


studied. Instruction is given in both 
the theory and practice of infra-red 
application. 


Worthington and Leland Named 
By Shaw-Box Crane & Hoist 


The Shaw Box Crane & Hoist Divi- 
of Manning, Maxwell & Moore, 
Inc. has appointed H. T. Worthington 
as district sales manager in New York 
City. He will be located in the Chrys- 
ler building. Simultaneously, J. P. 
Leland was named agency supervisor 
in the Pittsburgh district, with head- 
quarters in the Rockefeller building in 
Cleveland. The Shaw-Box factory is 


located in Muskegon. Mich. 


sion 











ed 
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Steel Warehouse Men Charter 
Special Train to California 


Delegates to the 32nd annual con- 
vention of the American Steel Ware- 
house Association can 
“Steel Warehouse Special.” a stream- 
liner leaving Chicago at noon Satur- 
day, May 10, and arriving in San Fran- 
cisco May 12. The train will make only 
two scheduled stops for Kansas City 
and Omaha members. In addition, 
special buses have been chartered to 
take delegates over the 8%-mile Bay 
bridge to convention headquarters at 
the Fairmont Hotel. 

Meetings are scheduled for May 
13 and 14, with a program spotlight- 
ing problems of national defense. En- 
tertainment will be arranged by the 
San Francisco and Northern California 
chapters. 


Manning-Maxwell Adds 
To Factory Facilities 


In order to keep pace with the in- 
creased demand for products of its 
manufacture, Manning, Maxwell & 
Moore, Inc., Bridgeport, Conn., makers 
of pressure gauges, safety valves, in- 
dustrial thermometers, and globe valves. 
announce extensive factory expansion. 

At this company’s Bridgeport plant. 
a sixth floor has just been added, and 
about 50,000 square feet of space leased 
across the street. The Hancock Valve 
division of this concern, whose plant is 
located in Boston, has secured an addi- 
tional four-story factory that will be 
devoted exclusively to the manufacture 
of Hancock Steel Valves. 

These space, along 
with similar additions in manufacturing 
equipment, it is expected, will enable 
the firm to keep up with the steadily 
increasing demands for its products. 


expansions in 





Customers were “stepping up and calling 
‘em out" at Mideke Supply Co. in Okla- 
homa City when MILL SUPPLIES’ itinerant | 


photog stopped by. George Zurilne and 
John Rosenberry, counter salesmen, were 
taking them jin their stride. 


travel on the | 











You ll find your customers ‘All Ears” 
when you show them 

How to Solve corrosion and 
Maintenance Cost Problems 








Figure No. 511 
GLOBE VALVE 


Construction Data 


An economical Globe Valve with short 
face to face for throttling service at 
150# W.P. Made flanged only in sizes 
2" to 9” inclusive. 

Outside Screw and Yoke type, full bon- 
net flanges with through bolting. 

Plug type discs and seats integral with 
bodies. 


Valves may be repacked under pressure 
when wide open. Extra deep stuffing 
boxes. All parts of alloy except hand- 
wheels, yoke bushing and nuts, and 
bolting material. 





Carried in stock for prompt shipment in 
Chrome Nickel 18-8S and 18-8SMO. 











* Every industry in your area confronted with cor- 
rosion or contamination problems will welcome 
the proof you can give them showing how Aloyco 
Stainless Steel Valves and Fittings help immunize the 
costly action of corrosives and other agents. Aloyco 
Globe Valve, Figure No. 511, described above, is one 
of the many Aloyco specialties providing an ever- 
increasing source of profit for alert distributors and 
their salesmen. 


The reason is simple: Aloyco Valves are especially 
designed to incorporate the highest corrosion resist- 
ant alloys and combat the severest corrosive actions. 
The reputation of Aloyco Stainless Steel Valves and 
Fittings for cutting costs, and for pioneering research, 
has developed national customer acceptance and 
new, bigger profit-opportunities. Aloyco products 
are available in many alloys to meet most corrosive 
problems. 


Be prepared, with the “Aloyco 
Line,” to render a complete 
valve service. 






4 RO) Gay 6 2 2) Fae 10) 81 Ox E~ 


COMPANY, INC. 
AVE., LINDEN, NEW JERSEY 
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ALOYCO STAINLESS STEEL VALVES — FITTINGS 
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always ready to ship. 


Here are items required daily by 
industry which you can supply without 
trouble or delay. How is your stock? 
The Bunting Brass & Bronze Company, 
.. Warehouses in All 


Toledo, Ohio. 
Principal Cities. 


a 


BRONZE BUS 
PRECIS!I 


@ Bunting Standardized 
Bronze Bearings and Tubular 
and Solid Bearing Bronze Bars are 





HINGS * BEARINGS 
ON BRONZE BARS * BABBIT 


T METALS 





© Ye STAR staat titme 1 cumson sits. ice madstowa axes. § TP 


Cuts like an all-hard 


Cannot break in use 


The new Star Unbreakable Special Flexible is 
the fastest cutting, fastest selling flexible 
blade there is. Teeth so hard and sharp that 
it cuts like an all-hard—so tough that strip- 
ping is eliminated—yet so flexible that this 
blade is guaranteed unbreakable in use in a 
frame. 


Sell the first tungsten blade with an all-over 
(patented) metallic protective finish. Sell the 
first tungsten blade with complete legible 
identification printed across the entire blade 
in full color. Sell the blade that is new in steel, 
new in heat treatment, new in appearance, 
new in performance—better in every way. 


Sell the green blade, packed in modern metal 
boxes. Only the all-over green blade is a Star 
Unbreakable Special Flexible Blade. 


CLEMSON BROS., Inc. 


Middletown, N. Y. 


v & PATENT WO Wwereee 
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Christmas spirit permeated the December 
meeting of the Hardware Trade Association 
in New York. In the foreground, left to 
right: R. H, Massey (Bethlehem Steel), 
W. E. "Bill" Hansen (Hansen & Yorke), 
A. T. Hall (Bethlehem), and Pete Igoe 
(Igoe Bros.). 


Neil Hurley Sees Greater 
Efficiencies, Lower Prices 


“Because manufactured goods of all 
types—not just and 
are increasing.” 
ley, Jr.. vice-president of 
pendent Pneumatic Tool Co., told a 
meeting of the American Marketing 
Association, Dee. 28 in Chicago, that 
“our whole system of plant operation 
is certain to be 


beats and 


Hur- 
the Inde- 


guns 


Neil 


torpedoes 


efficient, with 
lower prices for all products when the 
armament industry is Mr. 
Hurley's subject Your 
Sights Ahead.” 

“We've got to take some pretty long 
range view-points in dealing with the 
present period. In the first place, an 
armament industry doesn’t do a thing 
through itself for the well being of the 
people. While armaments in the pres- 


more 


finished.” 


was “Setting 


ent world crisis are essential to protect 
our way of life. they don’t contribute 
anything towards it. 

“Fortunately, however, with the in- 
crease of with the great 
national demand for more and more of 


business, 


all products, new and quicker ways of 
producing them will be bound to re- 
sult. Manufactured goods of all types 
are increasing. Tools and machines and 
equipment are needed for all factories 
producing every kind of product and 
our whole system of plant operation is 
certain to be more efficient in the end. 
And with greater efficiency of indus- 
try, comes lower prices for all prod- 
ucts when the armament industry is 
finished. meaning a firmer economy with 
more goods being available for you and 
me at less cost. 

“For the past three months our own 
company has made a rather determined 
effort to talk frankly and sincerely 
with our different distributors through- 
out the country, and during this time 
























VINCENT | 
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} Improved Grinding 
? Wheel Dressers and 
}Cutters.......... 


Grinding wheels trued and 
dressed properly permit fast, 
’ accurate, quality work which 
' helps your customers to meet 
present day emergency needs. 
’ The Improved type Vincent- 
Huntington Dresser and cutters 
are now standard equipment in 
many of our largest industrial 
plants for this very reason. 


~~ 


Vincent - Hunt- 
ington distribu- 
tors are helping 
their customers to 
save time and 
expense on pro- 
duction and 
maintenance _re- 
quirements by 
having the right 
Product to sup- 
ply when the need arises. 
We can handle your cus- 
tomers’ orders with speed 
and efficiency. Send them 
right along! 


=a 


New Type Hardened Steel Bush- 
ings are a new design to eliminate 
turning and wearing out the bush- 
ing holes in the dresser. Pin re- 
volves freely in bushing and cut- 
ters revolve on pin, insuring con- 
stant changing of relativity of cut- 
ters to each other which makes for 
better dressing and truing. 
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Non-Burring Cutters all full size 
with 18 TEETH. Milled from high 
carbon steel, scientifically heat 
treated by the ‘‘Vincent Process’’ 


-_~wowowowoworoweoreorwerewereweewveweweverwvewewe™ 
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( to a uniform hardness insuring 
) long life. Vincent Cutters cannot 
) = mesh even if washers are 
‘ . 

{ 

§ "If it's a Huntington Dresser or 

2 Cutter Vincent makes it" 








THE 
VINCENT STEEL 
PROCESS CO. 


2434 Bellevue Ave. 
DETROIT, MICH. 





have told them honestly just where the 
factory stood. 

“They are affected by the business 
increase even more than we are. We at 
least are busy to our limit, while they. 
who make nothing but only sell, are 
impossibly stymied if they can’t get the 
goods their customers want to buy. 

“Our distributors should be kept 
alert to the market situation in orde1 
that they can purchase bigger stocks 
and can anticipate for their customers 
weeks in advance what their demands 
are going to be. Through their ware- 
houses, if properly handled, much can 
be done to make at least partial ship- 
ments promptly and the pressure of 
rush business reaching the plant can 
be made somewhat lower. 

1941, with 
everyone shouting for more or whatever 
we make but to hurry with it. we find 
a different market, quite changed from 
a year ago and with new and different 
reasons, but these reasons are just as 
practical 


“So, as we swing into 


from a merchandising and 
advertising standpoint. For the first 
time we are spending our money not 
alone to get business right now—today. 

“Rather we are setting our sights to 
keep brilliant our own place on the 
industrial scene. to safeguard our busi- 
ness for the future when armament 
business ceases, to participate in the 
1942 plans of manufacturers getting 
ready now to introduce products still 
in the engineering department, to 
strengthen our distributor relations, to 
make sure that our plants continue to 
bulge with expansion and hum with 
the pleasant whir of busy machines 
this is the answer to the marketing 
question that swells up at a time when 
the sales problem is not the biggest 
worry of the business.” 

“American industry has never reached 
the full production capacity that it can 
achieve. People want and need and 
must have more electricity, more cloth- 
ing, more food. more necessities of all 
kinds and more luxuries. The Defense 
Program with its emphasis on speed 
and production will make possible lower 
costs in some industries that have never 
up to now been aware of mass produc- 
tion. It is still possible, as the pro- 
gram visualize a_ full 
schedule of armament making without 
hindering the great 


warms up, to 


buying urges of 
the people for normal products as their 
become more 


own wages greater, 


assured, and more regular.” 
Oops, Sorry 


MILL SUPPLIES’ announcement of 
the new plant of the National Twist 


Drill & Tool Co.. erroneously placed 
the new plant in Rochester, Minn. 
We're sorry: It’s in Rochester. Mich. 


Headquarters of the company remain 
in Detroit. 
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RESPIRATOR 


PROVIDES 
““SELF-SELLING’’ 


COMFORT AND 


PROTECTION! 





MADE BY THE WORLD’S 
LARGEST MANUFACTURERS 
OF APPROVED 
SAFETY EQUIPMENT 


Built into M.S.A. Respirators are 
popularity-winning features origin- 
ated by the largest research facilities 
in the industry; backed by M.S.A.’s 
quarter-century of experience; em- 
ploying the newest materials, proc- 
esses, designs and equipment—fea- 
tures which have won for these prod- 
ucts the outstanding customer accept- 
ance that brings cash benefits to you! 


We invite you to strengthen your line 
with the M.S.A. respiratory equip- 
ment best suited to your territory. 
For approved (U. S. Bureau of 
Mines’) dust protection—sell the lat- 
est DUSTFOE, smallest and lightest 
dust respirator approved for all dusts 

. or the famous M.S.A. COMFO 
Dust and Mist Respirator and the old 
reliable twin-cartridge type, which is 
available with cartridges for many 
gases and vapors. In supplied-air 
masks stock these money-making 
M.S.A. leaders: the Air-Line Respira- 
tor, Abrasive Mask, and Air Hood. 
The details? We'll gladly send them 


—write us today! 


MINE SAFETY APPLIANCES 
COMPANY 


Braddock, Thomas & Meade Streets 
Pittsburgh, Pa. 


District Representatives in Principal Cities 
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aX 
LOWELL 


REVERSIBLE 
RATCHET 


WRENCHES 












This type of 
wrench origi- 
nated with 

Lowell 

Wrench 

Company 
over 70 years 
ago and is still 
recognized as 
the standard 
for difficult 
jobs and hard 
service. 


A heavy gear 
type of wrench 
—strong beyond 
comparison — 
used in place of 
a crank handle 
for operating 
heavy shanks, 
valve stems, and 
jacks, also bridge, 
railroad, and con- 
struction work. 








The name Lowell stands 
for an Honest Deal with 
Honest Tools 


LOWELL WRENCH CO. 
WORCESTER, MASS. 
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| bevond 


| nation-wide 


| gress; 





Between a couple of veterans. 
mer (center), manager of the mill supply 


Harry Wit- 


department of Warren-Balderston Co., 
Trenton distributor, is caught in the middle 
—between Carl Meister of Allen Mfg. Co. 
and Harry White of Yale & Towne. 


| Purchasing Agents Report 


3-6 Months Buying Policy 


During the past six to eight months. 
the trend of industrial activity has been 
on a gradually upward moving scale 
and, reflecting some further improve- 
ment since the turn of the year, there 
are many instances of rather stabilized 
plane now having been reached, accord- 
ing to the Jan. 26 report of the Na- 
tional 
Agents. 
to peak operations forming the point 


Association of Purchasing 


This is due, to some extent. 


which certain 
have difficulty in 


industries will 


increased plant facilities or additional 
production equipment being made avail- 
able. 

On many sides there is now evident 
a race between defense program needs 
and demand for the more ordinary com- 





proceeding without | 


mercial goods that continue to enter | 


consuming channels irrespective of the 
urgency of 
orders of every description. 
materials and equipment for national 
protective projects will be given every 
preference as the months of 1941 pro- 
in fact, this feature already is 
being felt in many circles wherein de- 


| liveries are being further extended and 


supplies being found less plentiful. with 


| a current consensus that conditions in 
| this regard will become more stringent 


rather than more flexible before many 
weeks have passed. As a consequence, 


purchasing men throughout this coun- 


| try and Canada are planning several 


months ahead and co-operating with 
vendors to the fullest extent in the dis- 
tribution of materials to the best ad- 
vantage of all. 

Effort is being made to avoid creating 
temporarily apparent shortages of goods 
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government | 
Obviously, | 











ABOUT SUMP PUMPS 


Your markets 
for Deming 
Sump Pumps 
include every 
type of indus- 
trial plant. 


Uses for these 
pumps include 
sump drainage 
in all plants and 
additional uses 
in packing houses, 
food processing 
plants, sugar mills; 
and for chemical 
and metallurgical 
work; handling hot 
liquids, screened 
sewage, etc. 


BRIEF DESCRIPTION 
OF THIS 
TYPE OF PUMP 
1. Consists of single 
stage centrifugal 
pump suspended 
by intermediate 
column from pit 

cover plate. 















2. Electric motor and separate ad- 
justable thrust bearing mounted 
on pit cover plate to carry weight 
and thrust of rotating shaft 
and impeller. 


3. Semi-enclosed three-vane im- 
peller is suitable for screened 
sewage as it can be adjusted to 
keep proper running clearance 
between open side of impeller 
and casing. 


ASK US FOR MORE FACTS 
Write today for special bulletin 
which “tells all” about Deming 
Sump Pumps for industry. 


THE DEMING CO. + SALEM, OHIO 





DEMING 





“Pump 
































and towards keeping supplies moving 
in quantities that exceed current manu- 
facturing needs against the period that 
soon may come wherein these materials 
will be less readily procurable. 4 rT] 
COMMODITY PRICES as a group 0 UW [ [ 
are slightly higher than last month, 
because practically none has receded. 
many have remained stable, and a few STEEL SHOP EQU I PMENT 
have moved higher. Undoubtedly, some 
materials have been prevented from 
moving upward through the efforts, or 
threats of action, on the part of price | 
stabilization authorities in Washington, A PROFITABLE AND COMPLETE LINE 
who so far have shown no inclination to INCREASINGLY IN DEMAND THROUGHOUT 
interfere with price movements that 
appear justified based on production INDUSTRY—A LINE WORTHY OF YOUR 
costs, REPRESENTATION 
The industries that have been called 
to order are those wherein seemingly % "HALLOWELL" Steel Work-Benches 
unnecessary price advances have been % “HALLOWELL" Steel Stools 
put into effect too quickly, as against a % "HALLOWELL" Steel Tool Stands 
aang eg ae agente % “HALLOWELL" Steel Trucks 
as warranted under prevailing circum- %& "HALLOWELL” Steel Lift Truck Platforms 
stances. % "PIONEER" Steel Shaft Hangers 
It seems to be generally felt that % "“"HALLOWELL" Steel Shaft Collars 
runaway prices will not be tolerated by 
| either consumers or governmental 
bedies and that the high rate of oper- Write for 
ating schedules in most lines of trade LITERATURE STA NDARD PRESSED STEEL Co. 
é AND JENHIATOWN, PEARK BOX 5I9 
precludes the necessity of advanced DEALERS’ —— snencacs — 
markets as, while material prices may PROPOSITION | #05108 > BETROIT~ INDIANAPOLIS + CHICAGO + ST. LOUIS + SAN FRANCISCO 
be moderately higher, production costs 
as a counterpart are bound to be some- | 

















what lower in most instances. 


INVENTORLES have gradually 
worked higher since last September 
and, including the past month’s activi- 
ties, there is evidence of efforts to have 
materials for commercial manufactur- 
ing requirements definitely on commit- | 
ment or placed in procurable storage 
well beyond current production needs. | 
In numerous instances, the pace of 
operations during recent months has | 
prevented the intended increase in in- | 
ventories but the widespread policy of | 
building up supplies on hand continues | 
on an orderly basis, with the likelihood 
that this procedure will be extended. | 
Many feel that everything is to be 
gained by maintaining supplies which 


PIPE COVERING 





“The Master Insulation 
for Heating Systems” 








have been accumulated. CAREYCEL—the patented insulation for low 
Prices are unlikely to work lower pressure steam and hot-water heating systems 

during the coming months, and_par- (for temperatures up to 300° F.)— 

ticularly in the materials related to the 

metal-working industries or goods that CUTS HEAT LOSSES 30% 


have te or through —. nae Impartial tests at Mellon Institute proved the 
poy resi a “aes splendor nae 4 rate of heat loss through Careycel to be 30% 
Re a ae ee less than through an equal thickness of aircell CAREYCEL assures ut- 
considerably less plentiful. . . P P P most satisfaction for users 

2 insulation. Shrinkage is only 1/10th that of air- W  maetey alee aul aud 


imi : ni ° profits for distributors. 
cell. Eliminates heat-wasting cracks at joints; Write for interesting date 
makes a better looking job; increases efficiency and details of Distributor 


: Franchise—address Dept. 
of heating equipment; saves fuel. 55 


COLLECTIONS show some further 
improvement and, as a whole, are quite 
satisfactory, especially in the manufac- 
turing centers of the country. There is | 
no indication of concern being felt in 


collection circles under prevailing con- | MU DM 2 ALAN a MeO ut ed Me SE OUR E LR 


ditions. 








Dependoble Products Since 1873 
IN CANADA: THE PHILIP CAREY COMPANY, LTD. Office and Factory: LENNOXKVILLE, P.Q 


CREDIT has been reported ample on 
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INDIANAPOLIS 








CAPITAL ‘‘RED CAPS” 


Fill Many Industrial Needs 


Give Service That Pays 
Dividends 


Satisfied Customers 
Mean Re-orders 


Approval and Acceptance 
Grows Daily 


Industry's Present Main- 
tenance Needs Offer Big 
Selling Advantages 


You Really Can Make 
Money with 
Capital "Red Caps" 


INDIANAPOLIS 
BRUSH AND BROOM MFG. CO. 


Corner Brush and Broom Sts. 
Est. 1890 


INDIANA 


HEADQUARTERS , 


for hele Z 


@ Men who lace belts like Alligator because 


EAR in and year out mill supply it can be put on with a hammer and it drives 


houses have made money out 


straight. Its compression grip protects the 
belt ends and there is no ply separation. It 


of Alligator Steel Belt Lacing and embeds in the belt and is smooth on both 
Flexco HD Belt Fasteners and Rip faces. The two piece rocker hinge pin greatly 


Plates—made money because Alli- 
gator and Flexco are used every- 
where belts are used—made money 
because a small stock will show a 
remarkably good turnover. 


Why not go after some additional 
business on both Alligator Steel Belt 
Lacing and Flexco HD Belt Fasteners 
and Rip Plates? You may be sur- 
prised to find how many dollars you 


increases the service life, and yet the belt 
fastening can easily be separated at any time, 








can add to your profits by checking 


up on the requirements of printing 
plants, laundries, repair shops, plan- 
ing mills, dairies, sand and gravel 


@ Men who have charge of conveyor belt 
maintenance like Flexco HD Belt Fasteners 
and Rip Plates because the fasteners make 
a tight butt joint with long life. The recessed 


plants, and every type of industrial plates embed in the belt and prevent ply 


outfit in your section. 


separation. Patching and other repairs with 
tip plates save expensive conveyor belt re- 
placements and extended shutdowns. 


FLEXIBLE STEEL LACING COMPANY 
4633 Lexington Street, Chicago, Illinois 
ALLIGATOR Stee! Belt Lacing for transmission belts 
For conveyor belts FLYKCO E-a0-> Fasteners and Rip Plates 
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all sides for several months and a con- 
tinuation of this condition is antici- 
pated, particularly when applying to 
going businesses. 


EMPLOYMENT totals increase week 
by week and. as new plant additions 
are available and increased production 
schedules get under way, further reduc- 
tion in the number of unemployed 
throughout the country is expected. 
Efforts continue toward training of 
younger men in skilled and semi-skilled 
trades but months must pass before this 
undertaking makes itself effectively felt. 
The rush of business activity generally 
is lifting employment figures, although 
this applies most directly to the manu- 
facturing sections, while other outlying 
parts still have their relief rolls to sup- 
port. However, both white-collar work- 
ers and men in overalls are being placed 
in gainful employment on a basis not 
exceeded in the past several years. 


BUYING POLICY recommendations 
must of necessity include the protection 
of manufacturing needs from three to 
six months ahead of current operations. 
This is based on difficulties of procure- 
ment that may occur as the months pro- 
ceed rather than any anticipation of 
widespread price changes. Commodity 
values are not varying to any great ex- 
tent and the fear of wide unsettlement 
occurring from price adjustment or 
escalator clauses in agreements is prov- 
ing groundless. 

Numerous contracts subject to quar- 
terly adjustment are being continued 
practically unchanged. although several 
items within the machine tool industry 
are reflecting the higher prices enumer- 
ated in the escalator clauses included 
in negotiations of last Fall. 

It is to be expected that greater labor 
difficulties will occur in times such as 
now prevail industrially, and higher 
labor costs are likely to become effec- 
tive as the stress becomes greater. In 
this case, reflection is quite probable 
in commodity values generally al- 
though. on the whole. price changes 
from this factor should not be extensive. 

However. it is a precarious under- 
taking to confine purchases at this time 
to needs only as they occur, particularly 
should the materials be for commercial 
or non-essential industries, and the 
sounder and safer procurement policy 
is in considerably more extensive com- 
mitments and inventory accumulation 
that will protect assured operating 
schedules well into the months of next 
Summer. Much thought is being given 
and many heads are being wagged con- 
cerning the happenings within business 
circles some three or four years hence, 
but during the immediate future the 
better part of valor appears to be in 
making supplies for high speed opera- 
tions secure for several months ahead. 
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| , 
Factory Man Has His Say | Profits take care 
themselves if you 


“Didn't I read something in Mit | 


Suppties a while ago about factory | keep your custom- 


salesmen and their relations with the | 


distributors’ salesmen?” recently asked e r Ss ' p r 0 d u C t i 0 n 
Joé A. 


Birkhead. sales representative 











— 


in four southwestern states for the h e ith 
Lunkenheimer Co.. of Cincinnati, Ohio. | umming Wi 


“I'd like to ‘horn in’ on this dis- 


cussion, from the factory man’s view- TRIPLEX ° 


point if I may.” continued Mr. Birk- 
head. “I quite agree that a responsible Th d d F t 
manufacturer working with reliable rea € as eners 
supply houses in the various territories. 

“Actually a manufacturer, dealing 
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through supply houses. has a greatly “Plenty of business” doesn’t always mean “plenty of profits’— 
augmented sales force working for his especially if complaints and adjustments run up your selling 
= owe Tr . . es 
company, not subject to the manufac- costs. TRIPLEX Cap and Set Screws, Bolts and Nuts help users 
. a . reduce assembly line delays—give them strong 2 sade , 
turer's direct supervision but neverthe- eiceeeas: di cau ‘ceili a times r iter m8 threaded Supply threaded 
3 , . astene at acc ateriz oO econ of operation, ido 
less selling that manufacturer's line. Bhi onc dbann 
| It follows. therefore. that a factory TRIPLEX Cap Screws, for instance: All standard sizes, all pot geo and 
p ° . , é T , . ation an bYO- 
representative in a territory should be heads and threads. Tough upset blanks made from. strictly fits tains oP 
° “o . ° >i 5. cs dic 
a sort of traveling sales manager for specified steel—threaded, pointed and finished on modern ma- TRIPLEX 
¢ a) ; . . . Ge sho 
his company’s distributors. chines that assure accurate dimensions. Heat treating carefully Write today for 
“I'd like first to pay a tribute to controlled in latest type electric furnaces. samples, prices. 


the mill supply salesman. Considering | The Triplex Screw Company, 5319 Grant Avenue, Cleveland. Ohio 
that he is a “jack of all trades’ he does ’ . 
| a swell job of selling. I am_ often 
amazed by the variety of information 
a supply man has at the tip of his 
tongue, on the many lines that he 
handles. I find his customers do not 









CAP AND SET SCREWS 


BOLTS, NUTS AND RIVETS 
Millions Sold ** Used in Every Industry 


hesitate to ask him questions on all 
kinds of products and expect a com- 
plete answer immediately. The surpris- 
ing thing is, they usually get it. 

“Of course, the local supply sales- 
man has one advantage—his close con- 
tact with the customer. which often 
places their business relations on a 
basis of friendship. 

“From my viewpoint. I find the dis- 
tributor’s salesman helps me in_ two 
most important ways. 

“First, assuming I have done a good 
job in selling him, the supply sales- 


VARIABLE PITCH 
man makes frequent contacts for me 


(Cast iron) 


V-PULLEY 
with his customers. Consequently, the Vere ae vee 
customer has our line brought to his F.H.P. CAST IRON 
attention once or twice a week and ve 


sometimes daily. where I couldn't see 


this customer oftener than once ot 
twice in three or four months. Then. 
of course, the stock of my goods in 


the local distributor's warehouse — is 
available day and night or Sunday ‘ 
and the user appreciates that fact. Our 3-Point 


“Second. when I am calling on the 


, Sales Plan— ‘4nereasing Demand 
trade with the local supply man. the 
hig advantage to me is his acquain- ¥ PRODUCT Sets New Sales Pace +: 2 


tanceship with the customer. Instead of 














Increasing demand makes it possible to offer Maurey V-pulleys at a 

being a name on a business card. which PROFIT much more reasonable cost than is usual for V-pulleys of such 

© ; ‘ ~ A) s outstanding quality and performance. We know and understand the 

I would be in making a call alone. I v. J transmission problems and needs of your customers—we meet them 

friend of Bill’s (the local PROTECTION with V-pulleys that stand up to the job. Maurey V-pulleys deliver 

am a Iriend 0 His (the local man). fine performance and build good income for Distributors. Send for 
Consequently I can almost always see details. 

; fac e : AURE ANUFACTURING CORP 
the proper factors and am assured of M Y M A ." 
a courteous hearing. The supply man 
arte saga, is , Wabash at 29th, Chicago, Illinois 
is familiar with any changes in per- 
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More Than 

yAtl ele 
Inquiries | 
per Month 


prove the widespread 
demand for 


SMOOTH-ON 


Iron Cements 











An extensive advertising campaign 
in 46 weekly and monthly trade 
journals and magazines brings us 
more than 24,000 inquiries each 
year requesting information on 
Smooth-On applications. 


For 45 years, the uniformly suc- 
cessful results obtained from these 
many-purpose iron cements in re- 
pairing cracks in apparatus of all 
kinds, sealing leaks of steam, 
water, air, oil and gas, tightening 


loose parts of equipment and 
fixtures, making up tight pipe 
joints, waterproofing walls and 


floors, etc., have made the name 
SMOOTH-ON literally a “house- 
hold word” in industrial plants. 


Get the benefit of the wide sales 
opportunities of Smooth-On by 
stocking the popular compositions 
and sizes of cans—you will find 
they sell easily and bring you ad- 
ditional business. 


Smooth-On Mfg. Co., Dept. 25 
570 Communipaw Ave., 
Jersey City, N. J. 


Tell your customers 


Doit with — 
SMOOTH-ON | 








sonnel in the various organizations and 
can keep me posted on situations that 
might take me six months to discover 
for myself. It is evident that if the fac- 
tory man, in this way, can quickly con- 
tact the right man or men he has a 
chance to make a sale. 

“Now, I'll have to admit that the sup- 
ply man also has his human failings. 
For instance, when I am introduced by 
the supply man to some important- 
looking individual in a manufacturing 
plant, the supply man sometimes fails 
to make it clear as to the title or job 
of the man I am meeting. If he would 
say: ‘Joe, this is Mr. Jones, the chief 
engineer, or Mr. Smith, the purchasing 
agent,’ it would help a lot. 

“Sometimes, too, the supply man can 
be careless with the factory man’s 
time. I have waited for hours to make 
a call or two with the local salesman 
only to find the entire time wasted. 
Again I have stayed over a day to see 
a prospect, only to discover that the 
deal had been put off indefinitely or 
handled in some other way. 


YOUR Customers 
Will Appreciate 
the SAVINGS 
These Reliable 
Couplings Insure! 


= 


DIXON 
AIR HAMMER COUPLINGS 


Air job costs go down and stay down when 
“DIXON” couplings are put in service! Easy 
to install, they fit and grip the hose so 
tightly that the drill, hammer or spade is 
allowed to operate at maximum efficiency. 
resulting in a quality of service far in ex- 
cess of that indicated by the very modest 
price at which these couplings are sold. 
Cadmium plated—-rustproof. Compact Type. 
Style WLD-7, 42” and %". Heavy Type. 
Style WHD-9, %” and 1”. 

| NOTE: For washerless couplings of same type, 

specify “G]J-DIXON” Air H Cc li 


Sod 3 








“Such cases are rare, of course, and 
I find usually that the local man is 
ready and willing to work with me to 
the best possible advantage to us both. 
Often he goes to much trouble and a 
sacrifice of his own time, to put me in 
contact with a prospective user. 

“Seriously, I get a big ‘kick’ out of 
my job. I leave one territory with re- 
gret, after a few pleasant days spent 
with the distributor’s men there, and 
at the time look forward with 
pleasure to seeing and working with 
the group of good fellows in the next 
city. I would dislike very much now 
to work a territory without the able 
and conscientious help of my 
friend 





same 


good 
the local supply house sales- 
man. I believe I am expressing the feel- 
ing of a great majority of factory rep- 
resentatives, sell 





whose 


“BOSS” 
AIR HAMMER COUPLINGS 


es (enininannniaiatiasaneniteiieasimemenicanieans: | Cu Jia ce - cia Saat Scans 


companies 
through distributors.” 


| described above, except furnished with extra 
strong malleable iron “BOSS” Clamp, ex- 
| tended fingers of which engage collar on 
| coupling stem. This securely anchors coup- 
| ling to hose, eliminating all danger of leaks, 
pressure losses and blow-offs. Cadmium 
plated—rust-proof. Compact Type, Style 
WLB-21, 42” and %”. Heavy Type, Style 
WHB-32, %" and 1”. 
NOTE: For washerless couplings of same type, 
specify “GJ-BOSS” Air Hammer Couplings. 


Sold Only in Strict Accordance With 
Our Established Distributor Policy 


DIXON 


VALVE & COUPLING CO. 


Main Office and Factory: Philadelphia, Pa. 


Branches: Chicago ¢ Birmingham « Los Angeles « Houston 


Lighting up after disposing of the morning 
mail: Kyle Cudworth, president of the Link 
Belt Supply Co., Minneapolis. 
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Convention Registrations Open 


(Continued from page 37) 








quet. Meetings will be held in the 


Grand Ballroom, the Red Lacquer | 


room and other rooms on the club 
floor. An added feature that will 
probably prove of importance from 


the standpoint of convenience will be | 
the creation of a special lobby in the | 
Exhibition Hall just outside the meet- | 
ing rooms. This will avoid throwing 


the convention into the general con- 
fusion of the main lobby. The Exhibi- 


tion Hall will be the official gathering | 
place of delegates before, after and | 


between meeting sessions. 


The decision to make it a four-day | 


convention has been under considera- 
tion for some time and acceptance of 
the idea is meeting with enthusiasm 
on the part of both distributors and 
manufacturers. An old, old problem 
of conventions has been the difficulty 
for delegates to find time for personal 
contact making. Distributors and 
manufacturers wanted conferences 
with each other but it was difficult to 
find the time for as many of these 
conferences as were in demand. Com- 
mittees arranging previous conven- 
tion programs tried to answer the 
problem by setting aside periods for 
contact making, but even this failed 
to provide an adequate answer. 
Under the plan adopted for the 1941 
convention, sessions will run from 


9:30 or 10:00 a.m. to 1:00 p.m. and | 
official business will close for the | 


day at that time, leaving the rest of 
the day open for informal business 
gatherings. This schedule will be fol- 
lowed on the four convention days. 

Those who made the long trip to 


Dallas last year will recall the success | 


achieved by the introduction of the 
“Convention Special” which was 
under the management of Harry 
Allen of Thos. Cook & Sons. Allen is 
charting a special train now to leave 
New York Saturday afternoon, May 
3, to travel over the tracks of the 
Pennsylvania Railroad, picking up 
pullman cars along the route. Cars 
from New England will join the train 
at New York. The train will arrive in 
Chicago at 7:40 Sunday morning. 


Every plant in your territory 
is a prospect for these products 


> 





— , BASA* FAVORITE* 
PACKINGS HAMMER WRENCH 


Every strand individually im- 








: ; : Made in 5 sizes 
ggg I TI age ll Interchangeable socket heads 
Interchangeable faces of raw- . , ap 
PALMETTO* — hide, copper and babbitt 3 Sizes for nuts '/-in. to 1'/2-in. 
for steam, hot fluids ; 
PALCO* Clamping jaws allow rapid Each head takes 2 different 
for cold water changing of faces sizes of nuts 
je . 
for — oils Cadmium plated Cadmium plated 
| CUTNO* EMPIRE* Rawhide Mallets and Instantly reversible 
| for alkalis rawhide faces of the BASA aa 
| SUPER CUTNO* Hammer made from finest Opening in head allows long 
| for acids Java water buffalo hide. bolts to pass clear through 
. . . . “Reg. 
Write for full information and prices u. &. pot on. 


GREENE, TWEED & CO. 


101 PARK AVE., NEW YORK, N. Y. 


DURO ; 
‘10 TILTING ARBOR SAW <..7 

IS DESIGNED FOR <7 
YOUR MARKET 





















Built in chute en- 
closes blade and 
forces sawdust to 
The outstanding value offered by this New Tilting bottom of base. 
Arbor Saw is typical of the complete line of Duro 
Power Tools. 
Table Saws, Jointers, Drill Presses, Band Saws, 


Shapers, Carvers, Routers, Scroll Saws, Flexible Any —_ a 
Shafts, Lathes, Grinders, Sanders, Electric Drills, tor can be 
Hand Grinders, V-Belts, Pulleys and Motors—are all with the Duro 
made in a variety of sizes and prices to meet every Saw. Makes it 
need. Ask us to have our representative call to easier to sell. 


explain our sales plan to you. 


ee ea 
DEPT. MS-I,2649 N.KILDARE , CHICAGO, ILL. 
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ENGINEERING CONSTRUCTION INDUSTRY TO 
IMPORTANCE OF THE DISTRIBUTOR 
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engineers. Right now when defense construction is dictatin 
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readers to lean more heavily on distributors for mainte- onstruciion Methods 

nance service and for speedy delivery of equipment, parts, McGraw-Hill Publishing Co., Inc. 

teri ies. 
ES OOS 330 W. 42nd St., New York 
Reprints of these advertisements are available on request. 
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Don Rebillot 


“We sold over 20,000 feet of 
Veelos V-Belting in 1940” 


reports GEORGE LEAHY, Manager 


Manufacturers Rubber & Supply Co., Canton, O. 
V-BELT 


ADJUSTABLE to any length 
ADAPTABLE to any drive 


James Shrake 


George Leahy, Mgr. 


“ 


. and we made a good profit on this 
business,” says Mr. Leahy, “but equally im- 
portant to us is the fact that Veelos helps 
us open new accounts. It’s adjustability 
guarantees production insurance—and that 
fact makes it easy to sell.” 


MANHEIM MANUFACTURING & BELTING COMPANY 
MANHEIM, PA. 





| 
| 













% FOR CONSISTENT 
.| SALES VOLUME 
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> 
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THE EDWIN H. FITLER CO. 


Manufacturers of Quality Rope for Over a Century—Established 1804 
MAIN OFFICE, PHILADELPHIA, PA. 


St. Louis 








sell 





New York Chicago New Orleans Los Angeles + San Francisco 
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1,000,000 Prospective Customers 


(Continued from page 35) 








The U.S. Commissioner of Educa- 
tion, John W. Studebaker, heads up 
the program in Washington, with co- 
ordinating state boards for vocational 
education. The state boards, and in 
some cases municipal boards, work 
with local industry and labor in de- 
termining the needs, numbers to be 
schooled, courses to be given, etc. 
The commissioner, with the counsel 
of the War and Navy Departments, 
has set up the following industries as 
essential, and therefore entitled to 
first call on trainees: 

Aircraft manufacturing, mainte- 
nance and repair; machine tools; 
shipbuilding, maintenance and _ re- 
pairs, manufacturing, 
maintenance and repair; electrical; 


automotive 


forging; boiler and heavy steel plate; 
foundry; light manufacturing; sheet 
metal; 


woodworking; chemicals; 


_ ammunition and light and heavy 
| ordnance. 


Obviously, it is impossible to de- 
velop skilled workers for these indus- 
tries with a brief, even though in- 
tensive, general training period. The 
answer .seems to be supplementary 
courses which improve the skill of 
those in semi-skilled occupations so 
they can break in the new trainees, 
and themselves move up to higher 
skills and earning power. Manufac- 
turers are encouraged to have expe- 
rienced men set up the machines, tools 
and jigs for the newer men to operate. 

There are now more than a thou- 
sand public trade schools receiving 
Federal aid under this plan. In addi- 
tion, several thousand shops in gen- 
eral high schools are being rapidly 
adapted to the program. 


Manufacturers’ Training 


Although company apprenticeship 
training was badly demoralized dur- 
ing the depression, manufacturers 
have been exerting every effort to 
build a reservoir of skilled workers 
during the past year and a half. 


_ These have taken the form of night 








et reer 








courses, part-time day training, per- | ee ae a 
© e e | sistent advancement of employees, \\ 4 


and cooperative training efforts with \ 4, 
N 





NS 


$ TA N DA R D W/ TH local trade schools. Naturally, indus- | N 4 
try-directed training is the most satis- | 

f | ECTR IC lA NS factory to the manufacturers because | & 

/ students can be schooled for specific | %& 

| duties. Moreover they represent | § 






known, local labor. 


/q . 

a4 Commercial Trade Schools | §& 
° | 

The present situation spells Utopia | 4 

| for the commercial trade schools, and | = 





_ they’re turning out graduates by the 
thousands. In the past some of them | 
have been charged with devoting 
more energy to soliciting students | 
than to training them after they were 

enrolled, but by and large the com- | 
mercial schools are doing a construc- | 


ner SONNE 


WS 
thee 


tive training job today. This is par- | 


| ititincnatcaements 
° ° . | 
ticularly true of private schools in the | 
| 
| 


aviation business, an industry whose | 
man-power problem, by the way, is | 
| becoming more acute every day. | 
| 


In the Aviation Business | STREAMLINE 
Now on the greatest manhunt in | LANTERNS 
history, the aviation industry needs | 
300,000 workers, including those for 
aircraft factories, engine plants and | G I V E 
their respective subcontractors. Many 
need men with only elementary train- 8 R I G uy T 
ing to hold jobs along streamlining 


production lines. Others are short LIGH J 


mainly of men with advanced train- 
ing and definite mechanical aptitudes. | without 
a ‘KE tT In the engine plants, of course, highly 
a | ’ © oN « a Cl] : 
oy skilled machinists are essential. Diminishment 
In their present stringent circum- | 
stances, the aviation companies are| AY DIETZ LANTERN can be 
N° “pretty good” plier is gocd enough feverishly pursuing every known depended upon in wind or 
for a -— — “ work with | channel for developing skilled work-| rain — powerful and steady 
them every day. That's why electricians— wh € —_ ney ee . . es 
cnapaenenaile an Unie Ctra. Tae ers and mechanics. Many have set up | light that brightly beams in 
know that each pair must pass an individ- | their own schools. Some are working | clear or murky weather. 


ual test far in excess to any service inthe | closely with the government-spon- 


field. They know, too, that every pair is in- Economical too — one quart 
pogo —_ — in tructors, € ui ment, etc.) uc h is of kerosene burns two d S 
ans 4 j Ss ‘tors, @ ) “ » Gaee Ss = as . 
ae tes tas ae perc | the NYA high hools, and_ public | and two nights. Stock DIETZ 
of Se i f g scnoois é ) > 
eer ae ; LANTERNS for every need 


ard—“‘since 1857.” 
and emergency. 








“Since 1857” 


sored training agencies (furnishing 


vocational schools. Others are team- 


Your copy of the Klein Pocket Tool ing up with private schools by em- | 
Guide will be sent on request. ‘ 





ploying their graduates as often as 


@ )ar4 


LANTERNS 







possible, providing instruction, equip- 
Foreign Distributor: 


ment, and even helping promising 
International Stondard Electric Corp., New York 


students to pay tuition. In short, the 


aviation companies are taking skilled 
° K y 
mm (0g |, & Sons workers from every possible source. NEW YOR 
aed Chaco I US Because the draft will take about Output Distributed Through the 


“1 , obbing Trade Exclusivel 
3200 Belmont Avenue, Chicago, Illinois a million men from the labor market. J 9g y 
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METAL CUTTING GAND WELLS MFG. CORP. 











Three Rivers, Michigan 








How TAYLOR Helps You Sell 
ALLOY STEEL SLING CHAIN 


(1) WIDE MARKET—Practically all of your trade 
use chain slings or chain in one form or an- 
other. 


(2) ENGINEERING COOPERATION—Taylor en- 
gineers offer suggestions on sling design—size 
—length—application—how to carry loads— 
fittings—and will help to make special sales 
when needed. 


(3) FULL LINE—Not only chain for slings—but 
Taylor-Made products include a chain for 
every use. 


YOU CAN MAKE A PROFIT. These 3 reasons 
are the “why” distributors and jobbers are making 
sales and money with TAYLOR-MADE Chains and 
Slings. Taylor cooperates. Write for the Taylor- 
Made PROFIT proposition. 


S. G. TAYLOR CHAIN CO., Hammond, Indiana, Box 509-M 


5.6. TAYLOR CHAIN 
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| the over-all situation will get worse 


before it gets better. Indeed, training 
of workers is here to stay, and supply 
houses who recognize it as a sales 
opportunity are investing in good 
will of the buyers of the future. 

One thing we should see is the end 
of unemployment. 








Sales Meeting In Print 


Answers to Questions 


(Continued from page 48) 








1. 3in. = \%4 ft. Therefore the plate 
equals 4 X 5 Kk 144 = 5 cu. ft. As steel 
weighs 489 lb. per cu. ft® the weight is 
5x 489 = 2445 Ib. 

3.14 x 20 = 3534.2 
cu. ft. As water weighs 62.4 lb. per cu. 
ft.. the weight is 62.4 S42 = 
22.053.408 Ib. 


3. 5 lb. Rule: area in sq. ft. X num- 
ber of eighths of an inch thick x _ 5. 
This is applicable to any plates with 
dimensions in exact feet. 

1. 2 per cent, or 5.1 Ib. Steel weighs 
0.283 lb. per cu. in., wrought iron 0.278. 

5. Cast iron weighs 450 lb. per cu. ft. 

6. Brass 520 Ib., copper 550, alumi- 
num 162, and lead 711 Ib. per cu. ft. 

7. 80 lb.. because cast iron weighs a 
little over 16 times as much as pine. 

8. 60 Ib.. because cast iron weighs 
only 12 times as much as mahogany. 

9. 4.75 |lb.. because there is a slight 
shrinkage in casting. 

10. Yes. Coal weighs 43 Ib. per cu. 

9 
ft. Thus 100 tons occupies = i 
1650 cu. ft. The shed has an area of 


20 « 40 x 6 ft. = 4800 cu. ft. 
ll. Area of a circle at. Thus 
= "© 2 hts = bie 


- 27 r. Thus 
25.12 in. width. 
92.400 cu. in. 4 ft. 


12. Perimeter of circle 

2 x 3.14 x 4 
13. 400 «x 231 
92 100 ve . 
18 in. - = 1925. Square root 


18 

of 1925 13.8 in. plus. Thus a 4 ft. 
square tank would do nicely. 

14, 73000 

1,500 

tin. in diameter. 

15. 530 and 550 deg. 

16. About 1825 deg. F. 

17. 1655 and 1475 deg. F. 
tively. 

18. About 960 deg. F. 

19. About 2010 deg. F. 

20. About 2550 deg. F. 
white color. 

21. 2750 to 2900 deg. F. 


- 50 sq. in. area. Call it 


respec- 


and bright 


23. Yes. Bright orange is about 2200 
deg. F. 








24. Coefficient of expansion is 
0.00000065. Temperature change is 
300 — 60 = 240 deg. Thus: 200 x 240 

0.0000065 = 0.312 ft. 

25. Coefficient of expansion for cast 
iron is 0.000006. Thus: 0.000006 x 12 
x 400 deg. = 0.0288 in. 








Ever Try A Product Safari? 


(Continued from page 39) 








petitive spirit, as it gave the bow-and- 
arrow wielders an equal opportunity 
to vie with those who regularly shoot 
big Winchester repeaters. 

Three main prizes were put on the 
trophy rack for the. boys to shoot 
at. The Big Shot was to be awarded 
$100 for bagging the greatest number 
of bounty points during the hunt. 
The Sharpshooter, second highest, 
$75, and the Nimrod, number three, 
$50. Two other major awards of $45 
and $25. respectively, were set aside 
for hunters who captured most in- 
dividual prizes during the three- 
month safari. 

In order not to neglect the rear 
gunsights, monthly and weekly prizes 
were also offered. For example, $25 
awarded for the hunter bringing in 
the greatest number of bounty points 
each month: $10 for the greatest num- 
ber of bounty points each week. In 
addition, each hunter who bagged 
his monthly quota was eligible for a 
$10 bonus. 

While these preliminary details 
were being worked out, not a whisper 
about the impending campaign had 
been breathed. On Monday morning. 
two weeks before the opening gun, 
each salesman got a single-page flyer. 
Not a word mentioned a contest or 
sales campaign. Cryptic, it simply 
said each salesman would soon get 
an opportunity to gratify a lifetime 
ambition—bump off a ferocious tiger. 
man-eating lion or bull elephant. 
Puzzled, the boys stuffed the flyer 
in their briefcases. 

A week later each eligible hunter 
received a formal-looking document 
from the “Game Warden’s” office. The 
recipient was declared duly qualified 
to bag an unlimited quantity of Big 
Game in his territory, starting at 


dawn September 1, and ending at 































These Advantages 


Make It Easy to Sell 
Fairbanks Hand Trucks 


Steel straps on both front and back of wooden frame. 

Steel crossbars bolted flush into top of frame, instead of into 
wenkening mortises. 

Nose iron can be replaced by removing only six bolts. 

Wheels are slightly crown faced, minimizing chipping of edges and 
making them less destructive to floors. 

Wheel guards are an integral part of cross- 
bars, and not a short piece bolted on which 
may work loose. 

Handles are wood, which are warm to the 
touch. They are a part of the frame, so cannot 
work loose. Tapered frame gives yg better 
bahince. 

Fairbanks Hand Trucks are so ruggedly con- 
structed that they will withstand the most 
severe punishment encountered in ordinary 
service without injury. 

There is practically no part subject to much 
wear that cannot be inexpensively and quickly 
replaced. 

Write for catalog No. 51 and our attractive 
proposition to distributors. 


“You can 
bank on 


FAIRBANKS" 





THE FAIRBANKS COMPANY 
19 EAST 4TH ST., NEW YORK, N. Y. 


Boston, Mass., Pittsburgh, Pa. 






Factories: Binghamton, N. Y., Rome, Ga. 


Ss Fairbank 


Hand and Platform 
Trucks, Wheel- 
barrows, Casters 











PROVED... 
a profitable ttem! 





Reg. U. S. Pat. Office 


SELF-LOCKING NUT 


| The built-in, self-erergizing lock- 
‘ing ring is always on guard, 
ready to spring to life and grip 





the nut whenever a backing off 
Cutout 


Fig. 


1510 ee hein, *ndenny annus. 

mg n 
~—_ pees This neatly ingenious and unfail- 
anc 
Pat's. ing protection against costly 
Pending 


troubles caused by ordinary nuts 
shaking loose means business and 


thoroughly satisfied customers! 





Write for 
Dealer's 


STANDARD PRESSED STEEL CO. 


JEHHINTOWR, PENNE Box 519 


Proposition 


seencars 


BOSTON + DETROIT - INDIANAPOLIS - CHICAGO ~ ST. LOUIS SAN FRANCISCO 
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MORGAN Semi-Steel VISES 


Years of constant use does not impair the accuracy and precision of Morgan Vises. 
Put your sales effort back of the Morgan Vise line and you will net yourself good 
dividends. We make Machinists Bench, Combination Pipe. Coachmakers, Chuck- 
ing. Woodworking. Solid Nut Continuous Screw, Quick-action Lightning Grip, and 
Streamline Garage types. Our franchise merits the confidence of our distributors 


because we give absolute protection. Let us explain our offer—write. 











MORGAN VISE CO, oven serrenson st. CHICAGO, ILL. 








VICTOR 
SAW WORKS 


Inc. 
Middletown, New York 


VICTOR Blades are made in tungsten and “Moly”, hand 
and power—as well as High Speed Stee/. All hand 
blades packed in modern metal boxes. 


VICTOR seccinc Texts 





THE BEST FLEXIBLE BLADE 


YOU CAN SELL 


@ The new VICTOR Unbreakable 
Special Flexible is setting records 
for performance and profits. Teeth 
so sharp it cuts like an all-hard, so 
tough they cannot strip, the entire 
blade so flexible that it cannot be 
broken in use in a frame. Custom- 
ers quickly identify this blade by 
the large, clear markings in bright 
yellow on its all-over (patented) 
black metallic finish. It is new in 
steel, new in heat treatment, new in 
profit possibilities. Feature it and 


watch your blade sales soar! 









@' 
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VICTOR SAW WORKS, Inc., Middle 





Sundown November 30. The attached 
hunting license was signed and sealed 
by “Game Warden” Pat Kramer. Still 
no mention of a sales contest, simply 
a note that a Hunting Manual would 
be issued. 

This manual followed in a few 
days, outlining the purpose of the 
contest, giving a complete set of rules. 

For 13 consecutive weeks during 
the campaign, flash news bulletins 
posted on activities in the different 
shooting areas. These bulletins fos- 
tered the sporting spirit. In addition 
to these flash news items, two weekly 
bulletins to give the point compilation 
for each hunter and a record of in- 
dividual prizes won to date. 

When the curtain was run down at 
sundown on November 30 and the 
final tabulations recorded, Big Shot 
W. W. “Bill” Lee had copped two 
major awards as well as several week- 
ly ones. Sharpshooter Wally Warchol, 
the “Davy Crockett” of lowa, was a 
close second and Nimrod A. E. 
Sparks, the “Hair-Trigger Kid” from 
South Chicago came in third. Besides 
these main eventers, every member of 
the sales staff who participated in the 
Big Game Hunt had managed to win 
one or more of the weekly or monthly 
prizes. 

Now that the boys have spent all 
this extra velvet on a big Christmas 
splurge, is it any wonder that they 
are out gunning for more? This was 
one of the most successful sales cam- 
paigns in point of sales volume that 
we've had. And, between you and me 
and the lamp post, it’s going to be 
no snap to pull another rabbit out 
of the hat just like it. But tomorrow's 
another day and there are hundreds 
of ideas just as good. 








V-Belts to Suit the Drive 


(Continued from page 41) 








compressor sheave equals motor 
speed times motor-sheave diameter 
divided by compressor speed or (1160 
< 13) + 300 = 50.3 in. in diame- 
ter. A center distance between sheaves 
slightly larger than the diameter of 
the largest sheave and less than the 
sum of the diameters of the two 








































Helping YOUR BUSIEST CUSTOMER 


\ 


@ Metal-working—already your biggest custom- 
er—is by far your busiest too. In the last 16 
weeks, the industry has contracted for $200,000,- 
000 worth of new buildings—for which some- 
body is going to sell a billion dollars worth of 
equipment during the next few months. These 
plants already have orders for several years — 


’ 7 ent orders for products like shells, tanks and guns, 





unfamiliar to men who have to make them. 

le rc.: Thus, American Machinist, handbook of pro- 

; duction executives, is providing in every issue 

= a special 12- to 24-page section devoted to 

’ T-UPS FOR armament production. Latest is this 5-part series 
‘ E on tooling present equipment for making high- 
i- XPLOSIVE SHELLS -II explosive shell. Most comprehensive data of the 
et type ever printed, the series will save weeks and 

_ ye —wnee even months of preparation time for many plants 

— your customers among them. Yet this is only 
one element of the 64-year continuing service 
which has built for American Machinist the larg- 
est paid circulation in Metal-Working. It can 
be a great selling aid for you —if the manufac- 
turers you represent advertise consistently there. 























April 2 


AMERICAN MACHINIST 


Read fortnightly by over 90% of the buying authority of the metal-working industry — your largest customer. 





Present paid circulation over 20,000, largest by several thousands of any metal-working publication. 
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This illustration shows 
“hicago Rawhide renew 
able faces for hammers 
which fit accurately in the 
malleable heads and pro 
vide tough, safe, striking 
surfaces. 
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LET THIS U-W CATALOG 
HELP YOU 


IN YOUR 
SELLING! 


... IT'S A COMPLETELY NEW BOOK- 
LET, ILLUSTRATING AND DESCRIBING 
OUR COMPLETE LINE, INCLUDING 
MANY NEW PRODUCTS ... NEW LIST 
PRICES .. . NEW DISCOUNTS. 


Wire rope, fittings, tackle blocks, manila 
rope, brattice cloth—in fact, every item 
manufactured by UPSON-WALTON is 
completely described and priced in this 
new sales aid. Take full advantage of this 
new catalog let it help you in your 
selling! \f you don't have a copy on hand, 
write for one, today—or, if you want more 
copies ... copies that your salesmen can 
profitably use ... don't hesitate to ask 
for them. 





Here are matchless tools—the hest there 
are for the work they do—protecting sur 
faces and materials which must not be 
marred when being struck. Chicago Raw 
hide Hammers and Mallets are made from 
genuine Java Water Buffalo hide, treated 
nd compressed into tough, accurate strik 
ing heads which outlast all others, 











Here is a complete line to sell—a size for 
every industrial use—a selection of weights 
in both hammers and mallets which pro 
vides the right tool for every job. Chicago 
Rawhide Hammers have permanent malle 
able iron heads using replaceable faces 
which give you steady, repeat business 
from every sale. 











Ilere is a profitable line because Chicago 
Rawhide tools are nationally advertised, 
ire sold only thru regular trade channe!s 
with a fully protected margin—a main 
tained policy of merchandising and seNing 


through jobbers which means much easier, 


faster profitable sales, 





CHICAGO RAWALAE MFG.CO. 


1290 ELSTON AVE- CHICAGO-U-S-A:; 
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sheaves will be found satisfactory for 
most drives. where other factors do 


| not establish the limits. Longer or 


shorter centers are practical and are 
recommended where conditions re- 
quire their use. 


On high-speed drives, compara- 


| tively short centers are recommended. 


In our problem the sum of the two 
sheave diameters is 13 + 50 = 63 in. 
Therefore, we may assume a center 
distance of 60 in. This is the distance 
that should be between the two shaft 
centers when the motor is set nearest 
the compressor and the belts will slip 
on over the sheaves. 

To select the number of belts in 
the drive, allowance must be made 
for the are of contact that the belts 
make around the small sheave and 
the kind of load being driven, as pre- 
viously mentioned. The are of contact 
may be found by the formula: 


60 (D — 1) 
Are of contact = 180 — —— — - 





where D equals diameter of large 
sheave. d diameter of small sheave 


and C center distance between 


| sheaves. Then in this problem: 


Arce of contact = 180 — 60 (50 — 15) 
' 60 
= 113 deg. 

From Table II we see that on an 
are of contact of 140 deg. the belt 
can transmit only 0.89 of its rated 
power, or 15.5 & 0.89 = 13.8 hp. 

The characteristics of the power 
unit and of the driven load must also 


| be considered. This is done by a 


service factor obtained from Table 
III. Assume that the motor is a nor- 
mal-torque, line-start. squirrel-cage 
type. With this type of motor driving 
a compressor, the service factor is 
1.1 and the belt will be selected for 
10 14 = 56 hp. Each belt will 
transmit 13.8 hp., therefore we need 
56 + 13.8 = 4 D-section belts. 

We now need to know the length 
of the belt. which can be determined 
by the formula: 
bes +i w+ +2 

« 
where the symbols represent the same 


dimensions as previously given. Then 


L = (2 X 60) + 1.57 x (50 + 13) 
50 — 13)? : 
2 — = 224.7 in. 
1 x 60 


say 225 in. The drive would then be 
written 4 — D225 — 130 — 503, cen- 
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terline 60 in. This drive will be eco- 
nomical and capable of applying the 
full motor load to the pulsating com- 
pressor load. 

When recommending the drive, it 
is best to choose the nearest stock- 
length belt. In this problem we have 
the choice of a belt 213-1-in. or 240- 
in. pitch length. If the stock lengths 
are not known and the motor can be 
set a little closer or farther away from 
the drive, suggest a stock belt of a 
length nearest to the calculated one. 
This when future belts are ordered, 
they can be supplied directly from 
stock. 
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The Dies Have It 


(Continued from page 33) 








dies for screwplates. The former in- 
cludes a perimetral screw that permits 
slight adjustment to make the thread 
a little undersize or a little over. The 
latter is in two parts, the stock being 
arranged to permit the same sort of 
Because standard bolt 
threads 


adjustment. 
and screw vary in pitch 
(number of threads per inch) for 
each size, and sometimes for the same 
size (as in U.S. standard and $.A.F.). 
each size requires a different die. 
Thus the split dies are commonly sold 
in sets consisting of a 2-handled or 
ratchet stock and a number of round 
dies. Screw-threading dies (which 
are not adjustable) are usually sold 
in similar sets. as are square dies. 
Pipe threads, however, vary in pitch 
only in the small sizes. Thus. Ameri- 
can standard thread for 4 pipe is 27 
threads per inch: for } and 3. 18; for 
4 and 3, 14; for sizes 1-2 in., 11}, 
and for 23 to 12 in., 8. Thus one ad- 
justable die or set of “chasers” will 
handle all pipe sizes from 1 to 2 in.. 
and another all from 23 to 12 in., ete. 
Furthermore, since a workman may 
be dealing with two or three pipe sizes 
simultaneously, many pipe stocks are 
of the 2-way or 5-way type, permitting 
any of the sizes to be threaded with- 
out a pause for die adjustment. Other 
die stocks uses chasers (four separate 
threading elements) controlled by a 


ring which sets all four simultane- 








Knurling 


makes the difference 








AKC 


Reg. U. S. Pat. Off 


Socket Head Cap Screws 


Production rushed? Does every second count? 
Then you'll find this famous “Unbrako" advan- 
tage a real time and money saver! For, just as 
the winding stem of your watch is knurled to 
prevent finger slip, so is the "Unbrako" Cap 
Screw. Fingers gear right to the knurling, turn 
the screw farther and faster before applying 
the wrench. 


... SELLS 






















Such a real seller as this deserves a place on 
your shelves. Write today for our proposition. 


STANDARD PRESSED STEEL Co. 


JENKINTOWN, PENNA. Box 519 


== 99006808 —— 


BUSTON + DETROIT - ITDIANAPOLIS + CHICAGO + ST. LOUIS - SAN FRANCISCO 























The Complete Line 


Only Armstrong-Bray can supply all of your belt 
lacing needs—WIREGRIP BELT HOOKS, Lacers 
and Lacing Machines; STEELGRIP FLEXIBLE BELT 
LACING, SUREGRIP HOOKS and FLEXGRIP 
COUPLINGS for round belting. 


WIREGRIP BELT HOOKS (6 sizes) come on pat- 
ented alignment cards that hold hooks rigidly in 
position, and prevent handling losses and card 
end waste. Applied with a Wiregrip or any other 
standard make lacing machine. 


STEELGRIP BELT LACING (8 sizes) in standard 
boxes, handy packages or long lengths for wide 
conveyor belts. 2-piece hinged rocker pins take 
up wear and increase flexibility. Applied with 
hammer, penetrates toughest belting with ease 
and clinches into a smooth "humpless" joint. 


WIREGRIP Belt Lacing Machines, Standard Bench 
Type illustrated (parts interchangeable with other 
standard makes), and improved Portable Vise 
Lacer, that has feet to hold it upright while 
loading. These machines take all makes of wire 
belt hooks. 


CHAINGRIP WHEEL PULLERS (3-ton or 12-ton) 
Pull all gears, wheels, motor wheels and motor 


pulleys regardless of distance from end of shaft. 
The ‘Universal’ puller. 


Write for 
Catalog 









ARMSTRONG-BRAY & CO. 


“The Belt Lacing People’’ 
310 N. Loomis Street 
Chicago, U. S. A. 
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Files that win and keep 


customers 





Swiss- 
Pattern 
Files 





r "American Swiss" Swiss-Pattern Files are sure to please 
your customers, because their uniform hardness, deep sharp 
teeth, and extra long filing surface assure more and better 
filing work in less time and at less cost. 


Our distributors report that critical users prefer "Ameri- 
can Swiss" Files and that their sale brings repeat orders. The 
large assortment of more than 3000 different shapes, cuts 
and sizes provides the right file for every precision and in- 
tricate filing job, and our 100%, distributor sales policy fully 
protects our distributor. It will pay you well to handle 
"American Swiss" Files. Write for full information. 


This trade mark on every tang 





American Swiss File & Tool Co., Elizabeth, N. J. 


American Swiss 


Made 
in 


U.S.A. 


_ ‘Kiles of Precision 







ROLLER CHAIN 
ORIVE 


WNTERCHANGEABLE 
AND 

















DON'T DRAW BLANKS FROM YOUR CUSTOMERS 









* CHANNEL LUBRICATED 


BE PREPARED TO FILL 
EVERY DRIVE REQUIREMENT 


Where there's a chain drive application to be 
made there's a potential order in sight and a 
profitable installation for the Distributor handling 
the Morse Positive Drive line of Silent and Roller 
Chains. 

You don't have to miss out on power transmission 
business when you round out your power drive 
equipment. With the Morse line you'll be pre- 
pared to meet all the power transmission drive 
requirements of your customers. 

Leading distributors in all industrial areas handle 
Morse Products because it is highly profitable for 
them to do so. It will pay you to investigate. 


MORSE 


CHAIN COMPANY 
ITHACA...NEW YORK 





MILL SUPPLIES ¢ FEBRUARY, 1941 





ously to produce a required thread 
size. 

For pipe threading in particular, 
there are many portable and semi- 
portable machines, ranging all the 
way from simple stock-driving units 
on a stand up to machines on wheels. 
The latter often include cut-off, ream- 
ing and coolant-supply equipment as 
well. For bolt and screw threading, 
there are fewer special holders. There 
is, however, the die holder for a lathe, 
and another for a bit brace or square 
socket on a drillpress. There is also 
the die head which can be used on a 
variety of spindle-type machines and 
which incorporates chasers in sets of 
four, held in adjustable shoes. These 
chasers may be reground by the user. 

The hand types you can sell to any 
metal-working plant, as well as to any 
maintenance mechanic, building shop, 
garage, etc. The machine types go 
only to shops having considerable 
threading to do, and to plumbers, 
electricians (for conduit) and the 
like. Where bolts or pipe are re- 
threaded, you can sell hand 
chasers or rethreading 
chasers. And all prospects for other 
threading equipment need burring 
reamers, bolt and pipe cutters, and 
chamfering cutters. 


also 
hexagonal 








In On the Ground Floor 
(Continued from page 36) 








then coated with a fine sand and sec- 
tioned off to simulate real bricks. 
All of these processes are done with 
Davis-built machinery. 

First operation is the ship-lapping 
of the wallboard, and a machine was 
built to produce four cuts on two sides 
of the board. The former method of 
doing the job produced a fluffy dust, 
which created a fire hazard—which 
necessitated a blower system, and re- 
quired workmen to wear respirators. 
Moreover, it took two men a full day 
to turn out 2,000 boards a day. With 
the Davis-built machine three men 
now produce 12,000 boards a day, 
and the dust hazard is eliminated. 

Next, the cut boards go into a vat 
on the radial arms of a giant wheel. 
The moving parts operate while sub- 
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merged in asphalt and, without a 
hitch, a steady procession of boards 
move in, get their dipping and move 
out on a conveyor chain. They follow 
onto a conveyor which steers them 
past the coating and marking proc- 
esses—all operations that depend 
upon standard stock items of bear- 
ings. gears, chain, motors, etc. 

The difference between the two men 
is that when a machine is set up, test- 
ed and proves fit for continuous run, 
Davis dismisses it from his mind, 
moving on to the next problem. Not 
so Wilson, who retains his interest 
throughout the life of the machine, 
standing ready always to supply new 
parts as needed, or even to render 
advice about the operation of the de- 
vice at whose birth he at least served 
as midwife. 








Branch Office Clicks 


(Continued from page 42) 











Two large display windows, effectively ar- 
ranged, keep Sterling's name before Moline 
buyers. 


Bill Teare and Frank Arnham are 
proud of the way this branch has 
“clicked” with the industrial plants 
in and around Moline. For their third 
annual tool show, held in May, 1940, 
over 2,200 plant superintendents, 
foremen, production managers, tool 
designers, machinists and die makers 
came from 27 towns and cities to see, 
and learn. A large number of in- 
quiries were obtained at the show— 
and many of them were converted into 
customers. 

After four short years this meant 
that Sterling Products had carved out 
a profitable niche for itself in Moline. 






y B&L SAE 1112 








Help your Trade 
speed up Parts 
Production 







with B & L 


COLD FINISHED 
Bessemer Screw Stock 


Our 50th 
YEAR! 


B&L SAE X-1112 


When your customers find that they can get 
10% to 35% higher output on their automatics 
in using these uniform, free-machining steels 





. you can expect a steady increase in demand 
and a faster “turnover” in your bar stock. It 
pays to carry a full line of B&L Bar Steels .. . 
favored by distributors from coast to coast. 


COLD FINISHED STEEL AND SHAFTING 


BLISS & LAUGHLIN, INC. 


HARVEY.ILL. Seles Offices in all Princypal Cities BUFFALO.N.Y. 














. the — 2 
and profit line 
leading distributors . - - 


MEET EVERY NEED 
OF YOUR CONTRACTING 
AND INDUSTRIAL 
CUSTOMERS ..... 






Jackson Type M-i! with pneu- 
matic tire—the only barrow with 





tray having double folded corners and three The completeness of the 
thicknesses of steel at folds. Practical— . ° 
Rugged—Rigid. Available also with steel Jackson line and the repe 
wheels. tation of Jackson equip- 


ment for sturdiness, de- 
pendability and all-around 
longer and better service 
are advantages which mean 

bigger and better business 
Jackson Steel Mortar Mixing boxes—formed 


is- 
from single sheets—rigid. Made in three sizes and more and more satis 
from 60 to 108 inches long, 32 to 48 inches fied customers—a _ com- 


— bination which means 
sound and _ satisfactory 
business building. 


The new catalog 40 M. S. 
on the Jackson Line is full 
of profit opportunities. 
Have you a copy? 


ee — JACKSON MFG. CO. 


HARRISBURG, Est. 1876 PA. 


WHEELBARROWS # CONCRETE CARTS * DRAG SCRAPERS 
MORTAR MOVING BOXES * COAL AND COKE WAGONS 












Jackson Type 88 
Concrete Cart, 
with drop axle, 
pneumatic tires 
androtter 
bearing or 
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NEW PRODUCTS 


With Sales Possibilities 


PAGE NO. 


PRODUCT 


MANUFACTURER 





Snagging Grinders 132 
Hack Saw 132 
Power Driven Brush 133 
Hack Saw 133 
Work Gloves 135 
Variable Speed Test Rig 135 
Fluorescent Lamp 136 
Paints 136 
Electric Hoist 37 
Paint Deodorant 37 
Portable Hoist 138 
Truck Pumps 138 
Glue 139 
Toggle Pliers 139 
Detachable Sheaves 140 
Tools 140 
Sump Pump 141 
Band Saw 142 
found Belting 142 
Drill 143 
Barrel & Drum Tipper 143 
Hose 144 











MAIN FEATURE 


Multi-speed and single speed 
Two cutting edges 

Denser brushing surface 
Flexible blade 

Neoprene coated 

Adjustable mounting bracket 
Lighting fixture 

Wide range of color 

One ton capacity available 
Banishes paint odor 

Safety features 

Improved bucket design 
Plastic resin, waterproof 
Deep throated 

For V-belt drives 

Facing operations in turret lathes 
High capacity 

Cuts wood, metal, fiber, plastics 
Metal fasteners not required 
Light in weight 

Simple and practical 


For car washing 


Hisey-Wolf Machine Co. 
Millers Falls Co. 

Osborn Manufacturing Co. 
Victor Saw Works, Inc. 
Miller Rubber Co. 
Link-Belt Co. 

Hygrade Sylvania Corp 
American-Marietta Co. 
Chisholm-Moore Hoist Corp. 
Coastwise Laboratories 
Yale & Towne Mfg. Co. 
Blackmer Pump Co. 

U.S. Plywood Corp. 
Knu-Vise, Inc. 
Worthington Pump & Mach. Corp. 
McKenna Metals Co. 
Imperial Brass Mfg. Co. 
Boice Crane Co. 

Sudbury Laboratory 
Ingersoll-Rand Co. 
Lewis-Shepard Sales Corp. 


N. Y. Belting & Packing Co. 
. 











Snagging Grinders 
Multi-Speed and Single Speed 





New snagging grinders developed for 
high speed or vitrified grinding wheels. 
Machines are built to handle 18, 20, 24 
and 30 in. wheels. Wheel guards de- 


132 


signed to prevent pieces of work jam- 
ming between wheel and guard as well 
as to arrest flying sparks and chips. 
Uses standard stock open rated motors 
which are mounted on a dovetail slide 
base with screw adjustment. Screw ex- 
tends through front of pedestal and has 
quick acting handwheel for transferring 
the belts from one set of sheaves to the 
next. Machines can be furnished with 
1, 2. 3 or 4 speeds. Special safety device 
prevent#overspeeding. Spindle is made 
in two pieces and coupled. When coup- 
ling is removed there is sufficient gap 
between the two spindles to remove or 
install new belt. Constant level auto- 
matic oil lubrication is afforded and 
grinder is ball bearing equipped 
throughout.—Hisey-W olf Machine Co.., 
Cincinnati, Ohio—Miut — Suppties, 
February 1941. 
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Hack Saw 
Two Cutting Edges 





The development of a double-edged 
hack saw blade has recently been an- 
nounced. Obstacles which have pre- 
vented the successful manufacture of 


such a blade until now have been the 
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There's SPEED 


IN THAT 
construction! 








There's 
POWER too! 


— and, there's more 
SALES for you! 
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Users of Atlas Car Movers get ‘com- 
pound leverage” action—and that's why 
they like these Car Movers—they get 
speed, power, efficiency, dependability 
—and, there are Atlas types all with the 
same action to meet every possible de- 
mand. You'll move more Car Mover busi- 
ness your way with the Atlas just as 
easily as the Atlas moves cars. Be sure 
you have an Atlas stock. 


Appleton-Atlas Car Mover Corp. 
2947 No. 30th St., Milwaukee, Wis. 


(Formerly Appleton Car Mover Co., Appleton, Wis.) 





RAZOR-BACK 


ONLY SHOVEL WITH A BACKBONE 





Do you realize that the 
only shovels selling in 
big volume today are the 
RAZOR-BACK and those 
which have tried to follow 
its construction? 


There is opportunity, in 
many territories, to handle 
the leader. Write for details 
and prices. 


THE UNION FORK & HOE CO. 


Columbus, Ohio 


Makers of Quality Tools for Over 40 Years 





set of hack saw teeth, which makes it 
difficult to keep the trailing edge 
dragging in the slot, and excessively 
high cost of breakage. The 
turer claims these problems have been 
solved, by setting teeth of the first edge 


fractionally wider than those of the sec- 
and eliminating breakage by an | 


ond, 


from | 


manufac- | 


advancement in heat treating technique. | 


“Double-Life” blades are guaranteed 
unbreakable and shatterproof. Positive 
feeds at twice the usual maximum.depth 


of cut do not impair the cutting effi- | 


The blade costs 50% more than 
the single edge type and does twice as 
much work per blade, at a greater cut- 
ting speed.—Millers Falls Co., 
field, Mass —MIA.v Supp irs, 
1941. 


ciency. 


Green- 
February 


Power Driven Brush 


Denser Brushing Surface 





\ new development in the manufacture 
of power driven wheel brushes has re- 
cently been announced. It is the “Ring- 
lock” method of construction, which se- 
curely locks in the brush material by 
means of a one-piece ring and a sleeve. 
The design provides a denser brushing 


surface, and reduces breakage of the 
brush material to a minimum. With 
this compact construction, wire wheel 


brushes can now be made successfully 
in diameters as small as 1-in. 


ameters ranging up to 12-in. The dense 


brushing surface makes the brushes 
faster-working, more efficient — tools. 


“Tampico” wheel brushes for cleaning. 


buffing and polishing metal are also 
made by the “Ringlock”” method.—Os- 
borne Manufacturing Co., Cleveland, 
Ohio.—Mi.. Suppties, February 1941. 
Hack Saw 
Flexible Blade 
\ new flexible tungsten alloy hack saw 
blade, possessing cutting qualities 


hitherto unobtainable in a flexible blade, 
has been announced. The blade, 
as the “Victor Unbreakable Special 
Flexible,” cuts as well as an all-hard 
tungsten blade, yet is so flexible it can- 
not be broken in use in a frame. The 
blade is coated with an all-over patented 
black metallic protective finish, 


known 


with 


identification data, including dimen- 
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ADVANCED 
DESIGN 


COFFING 


HOISTS 


TROLLEYS 
ELECTRIC 
DIFFERENTIALS 


The standard 
market has always 
been good—BUT 
new markets and 
opportunities are 
presenting them- 
selves for... .. 


COFFING HOISTS 


RATCHET LEVER 
LOAD BINDERS 
SPUR GEAR 















Sofety-Pull "'Quik-Lift" 
Ratchet Lever Electric 
Hoist Hoist 


Increasing business for Distributors re- 
sults from the impetus which all indus- 
try is receiving. Coffing Hoists are 
used throughout the industrial world— 
the Safety-Pull Ratchet Lever—the 
“Quik-Lift’’ Electric—the Spur Gear, 
end they all save time and labor on 
innumerable jobs that must be rushed 
to meet existing conditions. Our facili- 
ties are adequate to take care of ordi- 
nary and emergency needs. Now is the 
time to sell Coffing Hoists. 


COFFING HOIST CO. 


Danville, Illinois 
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FOR BREAKDOWNS 


so on for the total of more than 5,000 dif- 


When you break a drill, wreck a V-belt, 
burn out furnace brick, or rust out a length 
of pipe—it’s important. Time lost in repair 
is production lost. When you need help and 
need it quickly—call your industrial dis- 
tributor. He’s specially trained to render 
first aid to production. On his shelves are 
new drills, V-belts, furnace brick, pipe, and 
over 20,000 other items, ready to pitch in 
and help you get things rolling again—and 


to keep ’em rolling. 


Your industrial distributor has a stock 
of as many as 400 shapes and sizes of drills, 
taps, dies and reamers, many types and 


sizes of valves, all the sizes of V-belts—and 


ferent kinds of supplies. He stocks these 
items just to be ready at a moment’s notice 


to meet your need. 


And meet it he will—by truck, train, 
bicycle—or boat if need be—for his is a 
business built upon service. His readiness 
to help in emergency is but one phase of the 
continuing service he renders in meeting 
your production and maintenance needs for 


industrial supplies. 


Patronize your local distributor—he is 
trained and prepared to give you minute- 


man service from stock. 


One of a series of advertisements being run in American Machinist to sell the 
Metal-Working industry on the service of the Industrial Distributor by . . . 


MILL SUPPLIES 





A McGRAW-HILL PUBLICATION 
330 W. 42ND ST., NEW YORK 


THE MAGAZINE FOR INDUSTRIAL DISTRIBUTORS AND THEIR SALESMEN 


(This advertisement appeared in Jan. 22nd issue of American Machinist) 
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sions and pitch printed in yellow on the 
black metallic background. The new 
blades are available in all standard hand 
sizes and pitches at no increase in price. 
—Victor Saw Works, Inc., Middletown, 
N. Y.—Muiv Suppuies, February 1941. 


Work Gloves 
Neoprene Coated 





A line of Neoprene coated canvas work 
gloves in both the knit wrist and the 
gauntlet type, has recently been intro- 
duced. The new gloves resist oils, fats 
and greases and assure complete hand 
protection in practically all work where 
gloves are used. They offer the hand 
comfort and finger freedom character- 
istic of canvas gloves, while the Neo- 
prene coating gives them a tough wear- 
ing surface and considerably increases 
their service life. The knit wrist glove 
is wrist length, while the gauntlet type 
is 1444-in. long.—Miller Rubber Co., 
Akron, Ohio—Mui.t Supp.ies, Febru- 
ary 1941. 


Variable Speed Test Rig 
Adjustable Mounting Bracket 





In the process of adapting the “P.LV.” 
gear positive infinitely variable speed 
transmission to a variety of services, the 


] 


| 
| 


SPARTAN 


| 





THE BEST BAND 
IN THE LAND 


and HOW IT CUTS! 


For Superior specialized 
Band Saw cutting serv- 
ice and satisfaction — 
recommend to your cus- 


tomers .... SPARTAN! 


"We protect Spartan Dealers’ 


SPARTAN SAW WORKS, Inc., Springfield, Mass., U. S. A. 

















ALLOY SCREW SALES GO UP 


NU 3 


l. You avoid complaints—keep 
customers when you give top 
quality screws that stand up on 
the toughest jobs. Mac-it has 


made only that kind of screws 
for more than 25 years. 









2. You protect buyers, reap their 
satisfaction when your service is 
keyed to their needs. 


3. You get additional orders 
when you offer exclusive, stand- 
ard types of screws. Mac-it offers 
the only complete line of heat- 
treated alloy steel screws! 


e A few protected 
Abs territories  avail- 
able. Write for 
| Lua information. 
PRONOUNCED 


‘$-1 MACK.ITS 







THE STRONG, CARLISLE & HAMMOND. COMPANY 


1392 West Third St., Cleveland- Ohio 
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“SAFETY” 


Screw 


PRODUCTS 


. . « OUR DISTRIBUTORS 
ARE HELPING INDUSTRY 
TO MEET ITS NEW AND 
LARGER PROBLEMS 


| 
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"Blue Devil” 


@ Their unfailing fitness for the job is the 
reason industry recognizes and approves 
Safety Screw Products. There is no guess- 
work in their manufacture—every piece is 
uniform. They are unequalled for strength, 
toughness, and long life. 


@ Our Distributors realize the responsi- 
bility they have to industry and they know 
we are back of them with products that 
are right and service to meet any 
emergency. Our sales policy assures 
good Sales Volume. Try us and let us 
prove our claim. 


SAFETY SOCKET SCREW CORPORATION 
4445 N. Knox Ave. Chicago, Ill. 
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manufacturer has developed and an- 
nounced that it is furnishing a compact, 
fully-enclosed variable speed test rig 
which combines the basic “P.IL.V.” unit 
and an adjustable mounting bracket on 
a rigid welded steel base. Testing gen- 
erators, magnetos, governors, vibrators, 
pumps, springs, sewing machines, bear- 
ings, and other types of specialized 
equipment are among the many uses 
found for the new rig. The tests usually 
made are for determining whether the 
equipment tested runs true, functions 
efficiently, carries the load properly. 
and for calibrating. Manufacturers of 
magnetos and generators are using the 
rig for testing the electrical character- 
istics just before magnetos are shipped. 
\ireraft manufacturers find it useful for 
testing fuel pumps, radio generators and 
tachometers. The rig shown is employed 
for testing the control governors of 
diesel railway motors.—Link-Belt Co., 
Philadelphia, Pa.—Mi.u Surrutes, Feb- 
ruary 1941. 


Fluorescent Lamp 


Lighting Fixture 





People engaged in commercial or in- 
terior lighting will be interested in the 
new 200 watt C-205 “Miralume” fluores 
cent lighting fixture. With the plastic 
diffusing panels and bottom louvers, a 
result is achieved which is extremely 
attractive and highly efficient. This unit 
is sold complete. with four Hygrade 
40 watt fluorescent lamps in either day- 
light or white finish. It is 49 in. long, 
14% in. wide and 74% in. high.—Hy- 
grade Sylvania Corp., Miralume Div., 
Ipswich, Mass.—Mit Supptirs, Febru- 
ary 1941, 


Paints 
Wide Range of Color 


\nnouncement has been made of the 
addition of three new lines of heavy 
duty residential paints to the regular 
line of heavy duty maintenance paints. 
These three new lines include decora- 
tive enamels, interior wall finishes, and 
house paint. The enamel line offers a 
wide range of colors including silver, 
black and white. and eighteen colors. 
The interior wall finishes are offered in 
eight colors and white in the gloss and 


nes C2 )0s= finishes. and in nine colors 
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DEMAND 
KEEPS PACE 
with 
NATIONAL 
DEFENSE 
ACTIVITY 


LUBRICATING 
DEVICES 


Equipment in first class condition is of 
vital importance today. Increased pro- 
duction schedules and plants running at 
top speed demand this. 
ESSEX is right up in 
front helping industry to 
meet these exacting de- 
mands. For satisfactory 
and economical service 
you can’t beat ESSEX Lu- 
bricating Devices. They'll 
pay you well for any 
sales effort you put back 
of them. Write today for 
details. 


*‘Automatic”’ 
Spring Compression 
rease Cup 


ESSE 


WE CAN SUPPLY 

Sight Feed Lubricators, Plain 
Lubricators, Hand Oil Pumps, 
Oil Cups, Plural Oilers, Sight 
Feeds, Grease Cups, Oil Gauges, 





Water Gauges, Oiling Devices, 
Air Pistol Blow Guns, Air 


“Pilot’’ Glass Body 
Cocks, etc. 


Sight Feed Oil Cup 


ESSEX BRASS CORPORATION 


2000 Franklin Street, Detroit, Mich. 


PRODUCTS 


You'll find that the GLOBE Woven Belt- 
ing franchise equips you to meet almost 
all customer demands . . . not only for 
a variety of belting uses, but for unex- 
celled quality and long service life, too. 
Here are a few of GLOBE'S products: 


Solid Woven White Cotton Belting 
Solid Woven Waterproof Treated 
Belting 
Endless Woven Belts 
Harvester Webbing 
Sifter Brush Webbing 
Kanry-Tex Belting 
Bolting Cloth Webbing 
Other webbing and belting 
specialties 


It will pay you to have a GLOBE price 
and product list on hand, as well as a 
copy of our distributor plan. Write for 
them today! 


Globe Woven Belting Colne 


1390-1398 CLINTON 




















POWER KING 





NEVER-SLIP 





SLIP-PROOF 






SAFETY CAR WRENCH 


Bancer 
CAR MOVERS 


A profitable line of car movers that is easy 
to sell—the BADGER line. Low in first 
cost, easy to handle, safe to use—constant 
good service with little or no maintenance. 
They have plenty of speed, power, and 
durability for light, heavy and average work. 
Get bulletin for details. 


ADVANCE CAR MOVER CO. 


APPLETON, WIS. 











Offer the Leaders 
for Surer Sales 


Customers considering 
Heat Tools buy when 
you offer C & L. It's 
the make that means 
reliability and quality 
to them. C & L Blow 
Torch No. 32A, left. is 
the favorite of experi- 
enced mechanics. 





C & L Fire Pot No. 
22A, right, is the larg- 
est selling Fire Pot in 
the world. Customers 
like its terrific heat for 
speedy metal melting. 
quickly de- 
tachable coil unit. 


Features 


You can also promise prompt serv- 
ice at the factory with C & L Heat 
Tools. These reasons, plus constant 
improvement during half a century 
of manufacture, explain leadership 
of C & L Heat Tools 


CLAYTON & LAMBERT 
Detroit, Mich 


MFG. CO, 











and white in the flat finish. The house 





paint line is limited to seven colors. | THE DISTRIBUTOR’S PART 
IN PROTECTING INDUSTRY 


black and white and three trim and 
trellis colors—American-Marietta Co,, 
Chicago, Ill.—Mict Suppiirs, Febru- 
ary 1941. 


Electric Hoist 


One Ton Capacity Available 





The addition of a new model “Comet” 
hoist 
available in five capacities, 250, 500. 
750. 1000. and 2000 Ibs. The new one- 
ton hoist is rugged and compact in de- 


electric now makes these hoists 


sign and is suitable for all types of 


hoisting service. It is available with 
hook suspension. or with a trolley at- 
tached. Special heavy-duty. high torque 


motors are supplied for either 110 volt 


lighting circuits. or 220 or 440 volt 
power lines. This electric hoist is pre- 


built Precision. 


double plate sealed. permanently lubri- 


cision throughout. 


cated ball bearings are provided at all 
The brake is 


smooth, quick acting and positive. An 


rotating points. load 
emergency brake plus automatic upper 
and lower limits guard against hoist 
abuse. insure complete safety. One hand 
control provides convenience in opera- 
tion.—Chisholm-Moore — Hoist 
Tonawanda, N. Y.—Mitt Suppwies, 


February 1941. 


Corp.. 


Paint Deodorant 
Banishes Paint Odor 


“Plescent” is a product formulated for 
the prevention of obnoxious paint odors 
When this is added 


to paint. enamels, varnish, stain. lacquer 


and eye smarting. 


it immediately creates a pleasant and 
wholesome fragrance. For practical use. 
“Plescent” is for facto- 
ries. homes. hospitals and other public 


recommended 


institutions. No extra work is required, 
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REDUCE FIRE HAZARDS 
CUT INSURANCE COSTS 


SAFETY CANS 


For safe handling of flam- 
mable liquids. Easier to use 
—safer to handle. Rounded 
dome ... large nozzles... 
non-splash Pouring Lip .. . 
APPROVED AND LABELED 
by Underwriters’ Labora- 
tories and Factory Mutual. 
Sizes | Pt. to 5 Gal. 





OILY WASTE CANS 


Also Approved and Labeled 
by Underwriters and Fac- 
tory Mutual. For safe stor- 
age of waste, 
Opens by 
closes automatically. 6, 8, 
10, 14, and 25 gallon ca- 
pacities. 


rags, etc. 


foot lever — 





NEW "“TWIN-BULB" ELECTRIC 


SAFETY LANTERNS 


Eliminates fre hazards 
of flame lanterns. Helps 
prevent injury to watch- 
men and night forces. 
Underwriters and U. S. 
Bureau of Mines ap- 
proved models. 


Size: 12 in. high. 





JUSTRITE MFG. C6. 


2079 Southport Ave. 
Chicago, Ill. 
















DESMOND 


DRESSERS and 
CUTTERS .... 


ASSURE INCREASED 
PRODUCTION FROM 
YOUR CUSTOMERS' 
GRINDING WHEELS | 








DESMOND 
CUTTERS 


DESMOND 
HEAVY DUTY 
DRESSER 


4 





DESMOND DESMOND 
DIAMO-CARBO HEX DRESSER 
DRESSER 






Every one of your custom- 
grinding wheels will 
give faster and more accurate 
production when frequently 
dressed. 


Only from the complete 
Desmond line can you secure 
the proper dresser for every 
Ww heel. 


ers’ 


Write today for our new 


j catalog and price sheet and 
| start to secure your share 
of Dresser and Cutter busi- 


' ness. 


The 


DESMOND- 
STEPHAN 


MFG. CO. 


URBANA e 











OHIO 
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| just add two teaspoons full of “Plescent” 

to one quart of paint and stir well. It 
| is guaranteed harmless to paint, -en- 
| amels, lacquer stains and varnishes.— 
Coastwise Laboratories, New York, 
N. Y.—Muv Suppties, February 1941. 


| 
| 
Portable Hoist 
Safety Features 
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x 
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To the line of “Pul-Lift” portable hoists 
a new hoist with a capacity of 44% tons 
has been added, so that now these units 
may be had in a complete range from 
%4 to 6 ton capacities. The new 41% ton 
hoist is light in weight making it easily 
portable, yet is strong and rugged. The 
strength combined with the lightness of 


weight is due to the use of new type 
alloy steels. The roller chain used has 


an ultimate strength nearly five times 
the rated capacity of the hoist. Another 
feature of the hoist is that it will operate 
equally well in horizontal or vertical 
position. It also features the Yale safety 
hooks. For operation in close quarters 
and tight places, it has a ratchet handle 
with a Short, easy 
strokes at any point within a complete 
permit in the most 
cramped quarters.—Yale & Towne Mfg. 

o., Philadelphia, Pa—Mit. Supp .irs, 
February 1941. 


universal action. 


circle operation 


Truck Pumps 
Improved Bucket Design 


Development work and tests on two 
new truck pumps, 50 and 90 G.P.M., 
| has just been completed. This latest 
pump many new features. 
Quiet operation has been achieved by 


embodies 


improved bucket design, changes in in- 


take and outlet ports and a general re- 
| designing of the pump _ proportions. 
| The new relief valve has a high lift, 
| which eliminates chatter. The relief 
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» Strand 











36th YEAR 


PAY MORE — GET MORE 
DO MORE 
with 
*““STRAND’”’ 


HIGH QUALITY MACHINES 
GROUND ROTARY CUTTERS 














send for catalog 


N. A. STRAND & CO. 


5001 No. Wolcott Ave. Chicago 








"O.K." your sales 
WITH THE 


"K.O." PUNCH 





W. A. 


WHITNEY runcues 


Any user wants the best tool he can 


get for his money and Whitney 
Punches “knock out” two days’ work 
in one. They have capacity, strength, 
and range, and can do a neater, 
quicker, better job. 


Investigate the W. A. Whitney line 
} —we guarantee all our tools—we 
give you prompt, efficient service 

on orders—returns are good and 

steady. Send for our booklet. 


I WAWHITNEY mrcco 
_ [romans HAND ZZ72X METAL PUNCHES 








POR Ls 








| ROCKFORD ILLINOIS 











| valve is built into the pump casing, | ) 3 
S$ T e A D ' giving the unit compactness and per- 100,000 | lants 
mitting installation in small space. The y cia 
e | new truck unit is designed to mount on | N revere | hese 
Profit Makers standard 34-in. truck frames. One 
strap instead of the usual two, is re- Jacks 


quired for rigid, permanent installation 


between the side members. The bear- ce) Speed 
. & 

ings have been brought closer together, 

and placed equi-distant on either side NI. iO , 
of the rotor assembly. Another im- | Nati nal 


portant feature is the fact that the | Defense Work 


| 
| 
| 
| 
| 
pump can be driven from either end. 
| 
| 





It is only necessary to change the bear- 
ing support from one side of the pump 
to the other. The bucket design with There's a Simplex Jack for every job— 
o the = he a ae many jobs for every jack. They're needed 
automatic take-up-for-wear is incorpo- now by every industry for installing 


| rated in these new pumps. The buckets slotercian aad tid ctaaet al cau 
| may be quickly renewed.—Blackmer ae = 
| Pump Co., Grand Rapids, Mich—Mu pm Wenge Mes en as ne 
ae Suppuirs. February 1941. them. Hundreds of models—dozens of 

J sizes. Here are a few especially ‘‘fast- 
TASGON LUBRI-TASGON | selling numbers”’: 


The original penetrant The penetrating N 
spar . o. 522 Emergency 
and rust solvent lubricating oil 
g Jack lifts full5 tons. 


Glue on cap, corrugated 
Tasgon and Lubri-Tasgon are sources of toe, auxiliary cap 


steady profit—month after month. By the Plastic Resin, Waterproof shoe, or on chain. 
unique Tasgon principle of colloidal pene- rilts on base for 
tration, Tasgon quickly loosens rusty nuts, —, abate s- 
bolts, fittings. Lubri-Tasgon carries a rich Geer. Deuble ie 
lasting lubricant to every moving part. for close quarter 
Write today for information about prices, jacking. It’s folly to 
discounts and display material. 


be without one in 
SAMUEL CABOT, Inc. 


these times. No. 
1411 Oliver Building Boston, Mass. 





a a ae — 





f, 





310-A lifts 15 tons; 
No. 2030, 20 tons. 


No. 29 Automatic 
Raising and Lower- 
ing Jack lifts full 
15 tons 19” on cap 
or toe lift. A single 
moving or rigging 
job may costa 
young fortune 
without a couple of 
these jacks to carry 
the load. No. 24A, 
same capacity, 
raises load 13” and 
No. 249 raises 24!”. 











To aid dealers in marketing. the new 
“Weldwood” plastic resin, waterproof 





glue, is being delivered to the trade 
. . packed in 3-color display cartons. The Simplex Planer Jacks 
Plant Modernization glue is packed in three different sized | Needed by machinists in nearly every 


Increases Sales cartons. This waterproof glue is easy metal working plant. For leveling work 


to mix in cold water and can be used | 00 bed of planers, shapers, millers and 





O t ith SORT ne DO a RE other machine tools. Ball and socket cap 
Pppor uNnIL~LesS Tor ately after mixing. It requires no for easy leveling. Lock 
separate hardener, no heat, and no | nut holds screw from ‘ 
DAGGETT BALL BEARING waiting time before application. When | turning after height 
LOOSE PULLEYS properly applied, it will stand up per- ee 
ay : Slotte ase for fasten- 
Added production schedules demand manently under conditions which only | ; = bed Thev'r y 
more speed and higher efficiency with as ; lasti rae : ing to . ey re in 
little maintenance outlay as_ possible. a genuine plastic can endure, U. S. demand now. 
cer nal peers eimare bexeuse | | Piywood Corp, New York, N. Y. 
they end many troubles for plant Mity Suppuies, February 1941. Stocked by alert, profit-wise suppliers 
managers. everywhere. 
DAGGETT Ball Bearing Loose ——— 
save on daily oiling time—on cost o _ - 
lubricant—on replacement costs and on Templeton Kenly & Co., Chicago 
oe and time losses. There — = —_ pa a f Ne ne 88 prom 
plicated parts to get out of order an ; etter, Safer Jacks Since 
cause costly shutdowns. There is a real Toggle Pliers @ 


opportunity selling DAGGETT Ball Bear- 


ing Loose Pulleys—we’'ll be glad to give Deep Throated Sim plex Jacks 


you more details. Write. 








Rapid action toggle pliers with a 14- 

CHICAGO PULLEY & in. x 3-in. throat capacity, identified as 

model No. 450, are now available. The er a 

SHAFTING CO. | depth of throat permits work being held Hydraulic for easier cap lifting. 
21.N. Des Plaines St CHICACC, ILL - 

several inches from the edge of the 


dependable and efficient 


Lever Type for toe and cap lifting. 





Screw Pra for economy. 
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Safets Belt Hooks and Lacers 
Give You More Profit! 


SS, 


6 
p 


Let us explain, 
quote you and 
outline our sales 
co-operation. 










See Those Jaws 

Not flat, but RIBBED 
Each Rib Contacts 

A HOOK ONLY 


SAFETY 


ortable Lacer 


The Best 
Belt-Lacing 
System 
with the Hooks are easily 
Largest sunk below the 
surface of belt 
vrens , Full 6" Capacity 
For You! Stentor These two features 
St appeal to 
ronger mechanics. 


Sales are easy! 


Safety Belt-Lacer Co., Toledo, Ohio 











“FOR DISTRIBUTORS AND 


THEIR SALESMEN” 


The keynote of our editorial policy, the 
above has been our byword since our 
beginning. Now in our 30th year, we 
hope to continue serving the distributor 


as faithfully as we have in the past. 


MILL SUPPLIES 


A McGRAW-HILL PUBLICATION 
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sheet or board. Toggle pliers are not 
bolted or welded to a fixture, but are 
manually applied by squeezing the 
handles—automatically locking in posi- 
tion and holding positively, but releas- 
ing instantly when desired. They will 
not walk or creep and are quickly ad- 


justable to accommodate different thick- 


nesses by means of a small screw in the 
upper jaw.—Knu-Vise, Inc., Detroit, 
Vich.—Mi.v Suppuies, February 1941. 


Detachable Sheaves 
For V-Belt Drives 





%, 
DEMOUNTABLE Rim CLAMP SCREW 
_ TAPER DRIVE 
hy LS 
| S 
) 
| | 
| 
SET SCREW 
OVER KEY 
2 TAPPED HOLES DRAW.UP SCREWS 
For 
* SCREV 
a“ sa” 


Announcement has been made of a new 
type of V-belt driver sheave, designated 
as the Q-D quick detachable and quick 
demountable type, has been added as a 
standard item to the “Multi-V-Drive” 
line. Simplicity of construction is 
claimed, and suitability for any applica- 
tion where quick mounting of sheave 
to shaft. and dismounting frem shaft. 
are desirable. Applications cited are 
fans, blowers, printing presses, machine 
tools, and special equipment in the 
petroleum, paper and textile industries. 
Each sheave unit consists of two parts, 
a longitudinally-split or clamp hub and 
a V-grooved rim. The hub is clamped 
to the shaft by means of a cap screw 
in its flange and is securely fastened 
by a standard keyway. A fit equal to 
a press fit, on shafts up to ten thou- 
sandths over-size or under-size, is pro- 
vided. The rim is taper-fitted to the hub 
and is fastened with three draw bolts. 
The Q-D sheaves are available in the 
complete range of standard driver sizes. 
—Worthington Pump & Machinery 
Corp., Harrison, N. J.—Miu Supp.ies, 
February 1941. 


Tools 
Facing Operations in Turret Lathes 


Two new styles of tools for facing oper- 
ations in turret lathes have just been 
added to the standard line of “Kenna- 
metal” tools for machining steel. Known 
as style Nos. 21 and 22, these two tools 
have 6° side and front clearance angles, 
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The 
“BELTSAVER’ Pulley 














A WORD TO 
Wise Distributors 


Here’s a pulley that definitely saves a lot 
of headaches because it saves a lot of con- 
veyor belt troubles. 


Naturall the wise , Supety, house recom- 
mends the “BELT * for conveyor 
jobs where YP an ag and heavy, sharp ma- 
terials are conveyed, because with the 
“‘BELTSAVER” Pulley nothing can lodge 
between pulley and belt to play havoc 
with belt life. 


Your crushed rock and gravel plant cus- 
tomers will appreciate the service you give 
them when you recommend ‘“BELT- 
SAVERS’’ as a means of doubling the 
life of their conveyor belts. 


There's “BIG MONEY’’ for you when 
you sell the “‘BELTSAVER”’ — Write for 
prices and discounts. 


SPROUT, WALDRON & CO. 


MUNCY, PA. 
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PROLONCG the LIFE 
of WIRE ROPE with 


lee 


CONNECTORS 


fy te strong, streamlined, Electroline-FIEGE 
Connectors are being rapidly adopted by In- 
dustry because their design damps vibration 
stresses and thus prolongs the life of wire rope. 
This unique gripping unit “holds like a bull- 
dog” with a graduated compression which 
feathers off from maximum at rear to zero at 
front, so that lines held by these connectors are 
not subject to “weak point” crystallization and 
consequent failure. 

The complete line of Electroline-FIEGE Con- 
nectors, available in black and stainless steel, 
bronze and monel metal, is fully described in 
a new 8-page Bulletin, a copy of which will be 
sent you at your request. No obligation—send 
for the book today. 


Eloctrotine Company 


4072 SO. LASALLE ST. CHICAGO, ILL. 





8° and cutting edge angles. 6° side rake | 
and 2° negative back rake. Style 21 tool 
has a 20° side cutting edge angle which 
results in tool life and therefore this 
tool should be used where a 90 
shoulder on the work is not required. 


For facing to a 90° shoulder, style 22 





tool. which has a zero side cutting edge 
angle. should be used. It will be noted 
in the illustration that these new tools 
are supplied with chip breakers. 
WecKenna Metals Co., Latrobe, Pa. 
Mitt Supeiies, February 1941, 


Sump Pump 
High Capacity 

















An increase in pumping capacity is 
the big feature of the new, 
line of “Floatless” sump pumps. The 
new pumps will handle up to twice the 
volume ordinarily handled by pumps of 
this type. New models embody the 
“floatless” electrical control and brass 
and bronze construction. 


improved 


Principal im- 
provement is a new type of forged im- 
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Industries have 
come and gone 
—cycles of 
booms and de- 
pressions have 


run their course 
—yet for 87 
years the quality 
of CLARK Prod- 
ucts has 
faltered. 


never 


Extra clean finish 
and accuracy of 
threads speed 
assembly. Wide 
distribution of 
large stocks as- 
sure immediate 
delivery on 
standard items. 


Permit us to quote 
on your requirements 


Clark Bros. Bolt Co. 


Milldale, Conn. 





NO MORE RAGGED HOLES 
OR SPLINTERED WORK! 


(= 





CARBOLOY DRILL-POINTS MAKE CLEAN, 
ACCURATE HOLES IN CONCRETE, TILE, ETC. 


Stop complaints about unsightly appearance of 
holes in partitions, walls, floors, ceilings, etc. Use 
Carboloy Masonry Drill-Points for concrete, tile, 
porcelain, brick, slate, etc. Won't splinter fragile 
work. Drills clean, accurate holes free from ragged 
edges. 

You can do a better job and a faster job! Carbo- 
loy drill-points drill 50% —75% taster. Eliminate all 
slow, noisy hand chiseling. Stays sharp for long 
hours of continuous use. 

No special equipment needed. Use in any rotary 


drill, CARBOLOY COMPANY, INC. 
13331 £. 8-MiLE AVE. . DETROIT, MICHIGAN 


t 
da profitable demand fo 


Drills among © 
plant maintenance om 

lephone installa a 
- Nationally advert! 


CARBOLOY 








MASONRY DRILL-POINTS 


EASY TO SELL 
Etteo~ Emrich 
TAPPING ATTACHMENTS 


In the first place Ettco- 
Emrick Tapping Attach- 
ments enjoy a reputation 
throughout industry for 
fast, sensitive, positive, 
performance . .. And in 
the second place they 
have what makes selling 
easy—important advan- 
tages that shop men are 
quick to recognize and 
appreciate. 

Right now these Tap- 
ping Attachments are in 
great demand. The same 
is true of other members 
of the ETTCO Line. So 
right now is a good time 
to tie up with ETTCO. 
Write today for details 
about the highly profit- 
able ETTCO Distributor 














Proposition. 
ETTCO TOOL CO. 
600 Johnson Ave., Brooklyn, N. Y. 


DRILL CHUCKS 

TAPPING CHUCKS 
TAPPING ATTACHMENTS 
TAPPING MACHINES 


MULTIPLE SPINDLE TAPPING 
AND DRILLING HEADS 
Unexcelled for Design, Materials 
and Workmanship 
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peller, known as the “Imperial” power- | 
peller. Model BA-2 pumps 3200 gallons 
per hour at 10-ft. total head. This com- 
pares with 1300 gallons per hour for 
previous models of this type. Advan- 
tages listed for the new pump include, 
extra safety in emergencies; greatly re- | 
duces costs on pumps for deep sumps.— | 
Imperial Brass Mig. Co., Chicago, Ill.— | 
Mixi Suppties, February 1941. 


Band Saw 


Cuts Wood, Metal, Fiber, Plastics 








Shipments are now being made on a 
new 14 in. band saw that incorporates 
many new features. It is claimed that 
this tool cuts much faster than similar 
machines of the same and larger sizes. 
That it cuts twice as smooth on wood 
and fiber materials. That a new welded 
steel frame gives this machine a new 
standard of rigidity never before 
equalled. Single speed 1200 r.p.m. mod- 
els with direct connected motors in both 
bench and floor types are being made. 
Also, V-belt drive bench models. A 
fourth model, made specially for the 
metal working trade and other indus- 
trial materials fabricators comes 
equipped with selective speed gear box 
drive producing 8 speeds.—Boice Crane 
Co., Toledo, Ohio—Mitt Supp ies, 
February 1941. 





Round Belting 
Metal Fasteners Not Required 


“Round-Tex” belting is built on a tight- 
ly wound steel spring as a base. The 
spring is with rubber tire- 
tread stock which acts as a cushion, and 


covered 


protects the next coating, which is a 
layer of durable braid, from chafing on 
the spring. The braid acts as a shock | 


MILL SUPPLIES © FEBRUARY, 1941 








EAGLE OILERS 
are EASY to SELL 


Operating men 
and purchasing 
agents want 
Eagle oilers be- 
cause they last 
longer and give 
better, more 
economical ser- 
vice than ordi- 
nary oilers. 





Eagle makes a com- 
plete line of quality 
oilers. They're made 


right and _ priced 
right. 
Take the road to 


bigger profits, with 
the complete Eagle 
line of quality oil- 
ers. Inquiries are in- 
vited. 


EAGLE MANUFACTURING CO. 


Dept. 1621 Wellsburg W. Va. 

















Something NEW 


in Pressure Gauges 













@ A Marsh gauge with a moulded 
Phenol -Condensate case — light, 
strong, non-corrosive, absolutely 
vapor-proof. 

This new gauge is typical of the 
advanced design— the appealing 
sales features—that distinguish 
the entire Marsh line of gauges, 
dial thermometers and heating spe- 
cialties. It’s a well-known, re- 
spected, well-advertised product 
that will reward your efforts. 








JAS. P. MARSH 
CORPORATION 


2079 Southport Ave. 
Chicago, Illinois 


the Standard of Accuracy 
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HARRIS 


has supplied these items 
to American Industry for 
re 


TANKS of copper, aluminum, stainless 
steel, Monel, etc. All sizes and 
shapes. 


COILS & BENDS all non-ferrous metals 


and stainless steel. Any speci- 
fications. 


EXPANSION JOINTS for low pressure 
and vacuum, Copper 4” to 60” 
diameter. 


. FLOATS copper, steel, stainless steel. 
aluminum and any workable 
metal. All types. 

KETTLES all metal with and without 
steam jacket. Also copper brew 
kettles. 

HARBRONZ bushing bronze. Cored and 
solid bars. 

DIPPERS measures, funnels, and pails— 
copper and stainless. 


@ Harris Distributors enjoy good business 
with substantial profits selling these items so 
necessary to industry. Why not investigate — 


ARTHUR HARRIS & CO. 
210-218 N. ABERDEEN ST. 
CHICAGO, ILL. Est. 1884 








These 
and many other 


VICTOR BALATA & TEXTILE 
BELTING CO. 


53 Park Place, New York 


345 W. Hubbard St., Chicago 
Factory: Easton, Pa 








| 
| 
| 


absorber for the spring, controls the | 
amount of elongation of the finished 
belt. and regulates its tension. The braid 
is then covered with tire-tread rubber, 
which protects it. To fasten the ends 
of the belt together, pull out about one- 
half an inch of the spring core at each 
end and cut off all but one coil, insert 
a small piece of rawhide, same as used 
in clipper belt hooks, in one end of the 
extended spring. Now turn one end of 
the belt backwards two complete turns, 
push the extended ends of the spring 
together over the rawhide plug, allow 
the ends of the spring to thread into 
each other, and the belt is ready.—Sud- 
bury Laboratory, South Sudbury, Mass. 
Mitt Suppwies, February 1941. 


Drill 
Light in Weight 





Two new additions have been made to 
the “Multi-Vane” drill line—sizes 00 


and 0. These tools are extremely light | 
in weight ranging from 1% to 27% Ibs. | 


Numerous attachments can be furnished 
to adapt these tools for light screw 
driving, nut 


running. close-quarter 


drilling, wire brushing. sanding, etc. | 


Three different types of handles 


| (straight, lever throttle, or pistol-grip) 


| 
| 
| 
| 
| 





VICTOR 


Ingersoll-Rand Co., 
Mitt Suppuirs, Feb- 


are available. 
New York, N.Y. 
ruary 1941. 


Barrel and Drum Tipper 


Simple and Practical 





A device has been developed for the 
safer harfdling of barrels and drums. 


This simple but practical tipper con- | 
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A DART SELLING POINT 
THAT GETS AND KEEPS 
CUSTOMERS 


In pipe unions, it's quick, sure tightness 
on installation and unfailing tightness in 
service that keeps customers satisfied 
and coming back for more. Darts meet 
these requirements in full. For Dart 
bronze seats are extra wide and ground 
to matched spherical surfaces. When 
made up, they contact over a wide area 
—the best guarantee of long, honest 
service. These seats, plus Dart's extra 
heavy bodies and nuts, are a sound basis 
for profits that keep coming and cus- 
tomers that stay with you ... It pays to 
push Darts. 





The Fairbank. 


and all brane 


Canadian Pactory 
Dart Union Con 
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COLUMBIAN 


Malleable Iron 
Unbreakable 


VISES 


GEMACTAME TOOR STEER 
——— vraas 


rrte@ar:s 
Service 


Distributor Protection 
Most Salable Line 
Turnover 


Guarantee 


The Columbian Vise & Mfg. Co. 
9019 Bessemer Ave. 
Cleveland, Ohio 




















COLLIS 


COLLET EQUIPMENT... 


A complete range of sizes to meet any drill- 
ing, reaming, and tapping need. Taken in 
order from left to right starting with top 
row: (1 and 2) handle tools standard taper 
shanks—(3) straight shank tools—(4 and 5) 
centered ready to drill for special purpose 
straight shank reamers, taps, drills, etc.— 
(6 and 7) hand taps and other square end 
tools—(8) special ‘‘use-em-up" type drive for 
salvaging tools with twisted tangs or broken 
shanks, no special bushings required. Come 
to COLLIS for Service. 


THE COLLIS COMPANY 


CLINTON, IOWA 
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sists of a strong handle with a pronged 
collar which is adjustable. This adjust- 
able collar allows the tipper to fit all 
types of drums and large or small- 
bilged barrels. Its job is to make quick, 
easy and safe the job of tipping barrels 
from a horizontal to vertical position or 
the reverse. The long handle increases 
the leverage so that much less effort is 
required to handle barrels or drums than 
in the ordinary manner without the tip- 
per.—Lewis-Shepard Sales Corp., Wa- 
tertown, Mass.—MI.t Supptirs, Febru- 
ary 1941. 


Hose 
For Car Washing 


Introduction of a new car washer hose 
with synthetic rubber cover has been 
made. The cover is designed to with- 
stand oil, grease and general abrasion 
encountered in car washer service. This 
cover is said to give far longer service 
than the ordinary oil resisting rubber 
cover. The new hose. known under the 
trade name “Magic.” is produced in 


4- and *4-in. sizes. Working pressure | 


of each is 590-lb.— Vew York Belting & 
Packing Co.; Passaic, N. J —Mir Svp- 


plies, February 1941. 






ie 


Sales Helps 


from the 


acturens 


“100 Years of 
is the title of the manufac- 
turer's handsome new catalog No. 100. 
Dramatieally presented, this industrial 
section covers the complete line of saws, 
tools, files, knives and steel. Illustra- 


Saws, Tools, Files 


Progress” 


tions, tables. price lists and a conven- 
ient index add to the usefulness of this 
122-page book.—Henry Disston & Sons, 
inc., Philadelphia, Pa. 


Tools 
ing Stanley tools for industry has re- 


\ complete new catalog show- 


cently been released. An alphabetical 
index is printed on the cover for quickly 


locating the various classifications of 
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this MODERN 
HARPER 


makes ONLY 
non-ferrous 
and stainless 
fastenings 





One COMPLETE manufac- 
turing unit that manufactures 
BOLTS, NUTS, SCREWS and 
WASHERS out of everything 
EXCEPT IRON and STEEL. 


Cap Screws of BRASS, Lag. 
Screws and Hanger Bolts of 
BRONZE, Bolts and Screws in EVER- 
DUR, Washers, Rivets and Nuts of 
MONEL and most every type of 
STAINLESS fastenings you could 
require. Every popular type and size 
in all the alloys. 

That's the story — 3600 STOCK 
ITEMS in every alloy except iron 
and steel and plenty of production 
equipment to make those small 
troublesome specials you need right 
now. 

Send for the 72-page Harper Cat 
alog — “Bible” of the non-ferrous 
and stainless fastening industry. The 
H. M. Harper Company, 2622 Fiet- 
cher St., Chicago. 


HARPER 








NOW 


IS THE 
TIME— 


Why not become a ONE SOURCE 
FILE DISTRIBUTOR? 


No matter what your cus- 
tomers need you can give 
them service and satisfac- 
tion with the CARSON- 
NEWTON LINE. 


Both American and 
Swiss Patterns 


CARSON-NEWTON CO. 
Belleville, N. J. 


CARSON- 









FILES 
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| items, and a more detailed index is in- a 
The CALDER cluded inside the book. While the tools SELL AMAZING PERFORMANCE 
offers everything... shown are for use in all types of indus- RECORDS ... WITH THE NEW 


trial production and maintenance work, 


items particularly suited for the air- BOICE-CRANE 


craft industry are marked by an illus- Shop Tested 


tration of an airplane. The catalog is 


punched for a Kalamazoo binder. DRILL PRESSES— 


Stanley Tools, New Britain, Conn. 













with 

| Silent Chain Dri = 

ilent Chain rives” Announce- STURDIER, 

| ment has been made of a new folder. 

| No. 1894, on «h-in. pitch “Silverstreak” LONG-LIFE JS 
| silent chain drives for fractional horse- QUILL! 


power duty. Horse power per inch of 

- « 0 insure better wheel chain width. pitch diameters of wheels. .. 
performance for your customers and list prices of both chain and wheels 
are given in the tabular data. Drives 





All Calder cutters are milled from high car- 


on cameras, picture projectors, ma- 1 rt Ben 9) will Pre cepts nee apt ll 
i ; ne var SS€S a a a a $ 
bon strip steel and heat treated throughout. chine tools. cigar machines. stokers a point you can't over-emphasize to your prospects 
H H Hr H we s . ’ ° and customers ). . sis S se ‘"y are for 
This means uniform, sharp, precision-cutting ' pase ; C2 
: : : meters. models, blowers, are among the | continuous use, me 
teeth for uniform dressing. Each part is mente listed.—Link-Belt Co.. Chi | ‘There's a model for every need —high and low speed, 
° H Instaliations listed, ANK-De. ,0., UNI- single and multiple spindle, bench and floor types, For 
hardened to withstand tough service and all rm i | single ond multiple spindic, beach and Seor types. For 
parts can be quickly and easily dissembled | ©4890, fl. | parts. 
f | lett . ided | | INVESTIGATE THE SALES POSSIBILITIES OF 
or replacement. ubrication is provided | THE 60 MODELS DESCRIBED IN OUR 8 PAGE 
through the end screws. | 


FOLDER 
Ladders—Describing many types of 


aluminum ladders, a new 44-page cata- 







The "Calder" gives longer, better service than 
ordinary grinding wheel dressers, and offers 
your customers greater economy in keeping 
wheels in prime condition. 


: s Gp Get Your Copy 
log has just been issued. In addition to | Today—Write 


a broad selection of ladders for fire | To Dept. B 
fighting, industrial and commercial use. | 
Ask for details NOW! the new catalog includes data on alu- 
minum gangways, stages, scaffolding, 
CALDE MFG. 632 WN. Prince St. a ane mame spentan aluminum 
| ladders. The catalog also contains in- 
CO. Lancaster, Pa. teresting general information relative 

to the strength, durability and utility of | 
aluminum ladders and gangways. 
fluminum Ladder Co., Tarentum, Pa. 


INCREASE SALES Industry needs 


AND PROFITS!!! —_ Hoists. Cranes” Cassis, “Wee AMERICAN 


. facturer’s general hand-operated hoist- 
with 


rs? equipment, trolleys, be — B 0 | LER F ITT | N G S 
Additions to the line include a floor 
a Oc KW o L L ae Tan poise a portable floor —Steady Volume Sales 
crane, and a new winch. Complete data ‘ 
8 A is ince sprgeared sere Build Up Good Revenue 
L Ss T G A T f - geared and differential hoist as well as 


considerable engineering data.on cranes, 











FUSIBLE PLUGS 
Standard Figure ““A’’ Fu 
sible Plugs are designed 


| trolleys, and winches._-Wright Mfg. 
Wherever low pressure air is Div., American Chain & Cable Co., Inc., 
used by your customers in their York. Pa. 

manufacturing cycle, ROCKWELL 

BLAST GATES can be adapted to 

advantage for the air control. Lathes—A new general catalog has 


been released which is said to be one 


and manufactured in ac 
cordance with the boiler 
code stamdard of American 
Society of Mechanical En 
gineers, They meet all re 
quirements of most states 
having boiler codes, Can he 
used on boilers coming 
under the inspection of the 
Steamboat Inspection Serv 
ice of the UL 8S. Dept. of 
Commerce 





All types and sizes available for 


. of the most complete lathe catalogs 
prompt shipment. We ship direct 


ever published. The catalog has 112 WATER GAUGES 

in —. cee. pages and contains over 240  illustra- Self-cleaning and regula 

Ne servicing. tions. It shows 50 different sizes and receipe ayes 

types of South Bend Back-Geared. by guard rods, and have 

a —, Pi Screw Cutting Lathes for manufactur- pref Rate 

No. 4026, price lists ing, tool room and general shop work. 125 Ibs. Higher pressure 

and discounts. \ copy will be mailed on request to any stam Used for k _ 

aes fir individual mentioning MILL a i Pea Mead 
W. S. St PPLIES.—South Bend Lathe Works, broken glass 

R South Bend, Ind. 





L AMERICAN 
Shop Equipment —The 30th anni- INJECTOR CO. 


ork = versary catalog of Atlas machine tools Detroit, Mich. 
es 28 Shop euipment has just been re- 
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NEW! DIFFERENT! BETTER! 


MORE 
SALES 


A GREAT NEW 
VICTORY 
Over 
Dangerous 


DUSTS ! 


Here's a brand new 
business 








8s invinei- 
protection an 
comfort fea- 


APPROVED 
by U. S. Bureau of 


Mines 
Approval No.BM 2142 


New Cesco No. 94 RESPIRATOR 


* Write Find out why workmen prefer this efficient, 

comfortable respirator that permits conversation, pro- 

viding FULL PROTECTION under most rigorous dust 
conditions 


Check These SUPERIOR FEATURES: 


@ Special Features 
area 





include over 45 sq. in. of filtering 

@ Replaceable Filters are protected by Metal Filter Box. 

@ New. improved Exhale Valve incorporates speaking 
diaphragm enabling conversation without removal. Will 
not rub or catch on clothing. Molded Rubber Cap 
easily removed to facilitate changing of rubber dia- 
phragm 

@ New type facepiece sets low across bridge of nose, does 
not interfere with wearing of goggles 

@ All parts 


@ Filter units are streamlined for clear vision 


replaceable 


Write for Circular Full Details Now! 


Prices 
2329 Warren Bivd. 


CHICAGO EYE SHIELD CO. “crs .tee"Niinon 








STEADY 
REPEAT 
ORDERS 


DEVELOP INTO 


VOLUME 


In the Ottemiller line, distributors 
have a practically complete line of 
cap screws, set screws, coupling bolts, 
studs and screw machine parts to meet 
the needs of almost any customer. 
Then, too, the Ottemiller line is a line 
of uniformly high quality—one that 
is given preference where the advan- 
tages of standardization are recognized. 

Ottemiller—in products and in dis- 
tributor service offers everything re- 
quired for a steady, repeat order 
business. That's why the Ottemiller 
franchise is one of recognized desir- 
ability. Why not find 
out more about it at 
once? 















Eta 
THE WM.H. 
YORK, PA. 
te 





leased. This colorful booklet includes 
| 72 pages complete with information on 
| 1941 models of lathes, drill presses, 
arbor presses, and shapers, and an- 
nounces two new machines—a compact 
| bench miller and a multiple spindle 
| drilling machine—Atlas Press Co., 
| Kalamazoo, Mich. 





| Blueprint Cabinet—One hand draw- | 


er operation is an outstanding feature | 


of the new blueprint cabinet, described 
in folder BP-6. Illustrations and dimen- 


sion specifications are highlighted in | 


describing this special cabinet for the 


| safe and orderly storage of blueprints, | 


tracings, drawings, maps, artwork, etc. 
—All-Steel-Equip. Co., Aurora, Ill. 


Ball Bearing Units—Just off the 
press, “Sealmaster” Ball Bearing Cata- 
log #840, covers the complete line of 
| advanced design bearing units, which 
are pre-lubricated, self-aligning, and 





feature the permanent “Sealmaster” | 
| centrifugal labyrinth seal. General de- 
| scriptions, illustrations, engineering 


data, tables, and typical on-the-job pho- 

tographs, make up the text of this in- 
| formative booklet.—Stephens-Adamson 
Mfg. Co., Aurora, Ill. 


Lubrication—The latest issue 
“Lubriplate Film” (No. 12-40), covers 
the general subjects of oils and greases 


of | 


and should be of value to all manufac- | 
| turers and operators of machinery who | 


are interested, through proper selection 


| of lubricants, in arresting progressive 


rust and corrosion and preventing con- 
| tamination and damage to product. The 
new horizontal format is attractive and 
this particular issue is up to the usual 
high standard of editorial interest.— 
Fiske Bros. Refining Co., Newark, N. J. 


Fire Extinguishers—The _ booklet, 
“In Case of Fire”, describes the uses 
of carbon dioxide for fire extinguish- 
ment. Shows complete line of hand 
and wheeled type extinguishers, hose 
systems, recharging equipment. sales 
| and service points.—The C-O-Two Fire 
Equipment Co., Newark, N. J. 


Pneumatic Tools 
matic tools are 


Eight new pneu- 
featured in the Thor 
No. 52 Pneumatic Tool Catalog, 1941 
edition. Striking in appearance, this 
new book is fully illustrated by tool and 
action pictures. Gives complete speci- 
fications on entire line of pneumatic 


tools and accessories. New tools shown 


are: right angle and close corner drills, | 


right angle nut setters and screw driv- 
ers, bolt wrenches, grinders, chipping 
hammers, sanders and saws.—Independ- 
ent Pneumatic Tool Co., Chicago, Ill. 
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wear of bearing surfaces, eliminating | 














Sell RUBYFLUID 


... the PROFIT 
LINE of Soldering 


Products 


Rubyfluid is the profit 
line of Soldering Prod- 
ucts up-to-the-minute 
jobbers push. Ruby- 
fluid is made right to 
meet today's demands 
of a perfect job quick- 
ly. Builds good will for 
you earns top 
profits for you. Dealers 
like the ample margin. 
Are you letting the ad- 
vantages of Rubyfluid 
Soldering Products earn 
for you? If not, write 
at once for details. 






TO 


CHEMICAL CO. 


76 McDowell St. 
Columbus, Ohio 














OWA 
=LUSTRACAST- 


by COOPER 


N 


\ 
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Stainless Steel 
Fittings 


Meet the 
demand 


types of 
CORROSION. 
RESISTING 
FITTINGS 


growing 


for all 


with the COOPER 
“Lustracast” Line. 
Brighter, cleaner, 
greater corrosion 


resistance. 





Write for details 
and samples today. 


THE COOPER ALLOY FOUNDRY CO. 


150 Broadway 


Elizabeth New Jersey 
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There is an old saying to the effect that, “He grew too 
big for his britches’—meaning that, “The best way to 
get caught with your pants down is to grow out of them.” 
It carries a moral worth thinking about during these 


days of America’s great business jag. 


There are a lot of businesses already showing signs of 
“growing out of their britches”’—jor the simple reason 
that business is good. In two or three or five years 
from now (you pick the time when you think we will 
reach the “morning after”) they won't be able to cover 


up with a barrel. 


Let’s hope that neither the supply business, nor any- 
one connected with it, ever falls into that dangerously 
smug frame of mind. The thing to remember is that 


we're not good—it’s the conditions that are good. 


Right now there is a mighty easy way for the distribu- 
tor to head in the wrong direction. If he neglects at this 
time his old, reliable customers, particularly the so- 
called little fellows among his regular customers, he’s 
piling up trouble for a future day. Generally speaking, it 
has been the little fellow and the medium sized fellow 
who have made possible the distributor's growth to a 
position of primary importance in today’s business. 
They are the ones who first realized the economic 
importance of the distributor in their scheme of opera- 
tions, and saw fit to make use of him. More important, 
they are the ones who have proved, through good times 
and bad, their ability to endure. When the shooting is 
over, they'll still be on hand—but will some of the others 
remain, whose decline, later, may be as fast as their 
growth now? 


There is such a thing as having too much business 
from too few accounts—or, to dig up another handy 
chestnut, “all the eggs in one basket.” Comes the big 
wind, the tree with its roots spread out farthest will be 
the one that’s hardest to topple. 


Think this over: There’s still a big place for selling in 
a seller's market. It might pay for each distributor to 
take inventory every so often of his most important 
function, the function that makes him such a vital force 
in the scheme of modern industry, namely, his ability to 
cover a given territory, to serve all kinds of clients in 
every industry regardless of size. Distributors who 
neglect any part of that function, and particularly those 
who neglect their old friends, the small and medium 
sized customers, may count each day of the current 
boom a day spent in tearing down their prospects for 
future prosperity and stability. 


Sure, there will be lots of business in 1941 for 
those who have grown out of their britches, those who 
operate on the theory of “take what you can get, where 
. and tomorrow 
will take care of itself.” Grasshoppers, you might call 


you can get it, when you can get it. . 


them, flying high today and looking down on the plod- 
ding ants. But that fable is familiar to all, and so is its 
moral. Class dismissed. 
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